Now attic fans can be as easily installed as other appliances you 
handle Hunter's compact new Package Fan makes this possible Fan, 


motor and suction box are all in one ynit that requires only 4 ceiling 


18” clearance in attic. Fan rests 


opening in hallway and less than 


on attic floor: shutter and trim cover ceiling opening. No odds-and- 
ends to handle, ° “extras” tO build. Four models, ranging from 


4750 C FM to 9500 CFM, to fit any home size. 


Coot comport at lou coot 


The new Hunter Package Fan is 4 complete home-cooling system 

low in initial cost and e onomit al to operate. It pulls in cool, invig- 
orating breezes and drives out stale, humid gir. No othe! small in- 
vestment gives home owners SO much comfort and pleasure- Quiet, 
trouble-free operation is assured by Hunter's 65-vear fan experience: 


Fan guaranteed 5 years; Motor and shutter, 1 year. 


Contact your Hiunter pistributor or 
write us jor catalog and prices 





EXCLUSIVE UNIT 
ASSEMBLY! 


PAT. APPLIED FOR 


Never before a vaportight lighting fixture so safe, 
so efficient, so easy to install...so economically 
serviced and maintained! 
Combined in an exclusive “Unit Assembly,” re- 
ceptacle, globe and guard are detachable as a 
single unit instantly, without tools! Re-lamping o 
cleaning becomes safe, swift and simple. One 
trip up the ladder to exchange assemblies, and 
the job’s done! 
This outstanding new V-51 line includes 18 
different types of rugged malleable iron bodies 
for pendant, ceiling or bracket mounting. Each 
body takes both 100 Watt or 150-200 Watt “Unit 
Assemblies.” Each body, except bracket types, is 
grooved to mount har reflector styles in three NEW-INSIDE AND OUT 
different sizes. This complete interchangeability of Sectional View Shows Outstanding New Design 
parts permits the assembling of 256 complete and Operating Principles. 


fixtures, using only 32 basic components. Malleable iron fixture body. 


Connecting block with spring leaf contacts. 
Neoprene rubber ring holds reflector. 
Vaportight gaskets. 

Globe and guard adapter body. 
Shock-absorbing socket. 

Snap-on type guard. 

Vaportight globe. 


Reflector is quickly attached or removed for 
cleaning without tools—thanks to exclusive neo- 
prene rubber ring attachment. Shock-absorb- 
ing socket in “Unit Assembly” permits the 
use of standard lamps where costlier mill- 

+S) type lamps were formerly used. 
\ For full details on this great new fixture, 


write for Bulletin 5-A. 


ooocococe 






Sold Through Electrical Wholesalers 


py APPLETON | 
< APPLETON ELECTRIC COMPANY E gE c 
nets eemnes L TRIC |, 


Euclid Avenve * SAN FRANCISCO, 655 Minna St. © ST. LOUIS, 227 Frisco Bidg. * LOS ANGELES, 


100 N. Santa Fe Ave. * ATLANTA, 724 Boulevard, N.E. ¢ BIRMINGHAM, 429 Brown-Marx Bidg. 
MINNEAPOLIS, 305 Fifth St., S. © PITTSBURGH, 414 Bessemer Bidg. © BALTIMORE, 100 E. Pleasant St. 


, 
, 
BOSTON, 10 High Street © DENVER, 1921 Bicke Street ©* PHILADELPHIA, 1017 Cherry Street 
CINCINNATI, 626 Broadwey * HOUSTON, 709 M. & M. Bidg. * HAVANA, Cuba, Malecon No. 9. 
Resident Representatives: Binghamton, Dallas, indianapolis, Kansas City, Orlando, 






Milwaukee, New Orleans, Seottie, Portiand, Ore. 
Export Representatives: international Standard Electric Corp., 67 Broad St, New York 4, N. Y. 


THIS WAY... 


Unlike the housewife who uses bread crumbs 
and other materials to “stretch” the available 
supply of hamburger, Simplex is not able to add 
materials to copper to make it go further. We 
do achieve the same result, but by an entirely 
different means. Our way is to insulate the copper 
with Simplex-Anhydrex XX high voltage insu- 
lation. It is the very best “copper extender” that 
we know. 


Simplex-Anhydrex XX is a product of Sim- 


plex research and development. It is an insu- 
lation that is absolutely “tops” in the high volt- 
age field. It is designed to operate at a maximum 
of 167° to 176°F. (75° to 80°C.) copper tem- 
perature, depending on operating conditions. It 
has all the properties you want in such a high 


voltage rubber insulation. It will withstand heat. 


SIMPLEX-ANHYDREX XX 


SIMPLEX. WIRE G& CABLE CO. 


79 Sidney St., 


Cambridge 39, Mass. 


It also withstands ozone and aging, and it is 
guaranteed not to absorb more than 15 milligrams 
of water per square inch of exposed surface when 
tested with U. S. Coast Guard 
standards. 


in accordance 


So far as we know it is the only insulation 
of its kind. Use it wherever you have a high 
voltage problem, whether the cables are to be 
in the earth, 


under water, or overhead supported from 


installed directly underground in 
ducts, 


messenger wire. 


“‘s-t-r-e-t-c-h” the 
available supply of copper by insisting that your 


You can help to small 
high voltage cables be insulated with Simplex- 
Anhydrex XX insulation. Do you want to know 
more about this unique insulation? Then fill in 
the coupon below. 


; SIMPLEX WIRE @ CABLE CO. 
; 79 SIDNEY ST.. CAMBRIDGE 39, MASS. 


' GENTLEMEN: PLEASE SEND A COPY OF BOOKLET 1009A TO: 
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WITHIN 'ronUR 


OR LESS 


WHILE WE HAVE IT 


Top - quality products are a great satisfaction 


WHEN YOU CAN GET THEM! AND YOU CAN 


GET THEM — 





IN RECORD TIME, from Southern 





Electrical Corporation, Chattanooga, Tennessee. 


WRITE, TELEGRAPH or TELEPHONE 


your order. Our own trucks make 





delivery to any point in the South- 





eastern area within 48 hours, unless 





prevented by circumstances inherent 
in the international situation, or other 
conditions beyond our control. 


“e 
ACSR CONDUCTORS 


COPPER WIRE AND 
CABLES 


GALVANIZED STEEL 
STRAND 


ACSR ACCESSORIES 





a 


SOUTHERN QUALITY ee oo ail SOUTHERN SERVICE 
MEETS EVERY TEST => EXCELS THE REST 
—__— — 2a 


Phone 7-3325 


ae 


—_. 
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There’s no guessing about how a Fleur-O- 
Lier lighting installation will perform. You 
know in advance the tested, certified illu- 
minating performance. 


This certainty of results is possible because 
for every Fleur-O-Lier fixture there is avail- 
able complete, authoritative performance 
data. Thus, you get the precise lighting re- 
sults specified by the architect, contractor 
or lighting advisor. 


Fleur-O-Lier gives you these advantages: 
1. The Fleur-O-Lier Index System Rating, 


assigned by Electrical Testing Laboratories, 
Inc., after careful test, tells exactly what the 


FLEUR-O-LIER . 
Manufacturers 


2116 Keith Building 


you know Exactly 
how every FLEUR-O-LIER 
luminaire will perform 


illuminating characteristics of the lumi- 
naire are. 


2. Complete photometric data is compiled 
by ETL. 

3. Coefficients of utilization are computed 
by ETL. This data is essential in selecting 
the most suitable fixtures for the installation. 


4. Certification by ETL assures the fixture 
was made to the rigid specifications cover- 
ing electrical and mechanical features. 


All this essential information lets you know 
in advance just what you’re getting when 
you specify Fleur-O-Lier. 


° Cleveland 15, Ohio 


Fleur-O-Lier is not the name of an individeal manvfacturer, but of a group of fixtures made by leading manufacturers. 
Participation in the Fleur-O-Lier program is open te any manufacturer whe complies with Fleur-O-Lier requirements. 
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FLEUR-O-LIER DATA SHEETS 
give complete information 


Manufacturers of Fleur-O-Lier fixtures pro- 
vide Standard Data Sheets which give com- 
plete and detailed information on each 
Fleur-O-Lier fixture. Here, brought together 
on one sheet, is everything you need to know 
about the fixture — shielding — brightness — 
light distribution data — utilization factors 
—and construction and dimension details. 


With more than 300 Fleur-O-Lier fixtures 
available from 25 different manufacturers— 
you have a wide selection of units to meet 
the needs of any installation. 


How the Fleur-O-Lier System Enables You 
to Specify and Select the Right Units 


The Fleur-O-Lier Index System makes the 
specification and selection of lighting fixtures 
extremely simple. Merely ask the specification 
writer to express the desired illumination 
characteristics in the simple formulas of the 
Fleur-O-Lier Index System. 


Then the selection of lighting equipment 
that fits exactly the requirements of the in- 
stallation is easy. Choose from fixtures that 
have the requested Fleur-O-Lier Index Sys- 
tem formula and you know you'll get the 
desired lighting results. 


Don’t take chances . . . specify Fleur-O-Lier 
and know what you're getting! 


Write for your free copy of the new booklet 
giving complete details of the Fleur-O-Lier 
Index System. 

Ask also for Electrical Testing Laboratories’ 
report on performance ratings assigned to 
the 300 Fleur-O-Lier fixtures. 





For the right 
slant on your 
reputation... 


ELECTRIC MOTORS 


What your customers think of you depends in no Hoover general-purpose motors are famous for long, 


small way on the performance of the products you quiet, dependable service. They're built like motors 


psell. So whenever you sell or install a new motor or costing far more. And, whatever your requirements, 


la replacement motor for a ventilating fan, pump, there's almost sure to be either a general-purpose or 
home workshop, or in fact any purpose at all, it a special-purpose Hoover Motor to fit them— 


pays to make it a HOOVER Motor! you can see from these specifications: 





1. CAPACITOR-START MOTORS for hard-starting, 
continuous-duty applications such as compres- 
sors, machine tools, and pumps. Rigid or resil- 
ient mounted, sleeve or ball bearings, % through 
1 HP. Rigid-mounted ball bearing only through 
3 HP. 


2. POLYPHASE MOTORS for use where three- 
phase supply lines are available. Stort without 
reduced voltage compensator. Low-cost oper- 
ation. Rigid mount or resilient mount, ball bear- 
ings, or sleeve bearings, '% through | HP. Rigid- 
mounted ball bearing only through 5 HP. 


Besides these general-purpose motors, 
there are other Hoover Motors de- 
signed especially for pumps, oil burn- 
ers, fans and blowers. Write for 
details. 


Kingston-Conley Division 
68 Brook Avenve 
North Plainfield, New Jersey 


Ho THE HOOVER COMPANY 
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(Additional items will be found on pages 1, 67 and 69) 


1005—Building Wire, Cable, Conduit. Extensive technical 
data on a comprehensive line of electrical cable, building wire, 
and conduit raceways are provided in a new 86-page publication, 
General Catalog No. 500, issued by Triangle Conduit & Cable 
Co., Inc., 1906 Jersey Ave., New Brunswick, N. J. Handsomely 
bound in sturdy leatherette to take years of wear, this catalog 
also contains valuable information on electrical engineering and 
wiring standards for the aid of contractors, engineers, architects, 
and industrial users. 


1007—Panelettes. An illustrated 8-page folder describing Fed- 
eral Noark QO L Panelettes is now available from Federal Electric 
Products Co., 50 Paris St., Newark 5, N. Clearly explained 
are uses, adding of circuits, wiring, flexibility of the unit, pro- 
tection afforded, and elements of the panelettes. Illustrated are 
typical wiring diagrams, along with cutaway illustrations. 


1011—Conduits. “Natural Electric Conduits” is the title of 
the new 30-page Catalog No. 603 which describes and illustrates 
the many types of electrical conduits that are manufactured by 
National Electric Products Corp., Chamber of Commerce Bldg., 
Pittsburgh 19, Pa. 


1013—Proper Cable Sizes. A new booklet, “Selection of Proper 
Cable Sizes,” has just been issued by General Electric’s Construc- 


tion Materials cg | Department, Bridgeport, Conn. This 


publication deals with the method of determining cables and 
cable sizes of asbestos-varnished cambric cables, Types AVA, 
AVB, and AVL. 


1015—Shunt Capacitors. A new bulletin, No. 21, on the use 
of shunt capacitors for power factor correction has been ’ red 
by the James R. Kearney Corp., 4236 Clayton Ave., "las 
10, Mo., and is now available a general distribution. 


1019—Service Panels. Information and prices on protective 
control centers for homes, apartment buildings, service stations. 
and industrial applications is contained in Bulletin 494, “New 
Push-Button Service Panels,” issued by BullDog Electric Prod 
ucts Co., Detroit, Mich. 


1023—Protective Control Centers. Information and prices on 
a new line of push-button protective control centers are con 


tained in Bi Wletin 493 “BullDog Pushmatic and Pushmatic 
Electri-Centers. BullDog Electr Pre ducts Co.,! Box 177, 
Roosevelt Park Annex, Detroit 32, Mic has made the bulletin 
available. 


1031—Heating Units. The new Chromatioy 
trial Electric Heaters, Catalog 50, is avai 
Wiegand Co., 7600 Thomas Blvd., Pittsbu 
Chromalox units—strips, rings, tubulars 
wide variations in wattage, voltage, and slieath material 
ed, as well as easy selection and application data 


ire list 


1035—Electrical Fittings and Devices. Buchanan Electrical 
Products Corp., 1290 Central Ave., Hillside, N. J., offers a 12- 
page catalog covering solderless connectors, cable and conduit 
ittmgs and wiring devices. It contains complete data on “Splice 
Caps” and “Termend” lugs for wire splicing and terminating, 
box connectors for metallic and non-metallic sheathed cable, bot 
plain and insulated conduit bushings, conduit locknuts, knock- 
out plugs, terminal blocks, attachment plugs, fuse pullers, etc. 
Suitable illustrations, dimensional data, and application instruc- 
tions are included. 


1039—Switches and Guards. Newly released 32-page, two-color 
Catalog No. 49, of the McGill Manufacturing Co., Inc., Val- 
paraiso, Ind., contains complete descriptions of Levgliee switches, 
McGill lamp guards, and McGill electrical specialties. 


1041—Cabinets and Boxes. Thirty pages ot catalog sheets com- 
prise a new catalog available from B & C Metal Stamping Co., 
P. O. Box 56, Station D, Atlanta, Ga. The catalog is divided 
into three sections: products for electrical applications in gen- 
eral, products for the utilities and the R.E.A., and products for 
appliance distributors. 


1045—Electric Connectors. General Electric Co., Schenectady 
5. N. Y., has announced a booklet describing a complete new 
line of solderless electric connectors which accommodates a 
wide range of conductor sizes. The new line is completely il 
lustrated and diagrammed. This booklet is available from the 
Apparatus Dept., General Electric, in Schenectady. 





ELECTRICAL SOUTH, 
806 Peachtree St., NE 
Atlanta 5, Ga. 
Gentlemen: 


Please send me the bulletins and catalogs indicated. 


(Print Plainly) 





Circle numbers below. Bulletins and 


May, 1951 catalogs will be mailed promptly. 





1005 1007 1011 1013 
1023 1031 1035 
1045 1051 1053 
1079 =1081 1085 
1093 1095 1097 
1105 =—s:1107 1109 
1117—s:*d3119 
1129-1131 
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CERTIFIED 
BALLASTS 























Audible “humming” from a fluorescent ballast is highly annoying . . 
people believe this noise is an unavoidable part of fluorescent lighting. 


This is not true. Seldom do you hear a CERTIFIED BALLAST that is properly 
installed in a fixture. It operates efficiently and quietly. 


Freedom from noise is but one advantage of CERTIFIED BALLASTS. You also get... 


@ Maximum light output (poor ballasts may reduce light by 20%) 
@ Full lamp life (poor ballasts may shorten lamp life by ¥%) 
@ Long, trouble-free, dependable service. 


. yet some 


CERTIFIED BALLASTS are made to exacting specifications, then tested and checked 
by Electrical Testing Laboratories, Inc. 


@ Complete information on the types of CERTIFIED 
BALLASTS available from each participating man- 
ufacturer may be obtained from Electrical Testing 
Laboratories, Inc., East End Avenue at 79th Street, 
New York, New York. 





Participation in the CERTIFIED BALLAST program is 
CERTIFIED open to any manufacturer who complies with the require- 
ments of CERTIFIED BALLAST MANUFACTURERS. 


—ERTIFIED BALLAST MANUFACTURERS 


Makers of Certified Ballasts for Fluorescent Lighting 





2116 KEITH BLDG., CLEVELAND 15, OHIO 
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Meet specific pan 


ard 


needs faster with 
interchangeable C2cshmmatics. 


To add individual Pushmatics 

just place unit on mounting \@ 3 
rib and push locking bar 
down. Connect wiring, re- 
store service and Pushmatic 
Electri-Center is ready for 

use! 





Add, remove or interchange any unit any time 


“ee 


for any combination of ratings! 


EVER before has a panelboard offered the flexi- 
bility of BullDog Pushmatic Electri-Centers! 
Pushmatics are the same size, regardless of rat- 
ing or type, and are completely interchangeable. 
Any Pushmatic can be installed at any point on 
the mounting rib. Pushmatics can be added to 
the Electri-Center faster, more economically and 
with less confusion. 


Exclusive push-button 
switching, too! 


PUSH ... it’s on! PUSH... it’s off! 
PUSH ... it’s on again if circuit is 
broken by short or overload. Push- 
matic offers the simplest switching 
available anywhere. No complicated 
resetting to fuss with . . . no fuses to replace. 
And you can meet any load condition with these 
Pushmatics: Standard Thermal MAGNETIC and 
Thermal ULTRA-MAGNETIC, the latter available 
with or without BullDog’s exclusive AMBIENT 
COMPENSATING FEATURES. Ratings of 15, 20, 
30, 40 and 50 amperes, 1 pole, 120 V., or 2 poles, 
120-240 V.. A.C. 
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Now investigate Pushmatic Electri-Centers . . 
the finest panelboards on the market. 


Handsome BullDog Push- 
matic Electri-Centers are 
available from 2 to 42 
circuits. Pictured: 8-cir- 
cuit Service Equipment 
Type. Plenty of wiring 
room even in smallest 
Electri-Centers for easier 
installation. 





BULLDOG ELECTRIC PRODUCTS COMPANY 


DETROIT 32, MICHIGAN © FIELD OFFICES IN ALL PRINCIPAL CITIES 
IN CANADA; BULLDOG ELECTRIC PRODUCTS OF CANADA, LTD., TORONTO 


(8) BuitDoc 


HEADQUARTERS FOR ELECTRICAL DISTRIBUTION 
9 


4 
iy 
: 
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Steel saved civilization at Augsburg 


For 2000 years, the western world 
as survived vast waves of Asiatic invaders who 
eatened to destroy it. Repeatedly, the fate of 
Sivilization and Christianity has seemed to hang 
on the outcome of a single battle. 
*Such a decisive action was fought at Augs- 
burg, South Germany, in 955 A.D. Swarming 
out of Asia, savage Magyars overran the rich 
Danube Valley. They ravaged the prosperous 
nds of Germany, Italy and France. At last, 
der Otto, King of Saxony, the armored Knights 
of Christendom rallied. They faced a hundred 
thousand fierce foes. The battle raged all day. 
Thousands were slain. At last the tide turned 
and the Magyars fled. For three days the Knights 
pursued the scattered enemy, killing or captur- 


ing thousands more. Symbolic of the west’s 
predominance in weapons and armor of iron 
and steel, victory was credited to King Otto's 
iron-tipped Holy Lance. 

Augsburg ended the Magyars’ attempts to 
conquer Europe. They settled down to peaceful 
living in their valley and within 50 years ac- 
cepted Christianity. Again, history demonstrat- 
ed the truism that no people or alliance can 
establish supremacy unless it first predominates 
in the production and use of iron and steel. 

It is reassuring that America produces twice 
as much steel as the rest of the world combined. 
America has the steel to win. We will use 
enough of it to protect our leadership of a free 
Christian world. 


The Youngstown Sheet and Tube Company 
General Offices -- Youngstown 1, Ohio 
Export Offices--500 Fifth Avenue, New York 


MANUFACTURERS OF CARBON ALLOY AND YOLOY STEELS 


jy all its resources to produce more steel, but it needs your help and 
1d ob cohbte poh Zolthabc-vosttt.ba-toleb del-1-far-1 ahd ol-M-1-babt-1-348 olol-t-p lo) (-Meelo) eel =e 
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1051—Air-Cooled Transformer. Bulletin No. 49-ACO is now 
available from Marcus Transformer Co., Inc., 34 Montgomery 
St., Hillside 5, N. J., giving descriptive details on the company’s 
new air-cooled distribution transformer. Designed for indoor 
or outdoor use, the new transformer utilizes heatproof class B 
and C insulation which enables it to withstand overloads and 
eliminates the use of oil or other liquids. 


1053—Bustribution Duct. This 23-page bulletin, No. 462, 
issued by Bulldog Electric Products Co., Box 177, Detroit 32, 
Mich., describes in detail the Bulldog Feeder and Plug-In. 
Bustribution Duct for bus duct electrical distribution. The 
bulletin is profusely illustrated. The many drawings included 
show. details of the duct, the various fittings, and the hangers, 
as well as diagrams of complete systems. 


1071—Plugs and Receptacles. Additional loose-leaf sheets for 
insertion in the Pylet Catalog 1100 are available from the 
Pyle-National Co., Chicago 51, Ill. These pages describe a 
wide range of plugs and receptacles for special purposes. 


1073— Lightning Protection. Complete with graphs, diagrams, 
and illustrations, “Modern Concepts of Lightning Protection for 
Transmission and Distribution Systems,” by H. M. Towne, is 
available from the Apparatus Dept., General Electric Co., 
Schenectady, N. Y. 


1079—Connectors. A 24-page, ae color catalog describing K 
& H solderless Pgs soc and connectors may be obtained 
from Krueger & Hudepohl, 5 East Third St., Cincinnati 2, 
Ohio. A wealth of information, includin specifications, descrip- 
tive material and illustrations are included. 


1081—Busduct Data. Various applications of the FA busauct 
for industrial Ru rposes are illustrated in this at, bulletin 
made available by the Frank Adams Electric Co., St. Louis, Mo 


1085—Lighting Fixtures—Eastern presents their most com- 
plete catalog, 32 pages of engineered lighting data, includin 
variety of fixtures for all ar chitectural, commercial and indus- 
trial applications. Eastern Fixture Co., Inc., 
Boston 20, Mass. 


1087—Connectors and Fittings. The M. & W. Electric Mfg. 
Company, Inc., East Palestine, Ohio, announces a new twenty- 
four page catalog comers, Service Entrance Cable Fittings, 
Ground Clamps, Ground BX and Romex Connectors, 


70 Vernon St., 


Staples, Conduit Fittings, Wireholders, Insulator Supports, Cable 
Racks and Watt-hour Meter Protectors. 


1091—Electrical Wiring Devices. A 76 page catalog, No. 48, 
of electrical wiring devices, covering fluorescent devices, lamp. 
holders, connecting devices, flush plates, flush and surface 
switches, rosettes, cutouts, secondary circuit breakers and inter 
changeable unit devices. Also included are suggested standards 
of adequate residential wiring and electrical symbols. This 
— is available from The Bryant Electric Company, Bridge- 
port 2, Conn. 


1093—Magnetic Motor Starters. new 22 page booklec 
(Catalog No. o6300—AIA file No. 3163) issued by the Monitor 
Controller Company, 51 Hayward Street, Boston, Mass., de- 
scribes in detail the Company's V-type starters and explains the 
aa inherent in the patented Compensated Thermal over- 
‘oad. 


1095—Electrical Specialties. The F. D. Kees Mfg. Company, 
Beatrice, Neb., has available upon request, a 20-page catalog illu- 
strating various t of enclosures and other electrical specialties 
manufactured. is 76-year old firm supplies the better-known 
utilities and PR coy throughout North America. 


1097—Flexible Cords and Cord Sets. A complete 9-page cata- 
log is available ~~ Cornish Wire Company, 15 Park Row, 
New York 7, N. yore data on all standard electric 
awds and stock a sets, including Neoprene-jacketed. Also 
descnptive data on the new UL approved all-Neoprene heater 
cord—“COROPREX”. 


1099—Lighting Fixtures. Fluorescent and incandescent lumi- 
naires for schools, offices, stores and churches are illustrated in 
a series of bulletins issued by Curtis Lighting, Inc., 6134 West 
65th Street, Chicago 38, Ill. The entire series or any indivi- 
dual bulletins may be obtained upon request. 


1103—Electrical Connectors. Burndy Industrial Catalog 52, 
featuring a complete line of general-purpose connectors for in- 
dustrial wiring is available. Complete information concerning 
application, construction features and dimensions of these con 
nectors are included, as well as several pages devoted to engi- 
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neering data. Published by Burndy - Alpin Co., Inc., 107 


Bruckner Blvd., New York 54, N. 


1105—SnapX Connectors. A new folder on SnapX connec- 
tors is now available from Briegel Method Tool Co., Galva, Ill 
Illustrated and explained are the three steps necessary for con- 
necting cables to boxes with this new connector for armored 
and non-metallic cable. 


1107—High Voltage Portable Cables. The various types for 
use from 600 to 15,000 volts are described and illustrated. Cata- 
log listing including weights and outside diameters are given. 
Detailed splicing instructions are included. Copies may be ob- 
tained from Simplex Wire & Cable Co., 79 Sidney Street, 
Cambridge 39, Mass. 


1109—Anchoring and Drilling Devices. An illustrated 32-page 
catalog No. 65, describing more than twenty-five anchoring and 
drilling devices for making fastenings to masonry, is available 
from the Arro Expansion Bolt Company, Marion, Ohio. 


1111—Fluorescent Fixtures. The mae on all fixtures 
built by the Light & Power Utilities Corp., of 1035 Firestone 
Blvd., Memphis, Tenn., are detailed wit dlustrations in the 
newest catalogue issues by this company. The cover of this cata- 
logue has an interesting wood cut called Light through the 
Ages which depicts the advance of lighting from the cave man 
to modern fluorescent lighting. 


1115—Remote-Control Wiring. An eight-page, non-technical 
booklet on remote-control wiring, publication No. 16-330, writ- 
ten expressly for the consumer, is available from the G.-E. Con 
struction Materials Dept., Bridgeport 2, Conn. The booklet.gives 
a picture story on the convenience, safety, and economy of this 
new wiring method. 


1117—Fluorescent Fixtures. The Edwin F. Guth Co., 2615 
Washington Ave., St. Louis 3, Mo., has released a new catalog § 
covering their complete line of commercial and industrial, fluo- 7 
rescent and germicidal lighting equipment. A full range of 7 
fluorescent fixtures is presented in the catalog, No. 47, in a 9 
condensed, easy-to-refer-to form. 


1119—Ventilating Fans. Beautifully illustrated separate cata- 
logue sheets on each of Murray's four home ventilating fans | 
(20” portable, direct-drive window fan; 24” portable, belt-drive 
window fan; 24” to 48” vertical draft, horizontal mount attic 
fan) giving full description, specifications, dimensions and in 
stallation instructions. H. C. Biglin Co., Inc., 177 Harris St., 
1. W., Atlanta, Ga. 


1121—“SPIKE-LITE,” a new product of PERFECT-LIN® 
Manufacturing Corp., Hicksville N. Y., is now available. The 
“SPIKE-LITE,” a weatherproof, adjustable, aluminum lamp 
holder, is ideal for special outdoor lighting for farms, gardens, dis 
plays, billboard, etc. It is complete with stake, asbestos gasket 
and 10 ft. or 25 ft. outdoor cord and plug, and uses PAR 38-150 9 
watt lamp which is not included. 


1125—Paulding Wiring Devices—Lighting Fixtures. New No 
18 Catalog of 40 pages illustrates and describes more than 75 
wiring devices and incandescent lighting fixtures. Furnishes full 
specifications together with shipping information. Invaluable 
to Architects, Engineers, Contractors, Maintenance men and) 
volume purchasers. John I. Paulding, Inc., New Bedford, Mass.7 


1127—Bar-Hangers and Supports. Three time-saving items” 
—adjustable bar-hangers, rigid upright box supports, and rigid 
upright conduit supports—are described and illustrated in Bulle4 
tin No. 3 FL, available from The Fast-Lok Mfg. Co., Ash St 
at Bedford, Bridgeport 5, Conn 





1129—Fluorescent Lighting Fixtures. A complete catalog of 
the Compco fluorescent line is available from Compco Corp., 
2251 W. St. Paul Ave., Chicago 47, Il 


1131—Fluorescent Units for Slimline Lamps. This new, 
illustrated, 20-page bulletin gives complete specifications of 
general purpose, ‘Magna-Flo” lighting systems for 96, 72 and 
48-inch, T12 Slimline lamps. Describes individual units and 
continuous line systems plus accessories. 8%” x 11” page size 
Write Benjamin Electric Mfg. Company, Des Plaines, Illinois 
and ask for bulletin “mf”. 


1133—Vaportight Fixture. New Appleton “V-51” Series Con 
vertible Vaportight Lighting Fixture is fully described and 
illustrated, for pendant, ceiling or bracket mounting, with or 
without. reflectors and guards. Wattages, weights and dimen 
sional data. Bulletin 5-A, 20 pages and cover. Appleton Fle 
tric Company, 1701-59 Wellington Avenue, Chicago 13, Ill 
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EASY TO BURY — just plow a 
trench, lay the cable and fill. 


SAVES MONEY — no conduit, no 
high-maintenance aerial systems. 


LOW In cos 
_ AMERICAN 


OF direc 


@ American Parkway Cable can save a lot of 
money safely compared to conduit or duct in- 
stallations and lead-covered cable. 

Look at the safety story in our Amarine- 
Amerprene construction: Amarine insulation 
meets all heat-resisting requirements of ASTM 
D754. It’s approved by Underwriter’s for moist 
locations without a lead sheath (Type RW). 
You can run at 75°C. to get high current ratings 


AMERICAN 
ELECTRICAL WIRE 
AND CABLE 


*PS Shielding—an original development 
of American Steel & Wire Company. 
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PARKWAY CABLE 


earth burial 


—yet moisture won’t ruin the insulation. 

The Amerprene jacket meets all requirements 
of ASTM D752. Amerprene resists flame and 
will not propagate fire. It resists moisture, sun- 
light, mineral oil, grease — and it meets the 
IPCEA-ASTM ozone resistance requirements. 
Amerprene stands way above cotton coverings 
because it lasts much longer when exposed to 
moisture and oil. And, of course, it’s cheaper 


and easier to handle than lead-sheathed cable. 

Amarine-Amerprene cables can be laid in an 
ordinary plowed furrow or hand-cut trench. 12 
to 18 inches is usually deep enough, because 
these cables are not affected by frost. 

Amarine-Amerprene can be furnished with 
PS Shielding* and ground wires where work- 
man safety and freedom from corona discharge 
are important factors. 


AMERICAN STEEL & WIRE COMPANY, GENERAL OFFICES: CLEVELAND, OHIO 
COLUMBIA STEEL COMPANY, SAN FRANCISCO, PACIFIC COAST DISTRIBUTORS 
TENNESSEE COAL, IRON & RAILROAD COMPANY, BIRMINGHAM, SOUTHERN DISTRIBUTORS 
UNITED STATES STEEL EXPORT COMPANY, NEW YORK 


American Electrical Wire and Cable 


uo WF te 
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You can’t buy 


Better fittings 


or ones that 
cost less 


to use 


O 


Cross Section 
Showing 
Indentetions. 





Quicker to use and neater in appearance, Briegel All-Steel 
Indenter Fittings not only make stronger connections but also 
make each job more profitable to the contractor and satisfactory 
to his customers. 


Two Easy Squeezes and they’re set to stay. It is only natural that 
the Briegel All-Steel Indenter Fittings are the most widely used 
E.M.T. connectors and couplings. Contractors the world over 
recognize their cost cutting qualities and the fact that they make 
each wiring job neater, stronger and better. 


All B-M Fittings Carry the 
Underwriters Seal of Approval 


METHOI) DISTRIBUTED BY 
The M. B. Austin Co., Northbrook, Ill.; Clayton 
TOOL Mark & Co., Evanston, Ill.; Clifton Condvit Co., 
Jersey City, N. J.; General Electric Co., Bridge- 
port, Conn.; The Steelduct Co., Youngst » Ohio; 
C0. Enameled Metals, Pittsburgh, Penn.; Kondu Mfg. 


Co., Ltd., Preston, Ont. 
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Lighting Data 


AND OVER 50 ILLUSTRATIONS SHOWING 
oa 
How Leading Factories 


are obtaining more production . . 


. greater precision .. 


fewer rejects .. . lower accident rates... 
higher employee morale through 


the use of 


the 


12 BASIC BENJAMIN LIGHTING SYSTEMS 
and many other lighting units for 
special applications 


PURPOSE OF THIS GUIDE is to pro- 


vide you with up-to-the-minute infor- 
mation on the elements involved in 
securing better lighting for industrial 
production. \t is designed to show you 
how to analyze lighting problems and 


serve as a guide to their solutions. 


THE GUIDE TELLS YOU HOW Ben- 
jamin Lighting Specifications can be 
applied today... under today’s con- 
ditions .. . to meet today’s production 
problems, today’s need for greater use 
of floor areas and today’s problems of 


installation. 


12 BASIC BENJAMIN LIGHTING 
SYSTEMS and many specialized light- 
ing units to help solve production prob- 
lems, are recommended by Benjamin. 
These Systems are the result of 50 years 
of specialization in the lighting of all 
types of factories, large and small. In- 
cluded are those engaged in the man- 
ufacture of essential goods, such as 
aircraft, guns, ships, tanks, powder, am- 


munition, chemicals, clothing, food, ete. 


IMPORTANT INFORMATION is also 
included, concerning recent Benjamin 
developments which facilitate mainte- 
nance, cul operating costs and provide 
Covered 
the 


sustained lighting efficiency. 


are such advancements as new 
“Magna-Flo” Systems which utilize the 
new Slimline Fluorescent Lamps; 
“Springlox’’ Lampholders, which 
speed up fluorescent lamp mainte- 
nance; and “Turnlox” reflector equip- 
ment, which promotes simplified main- 


tenance of incandescent units. 


THE GUIDE IS WRITTEN for the busy 
industrial executive, engineer, fore- 
man, architect, and all others con- 
cerned with the planning, purchasing 
and installation of industrial lighting 
equipment in plants engaged in essen- 
tial production. For your free copy, 
sent without obligation, write today to 
BENJAMIN ELECTRIC DEPT. 2-1 
DES PLAINES, ILLINOIS. 


MFG. CO., 


BENJAMIN Giiig Egagoment- 


SOLO EXCLUSIVELY THROUGH ELECTRICAL DISTRIBUTORS 


EVERY NEEDED UNIT FOR IMPROVED PLANT LIGHTING 
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This FREE MANUAL brings you up-to-date 
on the use of IMPROVED PLANT LIGHTING 
to SOLVE defense production problems 


eeeeeeeeeeeeeeeeceeeeeeeeeeeeeeeeeeeeeeeeeeeeeee 


SCORES OF QUESTIONS 

LIKE THESE ARE ANSWERED 

IN THIS FREE GUIDE... 

How many can you answer NOW? 


What Defense Production Prob 
lems can be solved with Improved 
Plant Lighting? 

Whet are the 6 steps in the initia 
tion, development and completion 
of a successful planned lighting 
program? 

How to analyze present lighting 
How to determine how much light 
and what kind of light is needed 
How to select the lighting system 
best suited for 
quirement 

How to solve special lighting prob 
lems with spec ial lighting units 
How to secure specifications and 
estimates 

How to appraise lighting equipment 
for plant lighting 

How to determine lighting 
system best answers your needs. 


each lighting re 


NRA nnmwme@mornnwwv 


which 


WW 


Attach this to your letterhead and mail to: 


See ee ee eee ee 


1 Benjamin Electric Mfg. Co., Dept. Z-1 
Des Plaines, Illinois 


| 
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4 | 
§ Please send, without obligation, the § 
f FREE GUIDE to IMPROVED PLANT 
§ LIGHTING, containing up-to-date infor- g 
§ =mation on how to solve defense pro- ‘ 
§ duction problems by the application of r) 
i ' 


latest lighting practices 
68-5483 
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Lowest priced. Ieumedite deliveries 


NO MORE WAITING for factory-assembled distribu- 
tion panelboards! It takes only a few minutes to assemble 
Federal Noark Flexunit Plug-In Distribution Panel- 
boards from your wholesaler’s stock of standard parts. 
You can provide for future circuit expansion . . . and be- 
cause of mass production, Flexunits sell for the lowest 
prices obtainable. 

Five ‘standardized surface cabinets in three sizes of 
mains (200, 400 and 600 amp. ) provide for a maximum of: 
* Twenty-eight 30 amp., 3 pole, or eighteen 60 amp., 

3 pole, or fourteen 100 amp., 3 pole or three 200 amp., 


3 pole, 230v. branches can be combined in one panel- 
board. 

* Other combinations of 30, 60, 100, 200 amp., may 
also be assembled in a Flexunit Plug-In Distribution 
Panelboard. 

* Filler plates to cover unused spaces are available in 
four sizes. 

Order Flexunit Plug-In Distribution Panelboards from 

your Federal Noark wholesaler for fastest service 

and lowest prices. Federal Electric Products Company, 

50 Paris St., Newark 5, New Jersey. 


ASSEMBLE FLEXUNIT DISTRIBUTION PANELBOARDS FROM YOUR WHOLESALER’S STOCK 





Chassis has 3 silver- 


2 Rugged plug-in Fed- 
eral Noark Flexunits are 


3 Snap! . . and Flexunit is 
in place. Secured by screws, 


4 Mounted in this chassis 


| 5 Note ample gutter space 
are 2 plug-in Flexunits. Un- | 


available when chassis is 


complete with fusible pull 
switches. 
me Re L ie 


Complete line of Federal Electric Products includes Motor Controls, Safety Switches, Service Equipment, 
Circuit Breakers, Panelboards, Switchboards, Control Centers, Bus Duct * Sales offices in principal cities. 


Wurdack pull switch units 
ere ready to operate, 


used space can be covered | 


mounted in the box. Com- 
with filler plates. 


ceive plug-in units. plete panelboard above. 
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UNCLE SAM AS A MONEY LENDER 





oder we are not traveling the same 
road to socialism as Britain, our desti- 
nation may be the same. 

Britain’s labor government is openly 
socialistic. So it has proceeded openly in 
the nationalization of such basic industries 
as transportation, coal, gas, electricity and 
steel. If it follows the logical pattern, most 
citizens ultimately will become employees 
of the state; it will differ little from com- 
munism. 

In this country we are more likely to 
get socialism by default—but if present 
trends continue, the results will be the 
same. 

Here, government’s ventures in social- 
ism often are advocated—or defended—as 
emergency measures, or as the necessary 
extension of certain essential services to its 
citizens which private business is either 
unable or unwilling to render. 

But after government gets its big foot 
in the door, it is not likely to be thrown 
out—even after the emergency is over. 

When government started in the elec- 
tric power production business, it was 
under the guise of flood control. But now 
the production of electric power has be- 
come a primary aim—with the result that 
generating capacity of public power agen- 
cies is now equal to 25% of total private 
capacity. 

A convincing example of what is likely to hap- 
pen when government takes over the functions of 
a banker—or a manufacturer or a merchant—is 
found in the sordid record of the Reconstruction 
Finance Corporation, as it has been revealed by 
the Fulbright Committee. 

The RFC was set up in 1932 as a temporary 
emergency organization, limited by law to one 
year’s operation. But it was continued after the 
emergency was over. Its original able manage- 
ment was succeeded by political appointees, Its 
original functions of warding off bankruptcy for 
railroads and financial institutions, during a period 
of financial panic, was broadened to making rou- 
tine loans to business and industry—even such 
businesses as rattlesnake farms and resort hotels. 
Then, as a matter of course, political influence 
came into the picture. 

The story as it was revealed in committee hear- 
ings is now a familiar one: Free vacations for an 
RFC examiner and for influential political figures, 
at a swank resort hotel which obtained a large 
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RFC loan; huge fees for influence in obtaining 
RFC funds; a $9,000 mink coat from a New York 
furrier seeking a loan; RFC officials moving into 
high-salarjed positions with companies bailed out 
by the RFC. 

But, after all, it is not the malodorous record 


of individual RFC transactions which is of im- 
portance, so much as it is the principle involved. 

Why should government be ir the business of 
lending operating capital to business and industry 
generally? Why should it compete in this way with 
banks and other private lending institutions? Why 
is it desirable for government to subsidize or bail 
out businesses which are dangerous credit risks? 

It is the principle involved which prompted 
Jesse Jones, former RFC head, to recommend “a 
decent burial” for the organization. “Government 
lending in competition with private business is not 
a proper function under our private enterprise 
system,” he said. 

Whatever happens to the RFC, Uncle Sam 
should get out of the private banking business. 
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A remote-control master 
switch makes it possible to 
turn out lights that have been 
forgotten. Or lights at distant 
points can be controlled, such 
as outside yard lights, garaze 
lights, chicken-house lights, 
etc. Such a system shou!'d 
have particular advantages jor 


suburban or farm houses. 


What is remote-control wiring? 


This is the first of three articles 
on the application of modern, low-voltage, 


remote-control wiring 


Ly R. E. Smith 


Wiring Device Commerc'al Eng're-r 
Construction Materials Depo r ment 
General Electric Company 


@ THE COMPARATIVELY new re- wiring has homeowners thinking 
mote-control (low-voltage) wir- in terms of convenience and flexi- 
ing system has captured the ima- ble switching of lights and con- 
gination and interest of home- venience outlets in a manner un- 
owners everywhere, and has re- heard of heretofore. 
ceived widespread acceptance, The use of this deluxe system— 
too, by electrical contractors, deluxe in all respects except cost 
builders, and architects. —has received additional impetus 
Homeowners are intrigued by now that the saving of critical 
the conveniences of master metals, especially copper, has be- 
switching and multipoint control come so important. 
that can be obtained for prices Estimates based on wiring for 
within the budget of even modest- the Adequate Wiring Bureau’s 
income groups. average house indicate that this 
Electrical contractors and ar- saving is 20 per cent in copper 
chitects find that remote-control and 34 per cent in steel over the 
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conventional armored-cable sys- 
tem. 

This saving is made without 
any loss in utility, safety, or relia- 
bility. In fact, there are decided 
advantages in the use of the new 
system. 

That builders and electrical 
contractors are taking an active 
interest in this type of wiring is 
reflected in an_ ever-increasing 
sales volume of this material and 
in the size and number of projects 
which are using remote control. 

In recent months, building pro- 
jects of from 75 to 750 homes in 
every price bracket—in every 
section of the country—have used 
this wiring. However, remote con- 
trol is not confined to the residen- 
tial market. 

In the South, particularly, a 
large number of schools have 
been designed to include remote 
control. One architect of Ashe- 
boro, N. C., has specified it re- 
cently for seven schools. 

An interesting and novel ap- 
plication of remote control is 
found in the Columbia Fire Sta- 
tion in Columbia, S. C. Commer- 
cial and industrial uses are exem- 
plified in the Carolina Life Insur- 
ance Company building at Colum- 
bia, and the Springs Cotton Mills 
at Fort Mill, S. C. The Fair Oaks 
School in Henrico County, Va., 
is a good example of the type of 
schools using this system. 


Appeal of remote-control 


The wide appeal of remote con- 
trol is found in (1) its ease and 
convenience of controlling lights 
and appliance outlets; (2) its at- 
tractive, silent switches; (3) tri- 
ple-convenience outlets that may 
be switch-controlled; (4) and its 
added safety factor of low-voltage 
(24 volts). 

Most remote-control installa- 
tions provide for one or more 
master switches. The most popu- 
lar spot in the home for this 
switch is the master bedroom. 

With this switch, the homeown- 
er may turn on outside lights as 
well as lights in the living quar- 
ters if, for instance, he thinks he 
hears a prowler at night. He can 
leave lights on wherever he 
wishes until he gets into bed. 
Then with a flip of the wrist, he 
can be certain that every one of 
these lights is turned off. 
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Remote-control components 


Fig. 1 — Simplified analogy to 

explain how low-voltage remot - 

control system controls 120-volt 
circuits. 




















Fig. 5 Flush-mounted swit-h- 

es are genrally used in new- 

home construction and may b 
obtained in gangs. 





Fig. 2 — Heart of the remote- 

control system is the low-volt- 

age relay which mounts in 
standard 12-inch knockout. 


Fig. 6 — This master control 

switch permits the control of as 

many as nine circuits from a 
single point. 


Fig. 3 — An ordinary low-volt- 

age transformer supplies the 24- 

volt circuits’ that operate the 
remote-control relays. 


= 


Fig. 7 — The remote-control 

circuit wire is small, flexible, 

and lightweight. It is easily in- 
stalled with a stapling gun. 


Fig. 4 — Surface-mounted 

switches are available and may 

prove particularly useful in 
some applications. 
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Fig. 8. — The general principle of connecting remote control circuits is 

illustrated here, where three 120-volt devices or circuits are each controlled 

by two switches. There is practically no limit to the number of switches 
that can be added for the conirol of any circuit. 
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Fig. 9 — This master-selector-switch wiring diagram shows four relays con- 
nected to four outlets and served by four individual local switches. The 
wires from the master switch marked A2, A3, B2, etc., are connected to the 
corresponding points on the local switches. The master switch then can be 
turned so that its contacts will parallel those of the individual switch-point 
selected, and thus permit control of the device indicated by that point. 


From his bedside he can turn 
on the bathroom lights for a 
youngster in the night, or start 
the breakfast coffee in the morn- 
ing before getting out of bed. 


Remote-control wiring is not by any means limited to 
homes — wide application is being found for it in 
commercial buildings and schools. Here are a few re- 


20 


A master switch in the garage 
allows the homeowner to turn out 
forgotten lights inside the house 
when he leaves for the evening. 
On his return, the switch is a con- 


venient way of lighting his path 
before him. Women, particular- 
ly, like the idea of entering a 
lighted home. 

The individual switches are 
small, attractive, and operate 
from the slightest finger-tip pres- 
sure—or even a touch of the el- 
bow when hands are full. These 
switches have the advantage of 
being indicating. The top is al- 
ways “on,” the bottom is always 
“on,” 

There is no need’ to guess, as 
must be done with conventional 
three- and four-way switches. Be- 
cause low voltage is used at the 
control switches, there is no dan- 
ger from shock—even in kitchen 
and bathroom areas. 


How remote control works 


There is nothing mysterious 
about remote-control switching. 
In fact, no new wiring practices 
or techniques are required for its 
installation. 

The low-voltage wiring has 
been designed to be installed as a 
Class 2 Remote Control and Sig- 
nal Circuit, as outlined in Article 
725 of the National Electrical 
Code. 

The 120-volt wiring is installed 
in accordance with long-establish- 
ed practice, except that the switch 
loops are eliminated. 

To understand how the system 
works, imagine the common sin- 
gle-pole flush snap switch with 
the plastic trigger replaced by a 
piece of iron. Above the trigger, 
an electromagnet is mounted. 

Whenever this electromagnet is 
energized, the trigger of the snap 
switch is drawn toward the coil 
and the 120-volt circuit is turned 
on. 

It is only necessary to energize 

(Continued on page 53) 


cently completed installations in the South: a firehouse 
in Columbia, S. C.; a school in Richmond, Va.; and a 
South Carolina home. 
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MAINTENANCE 


| 


Care of electrical equipment 


for use in 


hazardous locations 


All such equipment should be properly installed 


and maintained in order to insure its safe operation . 


@ ImporTANT as it is to give rea- 
sonably good care to all types of 
electrical equipment, it is espe- 
cially necessary that all such 
equipment approved for use in 
hazardous locations be properly 
installed and maintained in order 
to insure its safe operation. 

It is generally recognized that 
continued safety of installations 
of electrical equipment for use in 
Class I and II hazardous locations 
(see note 1 below), as defined by 
the National Electrical Code, will 
depend upon proper maintenance. 

This is emphasized in the Na- 
tional Electrical Code, Article 
500, paragraph 5002, quoted in the 
following “Special Precaution. 
The intent of this article is to re- 
quire a form of construction of 
equipment, and of installation 
that will insure safe performance 
under conditions of proper use 
and maintenance. 

“It, therefore, is assumed that 
inspection authorities and users 
will exercise more than ordinary 
care with regard to installation 
and maintenance.” 

Maintenance of electrical equip- 
ment should be conducted by per- 
sonnel familiar with the function 
and purpose of the equipment, 
and the hazards involved. 

Some important features of 
maintenance having general ap- 
plication to electrical equipment 
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for use in hazardous locations are 
discussed below, and, in addition, 
it is also essential to adhere to 
the advice of manufacturers with 
respect to maintenance or servic- 
ing of specific equipment. 

Disconnect equipment from 
supply lines: Electrical equip- 
ment should be disconnected from 
the supplying circuits before dis- 
assembling, including partial dis- 
assembling of lighting fixtures or 
units for relamping, and should 
be tightly reassembled before 
connecting circuits. 

Machined metal surfaces and 
holding bolts: Machined metal 
surfaces forming joints in casings 
or housings of electrical equip- 
ment should be protected from 
mechanical injury and kept clean. 

In disassembling or assembling 
the equipment, hammers or pry- 
ing tools should not be used 
where they come in contact with 
the machined surfaces of joints. 

Before assembling, remove all 
old grease, dirt, paint, or other 


Note 1: See Underwriters’ Labora- 
tories, Inc.’s, Data Cards E 32, UL27a, 
and UL27b, titled “Electrical Equip- 
ment for Use in Hazardous Locations.” 


Note 2: See Underwriters’ Labora- 
tories, Inc.’s, Data Card E 32, UL116, 
titled “Explosion-Proof Equipment— 
Effect of Grease on Joints.” 


foreign material on surfaces form- 
ing joints. A thin coating of new 
grease of a type recommended by 
the manufacturer of the equip- 
ment should be applied to joint 
surfaces, (see note 2 below), par- 
ticularly in the case of threaded 
joints between aluminum sections. 

Holding bolts of enclosing 
cases, and threaded parts, must 
be screwed tight. 

Do. not make additional open- 
ings: Safety of use in hazardous 
locations will be endangered 
should openings or other altera- 
tions be made in the devices. 

Rotating shafts should turn 
freely, but clearances at shaft 
openings should never be increas- 
ed to accomplish this. Manufac- 
turer’s advice with respect to lub- 
rication and other servicing of 
bearings should be followed. 

Overload protection: Protection 
against explosions in hazardous 
locations requires that all electri- 
cal equipment exposed to the haz- 
ardous atmospheres be of a type 
suitable and safe for installations 
in such locations. Equipment 
should be installed in circuits with 
overload and short-circuit protec- 
tion for established ratings. 

When these protective devices 
open the circuits, investigation 
should be made to determine the 
cause, and the circuits should not 

(Continued on page 56) 
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DISTRIBUTION 


Electrical flexibility 


Electrical distribution in modern Esso office building 


features plug-in busway for lighting circuits; 460-volt 


power distribution; dry-type transformers 


@ Tue morro of the designers of 
the new six-story office building 
at the Baton Rouge refinery of 
Esso Standard Oil Company, com- 
pleted recently, might well have 
been: “New Solutions for Old 
Problems.” 

For in appearance, structure, 
layout, mechanical systems, and 
many other aspects, this Louis- 
iana office building differs sub- 
stantially from its predecessors, 
and in addition was built well 
within the budget. 

A combination of owner re- 
quirements and ingenuity in their 
solution accounts for the build- 
ing’s distinctiveness. Foremost in 
determining the design was the 
owner’s need for efficient, flexible 
space. 

The plan for achieving flexibil- 
ity was based on complete stand- 
ardization of interior space—a 
uniform 4-foot module of air con- 
ditioning grilles with the same 
4-foot module for the continuous 
strip windows. 

The simple rectangular build- 
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ing is constructed of lightweight 
steel in such a way that there is 
no interference in the offices from 
projecting exterior wall columns, 
as the exterior walls are held by 
channels concealed in the 
dow mullions. 


win- 


Office dimensions 


A standard private-office depth 
of 15 feet was set up, based on 
economy of space and efficient 
desk arrangement. The 4-foot 
window module permitted office 
widths in multiples of 4 feet. 

Thus a typical small office 
would be 8 x 15, a department 
head’s office 12 x 15, and a divi- 
sion head’s 15 x 16. 

The continuous windows meant 
that partitions could be placed 
anywhere along the 4-foot module 
and the office would still receive 
maximum light. Air conditioning 
ducts were standardized in the 
same way. 

Overhead fluorescent lighting 
is taken off a continuous bus-duct 
system from which, in a few mo- 


ments, fixtures may be removed, 
changed in location, or increased 
in number. 

The cellular steel floor solved 
the problem of easily changeable 
wiring for telephones, business 
machines, and desk illumination. 

The lighting system of the of- 
fice building, like the air condi- 
tioning, had to conform to the 4- 
foot module. Two things made 
the problem difficult: 

(1.) A standard 4-foot fluore- 
scent fixture could not be fitted 
into the module scheme because 
no space would be left for parti- 
tions; 

(2.) Smaller spaces required 
lighting of higher intensity than 
larger spaces because of light ab- 
sorbed by walls. 


Lighting flexibility 


Since the principal design fea- 
ture of the building was flexi- 
bility in layout, a method of light- 
ing had to be designed by Guy B. 
Panero, Engineers, which would 
serve small or large spaces equal- 


ELECTRICAL SOUTH for MAY, 1951 





Three-feet-wide concrete sunshades 

overhanging each tier of windows 

eliminate a great deal of the ex- 

treme Louisiana solar heat and 

lessen the burden placed on the 
air conditioning plant. 


ly well. The following compari- 
son points up the problem: 

A room measuring 8 by 15 feet 
would require two 4-lamp fix- 
tures, or a total of eight tubes; a 
room measuring 16 by 15 feet 
would require six 2-lamp fixtures, 
or a total of 12 tubes. 


Plug-in busways 


A form of plug-in busway was 
the only system sufficiently flexi- 
ble to meet the changing needs. It 
allowed the movement or increase 
of fixtures as needed without wir- 
ing changes. 

The fixtures merely have to be 
attached to the continuous plug- 
in busway by simple hooks, and 
the electrical connection is ef- 
fected by a “twist-out” plug. 

The busways run along the fin- 
ished plaster and are generally re- 
cessed in the acoustical ceiling. 
They are spaced on 7-foot centers 
and run the length of the build- 
ing. 

On a typical floor each side sec- 
tion will have two busways, each 





middle section three, and each? 
corridor one. : 


Lighting fixture controls 


Since individual control off 
lighting fixtures was not neces- 
sary, the lights are controlled 
from . push-button stations near 
panel boxes in the corridor, and 
the entire group is turned on at 
the start of the working day and 
remains on until everyone has 
left. 

The corridor and utility lights 
are controlled from a push-button 
station near a panel box within a 
locked closet. 

Determining the necessity of 
individual control was a question 

(Continued on page 60) 





The well-lighted lobby of the build- 
ing is a fitting introduction to the 
employee or visitor. 


ELECTRICAL SOUTH for MAY, 1951 23 








SERVICE 


How flat inspection fees. 


doubled repair volume 


| . . . . . 
“Old houses have tremendous potential in wiring repairs 


and modernization jobs for the contractor” 


by S. W. Ellis 


@ A contTRAcToR who has become 
convinced, in 30 years of experi- 
ence, that “there’s a good living 
in electrical repairs,” currently 
uses a promoted inspection fee 
that has doubled repair volume. 

He is Joseph A. Mano, owner 
and manager of the Jolen Electric 
Company, Pyramid Building, Lit- 
tle Rock, Ark. 

For an electrical inspection fee 
of $6.75, advertised weekly in 
newspapers, the inspection crew 
renders the following services: 

Check meter loops for loose 
connections. See that everything 
is in good order at the point 
where the power company’s wires 
tie in with the contractor’s wires. 

Check fuses, making sure no 
pennies have been used or fuses 
cut in order to pass the current 
through without obstruction. 

Go to the attic, especially in old 
houses, and check wiring of the 
knob-and-tube system. Where ne- 
cessary, knob up wires and put 


(Top) The inspection crew of Jolen Electric Co., Little Rock, 
Ark., thoroughly checks wiring in old houses for a flat fee 
of $6.75. This electrician is installing new meter loops on a 
wiring modernization job, which resulted from such an inspec- 
tion. (Bottom) “This ceiling fixture in your living room is old- 
fashioned,” says the electrician who had given a customer a 
flat-fee inspection. Rewiring for side lighting resulted. 
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in new supports, for which an 
extra charge is made. 

Install new tubes and loom 
where required. Check fixtures 
for bad wiring. 

On new systems, where armor- 
ed cable is used, check to see if 
the system is properly grounded. 
If any damage has been done to 
the cable, repair it. 

Check transformers and door 
chimes. Check for an overload- 
ed system, and for anything 
wrong in the wiring system. 

“We often run into needed re- 
pairs not included in the flat in- 
spection fee of $6.75, especially 
in old houses,” said Mr. Mano. 

“The inspection fee covers only 
inspection and minor repairs. We 
tell the customer in advance 
about this, and either get his okay 
to go ahead with what repairs we 
find necessary, or check with him 
again before proceeding.” 


Double payoff 


The inspection, which takes 
about two hours, does not yield 
much profit. Often, in large 
houses, no profit is made. 

“The inspection fee is a promo- 
tional activity,” said the owner. 
“It has a double payoff. First, we 
seldom inspect an old house with- 
out finding that repairs are need- 
ed. 

“Again, the name of every cus- 
tomer and his telephone number 
is added to our card system, to be 
used for future volume-building.” 

Old houses are a_ lucrative 
source of wiring repairs and mod- 
ernization for this alert dealer, 
who goes after the business in 
several different ways. 

The weekly newspaper adver- 
tisements, seldom larger than 3 
inches over two columns, make 
home owners conscious of safety 
in wiring. 

After an electrical storm, peo- 
ple are warned that often a flash 
of lightning runs into an improp- 
erly protected house without de- 
tection. An inspection will there- 
fore spot trouble before it oc- 
curs. 

The advertisements devoted to 
the inspection service also pro- 
mote extra wall outlets, needed in 
practically every old home. 

The owner and his electricians 
keep on the lookout for work be- 
ing done to old houses. If an old 
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(Top) Joseph A. Mano, owner and manager of Jolen Electric, has initiated 

several novel schemes at his company. One is a card index of 500 names, 

consisting of customers who have had Jolen wiring inspections. The index 

provides names for personal solicitation and direct-mail advertising. (Center 

and Bottom) Mr. Mano has found that nailing the Jolen sign on a tree, 
a little above eye-level, arouses neighbor-interest in wiring inspection. 


house is being repaired or paint- 
ed, the electrician stops to ask 
about giving a wiring inspection 
at the flat fee of $6.75. The serv- 
ice, gladly accepted by many, 
often results in a profitable wiring 
modernization job. 

An example is a current job be- 
ing done on an old house. After 
the electricians finished the in- 


spection, which turned up several 
badly needed repairs, the old- 
fashioned ceiling fixtures were 
pointed out. 

“We can take down your old- 
style fixture and install wall out- 
lets for the newest thing in in- 
terior decoration — plenty of 
lamps.” 

(Continued on page 56) 








LIGHTING 


@ THE New office building of the 
Georgia Power and Light Com- 
pany, Valdosta, Ga., has just been 
completed. This building will be 
a workshop for lighting, with 
every office and section of the 
building utilizing a different style 
of fixture, louver, or lens. 

(The pictorial view of the build- 
ing’s interior, shown on these two 
pages, does not include several 
other offices which are also 
worthy of mention: 

President J. W. Lastinger’s of- 
fice is lighted with Pittsburgh 
three-lamp, 8-foot troffers in 
square with A. F. 205 incande- 
scent spots at each corner, emit- 
ting 90 foot-candles. 

Vice-president C. W. Warner’s (Top) Outside —_ —— ae Pag a = caress — 

j j j j re i window. ottom liew of the lobby and collection counter. Pitts- 
precy. seacouhingterveteiges hava aeaions. Guth Sie 9h troffers were used in the lobby, ane Gath 

° three-lamp troffers over the ecashier’s desk. Spear Swivel units were used 
foot troffers with curved Holo- rit Bae for color or display lighting. 
hane lens, giving off 90 foot- 
andles. 

The office of the residential rep- 
esentative and home service ad- 

iser contains three rows of two 
ree-lamp Leader troffers with 
urved Holophane lens, and six 
ader end ‘incandescent and 
ree center incandescent fix- 


eae = =< Workshop for lighting 


Every office and section has a different style of fixture, louver, or lens 








The commercial sales engineer's 
office is equipped with 19 8-foot 
and 19 4-foot slimline lamps on 
8-inch centers. The ceiling is 
Sylvania’s aluminum grid ceiling. 
This lighting is controlled by three 
switches building up over 200 foot- 
candles. All lighting and wiring de- 
signs were prepared by W. H. Sad- 
ler, commercial sales engineer for 
the company. Architect for the 
building was Lloyd Greer, of Val- 
dosta. 
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(Above, left) The home service 
center illustrates Art Metal recessed 
300-watt units with valance light- 
ing over the windows. Stage light- 
ing builds up to 80 foot-candies, 
while the auditorium has 20 foot- 
eandles. (Right) The division of- 
fice shows the bookkeeping area 
lighted to 100 foot-candles by Guth 
four-lamp units. On the left is the 
inside view of the drive-in collec- 
tion window. Here Guth three-lamp 
troffers with plastic Globliter panels 
are used. The center office is the 
assistant division manager’s office, 
lighted with Daybrite three-lamp 
troffers equipped with Holophane 
Controlens. The right office is that 
of the president’s secretary, and 
here are seen Guth three-lamp 
troffers with curved Corning lens. 
Each office has approximately 90 
foot-candles. 





(Right, top) This view is the en- 
gineering department, lighted with 
Daybrite Plexiline four-lamp 8-foot 
and 4-foot slimline units with in- 
tensities of 175 foot-candles. (Bot- 
tém) The commercial § kitchen 
shows the Hotpoint counter ap- 
pliances and heavy-duty range. 
Lighting is furnished by Guth 
Futurlite two-lamp fixturcs. 
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| CODE DISCUSSION 


Wiring Design for Motor Circuit 





By B. Z. Segall 


Vice-Pres., Best Electric Co. 
New Orleans, La. 


@ Tuis is the third of a series of articles on wiring 
design for motor circuits. The articles are based on 
information contained in “Electrical Code Diagrams 
—Book 4,” written and published by B. Z. Segall, 
2801 Joseph St., New Orleans, La. Further infor- 
mation about the complete series of Electrical Code 
Diagram Books may be obtained by writing directly 
to Mr. Segall. 

To obtain maximum benefit from the articles, the 
reader should first study the Code section under 
discussion. For convenience, the Code sections are 
reproduced with each related discussion. The read- 
Fer will find it helpful, however, to have a copy of the 
Code at hand in order to study other Code refer- 
ences, Tables, and Examples, that may be referred 
© in the articles. 


onductors Supplying 
everal Motors 


Code Text - 


4314. Conductors Supplying Several Mctors, Con- 
ductors supplying two or mose motors shall have a 
current-carrying capacity of not less than 125 per 
cent of the full-load current rating of the highest rated 
motor in the group plus the sum of the full-load cur- 
rent ratings of the remainder of the motors in the 
group. 



































eee 


Fig. 5. A typical example showing how to determine 

size of conductors serving several motors is given 

here. See text of article for complete discussion and 
calculations. 
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The diagram shown in Figure 5 provides an actual 
example showing proper Code method of determin- 
ing conductors for circuits supplying several motors. 
In the diagram it is assumed that all motors are 
across-the-line start, 3-phase, 220 volt induction 
motors, and that all conductors are to be type RH. 

The small letters (a), (b), (c), and (d) in the dia- 
gram indicate the place in the Code where the per- 
tinent information is to be found. These are as 
follows: 

(a) Table 24. 

(b) Table 20 Column 3 corresponding to full load 
currents of (a). 

(c) Table 1 Column 3. 

(d) The largest Type RH wire in Table 1 has a 
capacity of 665 amperes. This main feeder may be 
designed as one conduit line with 6 cables or two 
conduit lines with 3 cables each. 


Single Conduit Line 


Two cables per phase must have minimum capa- 
city of 1134 amps. Each cable, therefore, must carry 
1134/2 = 567 amps. 

If more than three cables are in a conduit each 
cable must be reduced in carrying capacity to 80% 
of value shown in Table 1. (See Note A at end 
of Table 1). Each cable capacity 567/.8 710 
amperes. This is still beyond capacity of largest 
cable, therefore 9 cables must be used or 3 per 
phase. Each cable capacity 1134/3 378 amps. 
For more than 6 cables in a conduit the carrying 
capacity must be further reduced to 70%. Each 
cable capacity 378/.7 540 amps. 

Therefore, nine 1000 mcm conductors would be 
required. This is beyond capacity of largest con- 
duit available. Table 4 shows that the maximum 
capacity of a 6” conduit is 6/1000 mcm. The use 
of multiple cables in one conduit is, therefore, not 
permissible if Type RH wire is to be installed. 


Two Conduit Lines 


As shown above each cable for two conduit lines 
having 3 cables in each conduit, must have a min- 
imum capacity of 567 amperes. Three 1250 mcm 
may be used. Therefore, two conduit lines of 3/1250 
mem in 4%” conduit would be satisfactory. 
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Combination Load 


Code Text 


4315. Combination Load. Conductors supplying a 
motor load, and in addition a lighting or appliance 
load as computed from Article 220 and other appli- 
cable sections, shall have a current-carrying capacity 
sufficient for the lighting or appliance load plus the 
required capacity for the motor load determined in 
accordance with section 4314, or, for a single motor, 
in accordance with section 4312, 





- 1.25% 27 = 34 amps 
15 amps 

100 amps 

sances 100 amps 

34 amps - - 
15 amps 3/250 mcm ——— 249 amps 


<) ——_———. 49 amps 





3/000 (c) 





lighting 











Fig. 6. This diagram illustrates method of determin- 
ing conductor size for circuits supplying mixed 
loads of motors, lighting, and appliances. 


The method of determining sizes of conductors 
supplying combination loads is indicated in Figure 
6. The small letters (a), (b), and (c) in the diagram 
indicate the place in the Code where the pertinent 
information is to be found. These are as follows: 

(a) Table 24. 

(b) Table 20 Column 3 (Type RH) correspond- 
ing to full load currents ratings in (a). 

(c) Table 1 Column 3 (Type RH) corresponding 
to 100 amperes of load to be carried. 


Demand Factor 
Code Text 


4316. Demand-Factor. Where a reduced heating 
of the conductors results from motors operating on 
duty-cycle, intermittently, or from all motors not 
operating at one time, the authority enforcing this 
code may grant permission for feeder conductors to 
be of a capacity less than specified in the sections 4314 
and 4315, provided the conductor is of sufficient carry- 
ing capacity for the maximum load determined by 
the sizes and number of motors supplied and the 
character of their loads and duties. 


The application of demand factors to feeder de- 
signs or other related problems requires very care- 
ful consideration backed by much experience and 
exercise of mature judgment. Very often smaller 
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feeders may be used at definite savings in the sys- 
tem’s first cost without sacrificing any efficiency 
of the plant’s operation. 

The use of a demand factor is based on the fact 
that in every plant operation there may be some 
diversity in equipment use. Thus an air condition- 
ing system may be considered as the least diversified 
type of load. There will be times when some of the 
motors of this type of a system will not be operating, 
but as a rule all motors will be used simultaneously 
and in some cases the motors may be overloaded for 
short periods of time. 

At the other end of the scale there is the type of 
operation requiring welding machines. As a rule 
it will be found that the over-all demand for such a 
plant will vary from 30% to 50% of the total con- 
nected load. For example assume a plant with 100 
motor generator arc welders being driven by 20 HP, 
3-phase, 220 volt motors. The total connected load 
is 100 X 20 2000 HP. The input for a 20 HP 
motor at full load will average about 52 amps. 
(Table 24). The total kva input, therefore, for the 
100 motors will be approximately 1.73 < 52 * 220 
x 100/1000 = 1981 kva. It will be found that a de- 
mand metering device such as indicated in Figure 
7 will show that the maximum demand, averaged 
over a 15-minute period, for example, will be appro- 
ximately 650 to 1000 kva. If metering is done on a 
kw basis it may be even lower. 

The demand metering device shown in the dia- 
gram may be a most valuable aid in designing feed- ! 
ers for additional capacity to be added to existing © 
systems. Originally the wiring may have been sized 7 
on the basis of connected load in accordance with / 
minimum code requirements. Actual operation may ™ 
have been, however, quite diversified. At a future? 
date more motors or lights or other equipment may” 
be required. An intelligent analysis to the inspec-7 
tion authorities will many times result in the addi-7 
tion of the extra load without any increase in service’ 
facilities or feeder capacity. : 





. 7. Demand factor has an important bearing on 
selection of conductor size where several motors 
served by a single feeder and all motors are 

not operating at the same time. 
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DISTRIBUTION 


Determining distribution loads 


An e¢onomical method of determining loads 


for planning purposes on small- and medium-size systems 


by R. T. Garlington 


Distribution Engineer 
Alabama Power Company 
Birmingham. Ala. 





This article is adapted from a dis- 
cussion prepared by Mr. Garlington 
for the recent meeting of the Engi- 
neering and Operations Section of 
the Southeastern Electric Exchange. 
in St. Petersburg, Fla. 
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'@ Our company, and probably 
yours, has been confronted with 
the problem of meeting the ab- 
riormal demands for electric pow- 
er that have materialized since 
the end of World War II. These 
abnormal increases in load are 
due in part to the restrictions 
that were in effect during the 
war years, the greater utilization 
of electrical appliances, and the 
increase in the number of cus- 
tomers due to the migration of 
population to urban areas. 

The problem was made more 
difficult right after the war due 
to the scarcity of trained engi- 
neers and also due to the short- 
ages of material, testing equip- 
ment, and trained crews that ex- 
isted at that time. 

Regardless of these problems, 
the new loads had to be served as 
rapidly as possible and systems 
had to be strengthened to take 
care of the higher demands. In 
doing this it was desired that 
any strengthening done would 
not only take care of the immedi- 
ate needs but would fit in with 
an ultimate plan for the system. 
To formulate such plans it was 
necessary to determine the mag- 
nitude and location of existing 
loads on the numerous urban sys- 
tems, most of which were medi- 
um or small in size. 

Due to lack of time, personnel, 
and testing equipment right after 


the war, it was not practical to 
use the conventional method of 
making actual load tests on main 
feeders and taps during the an 
nual peak, so it was decided to 
try a scheme which had been - 
used to a small extent before the 
war. Our experience to date! 
leads us to believe that it is suf- 
ficiently accurate for strengthen- 
ing and planning purposes and 
has the advantage of being a lot 
faster and much more economical 
than the conventional actual load 
test method. 


Basis of the scheme 


This scheme is based primarily 
on an assumption that all trans- 
formers on the system are equal- 
ly loaded, percentage-wise, at the 
time that the annual substation 
peak demand is established. 
While we all know that the load 
varies with individual transform- 
ers, we have found that, due to 
the law of averages, this assump- 
tion is reasonable, since we are in- 
terested in the load on taps, 
branches, and main feeders rather 
than on the individual transform- 
ers. 


The plan followed is to secure 
an up-to-date primary map, to 
scale, of the system showing the 
transformer locations and sizes, 
wire sizes, number of phase wires, 
and name and location of all pri- 
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mary metered customers. The 
last substation annual kw peak, 
and the month in which it oc- 
curred, is determined from the 
meter records. Also, with the 
names of the primary metered 
customers, their demand during 
the substation annual peak load 
month can also be determined 
from the meter records. 

With this factual data, we then 
start at the ends of the system 
and determine the total trans- 
former connected kva of taps, 
feeders, mains, and the entire 
system. The demands establish- 
ed by the primary metered cus- 
tomers during the peak month 
are treated the same as trans 
former connected kva and added 
into the total at the point of their 
actual location on the system. 

After the total transformer 
connected kva on the system has 
been determined, a ratio between 
the annual substation peak de- 
mand in kw and the total trans- 
former connected kva is secured. 
For example, if the peak substa- 
tion demand is 1,000 kw and the 


total transformer connected kva 
is 1,430, then the ratio is .7. 

This ratio is then applied to the 
transformer connected kva at the 
various choke points along the 
main feeder and at the beginning 
of each tap, which results in the 
theoretical load in kw at these 
points on the system at the time 
of the annual substation. peak. 


Typical example 


The method probably can best 
be illustrated by an example and 
for this we have taken a town of 
about 10,000 population. These 
data are from an actual study 
made in 1949 and this particular 
town was selected because in a 
previous study it was found to 
be one of the most typical towns 
on the system with respect to 
the amount of residential, com- 
mercial, and industrial load serv- 
ed. 

The town’s distribution was 
served from a central point by a 
battery of two 1,875 kva, 44-4 kv 
unit type substations. One unit 
served generally the distribution 


system in the northern and eas- 
tern sections of town, while the 
other unit served the distribution 
system in the southern and wes- 
tern sections of town. 

The first step in the study was 
to tabulate the demands on the 
substation and the amount of 
energy supplied by each during 
the three previous years. This 
information was secured from the 
Meter Department records. It 
will be noted that the highest to- 
tal demand, 4,200 kw, occurred 
during January of 1948. How- 
ever, the demand on substation 
unit No. 1 was_ considerably 
higher than at any other time 
during 1947 or 1948 but the 
kilowatt-hours supplied appeared 
to be in line with that of other 
months. Therefore, it was doubt- 
ful if the high demand should be 
considered as being caused by 
normal load but was _ probably 
due to switching or some other 
abnormal condition, and the sys- 
tem peak for this month was not 
considered in the study. The next 

(Continued on page 52) 
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This chart shows the data compiled 


community. The method described enables the distribution 


for a typical small engineers to estimate distribution loads with a degree of 
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accuracy that is sufficient for planning purposes. 
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INDUSTRY NEWS 


Timely items relating to contractors, light 


and power companies, electrical wholesalers, 


electrical manufacturers and 


NAED convention 
stresses preparedness 


@ THE INTEGRATION and opera- 
tion of the electrical distributor in 
the preparedness program will be 
the theme of the 43rd annual con- 
vention of the National Associa- 
tion of Electrical Distributors, ac- 
cording to an announcement by 
Charles G. Pyle, executive di- 
rector of NAED. 

The convention, which opens on 
May 21 at Atlantic City and ends 
May 25, will be held in the Am- 
bassador and Chelsea Hotels, with 
meetings in the Westminster Hall 
of the Chelsea. 

In making the announcement, 

Mr. Pyle stated that with the 
tremendous interest in govern- 
ment regulations affecting distri- 
‘butor operations, this year’s con- 
vention will probably draw a rec- 
cord attendance of more than 2,- 
200. 
__ Prominent executives from in- 
dustry, officials from NPA, OPS, 
and other government agencies 
will participate in a program de- 
igned to guide the course of the 
lectrical distributor in the pre- 
aredness economy. 





Sales tax changes 
affect contractors 


@ A ruLinc handed down by 
Georgia’s Attorney General will 
exempt electrical contractors, 
along with other contractors, from 
collecting the recently imposed 
Georgia Sales Tax on materials 
used by contractors. 

Heretofore, contractors have 
been registered as dealers and 
were responsible for collecting 
and paying the tax on the mate- 
rials used. The tax did not apply 
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their agents. 


; to the labor and overhead costs 
of contracted installations. 

Under the new plan, contrac- 
tors will pay the tax on materials 
to the wholesaler at the time they 
are purchased, and the wholesal- 
ers or other suppliers will remit 
the tax to the state revenue de- 

*‘ partment. 

The ultimate customer will still 

find the tax in his final bill since 

- the-eost of the materials used will 
be increased by the amount of the 
tax. 


Higher voltages for 
REA lines approved 


@ BECAUSE FARMERS are using 
more power than was expected, 
the Rural Electrification Admin- 
istration has approved new stand- 
ard specifications to provide hea- 
vier lines, the U. S. Department 
of Agriculture has announced. 


The new specifications call for 
voltages double those of present 
standard lines. The former volt- 
ages will continue to be used in 
many cases; the new specifica- 
tions are in addition to and do 
not supplant those now in use. 

With the great demand for elec- 
tricity for food production in con- 
nection with the national mobili- 
zation, higher average usages ap- 
pear probable in the immediate 
future. 

In order to meet the conditions 
of heavily loaded lines and long 
distances required for distribu- 
tion in some areas, REA has 
adopted 14.4 kv as a standard 
single-phase distribution voltage 
in addition to the standard 7.2 kv. 


North Carolina LAEI 


group holds meeting 


@ THe North Carolina chapter 
of the International Association of 
Electrical Inspectors held its an- 
nual meeting April 24-25 at the 
Carolina Hotel in Raleigh. 

The meeting was held in co-op- 
eration with the North Carolina 
Insurance Department and the 
North Carolina Board of Exami- 
ners of Electrical Contractors as a 
part of their program for elevat- 
ing the standards and practices of 
electrical installations in the state. 

Participants in the Tuesday 
program included N. E. Cannady, 
state electrical engineer and in- 
spector; M. M. Brandon, vice- 
president, Underwriters’ Labora- 
tories, Inc., New York, N. Y.; 
Howard H. Weber, general sales 


McManus named president of Exchange 


Cc. B. McManus has been elected president of the Southeastern 
Electric Exchange for the administrative year beginning July 1, 
1951. Mr. McManus is president of The Southern Company and 
chairman of the Executive Committee, Georgia Power Co. At present 
he is on leave of absence from the company and is serving in 
Washington, D. C., as administrator of the Defense Electric Power 
Administration. 

Other officers of the Exchange elected at its annual conference 
in Boca Raton, Fla., recently, include: first vice-president, H. C. 
Leonard, vice-president of Gulf States Utilities Co., Baton Rouge, 
La; second vice-president, M. C. Funk, general manager of Appa- 
lachian Electric Power Co., Roanoke, Va.; and third vice-president, 
L. C. McClurkin, president, Savannah Electric and Power Co., 
Savannah, Ga. John W. Lastinger, president, Georgia Power and 
Light Co., Valdosta, was elected to the board of directors to fill 
the vacancy caused by the resignation of J. F. Bailey. 
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Remove fumes, heat, dust with ILG units 


Employers know that when there is proper and adequate venti- 
lation, employees are more comfortable and thus more efficient. 
ILG blowers and fans—distributed by Graybar—are the best- 
designed, best-built units you can provide. All ILG equipment 
is built on the “exhaust” principle and is designed to provide 
complete and frequent air change. For each of your customers’ 
ventilating needs, there’s a standard unit that’s “made for 
the job.” 


HEATING, DRYING UNITS AND ACCESSORIES 


Graybar not only has the proper equipment for ventilating any 
room—or an entire plant—but also has unit heaters for space 
heating or drying . . . plus all the accessories you need, includ- 
ing controls and wiring supplies. Graybar will also help you 
and your customer determine the best ventilating system for 
any set of conditions. Simply call our nearest office and ask for 
a free survey. 


\ Y H VJ i y , ‘ ; ai 
Convenient source for everything electrical 
Graybar distributes more than 100,000 electrical items for wir- 
ing, lighting, communication, power, and all your other elec- 


trical needs. Graybar Specialists are on call to help solve 
difficult problems. 


Avoid delays—plan ahead with Graybar 


Job delays due to unexpected shortages of electrical supplies 
are both annoying and costly. That's why you'll find it profit- 
able to plan ahead with the assistance of your local 
Graybar Representative. He not only can furnish accurate 
catalog information and quotations on any electrical 
items—you can rely on him also to work out and 

stick to practical delivery schedules, subject to de- 

fense priorities and regulations. Graybar Electric 
Company, Inc. Executive offices: Graybar Building, 

New York 17, N. Y. 146- 75 


in OVER 100 PRINCHPAL CITIES 





manager, wire and cable depart- 
ment, United States Rubber Co., 
New York, N. Y.; T. B. Smiley, 
residential and rural sales man- 
ager, Carolina Power & Light Co., 
Raleigh, N. C.; C. S. Whitaker, 
secretary-treasurer, North Caro- 
lina chapter, IAEI, and city elec- 
trician, Durham, N. C.; E. G. 
Romeiser, Briegel Method Tool 
Co., Union City, Ind.; and L. M. 
Keever, electrical engineer, State 
Utilities Commission, Raleigh, N. 
; 


Wednesday’s program included 
such industry leaders as Roy A. 
Palmer, Duke Power Co., Char- 
lotte, N. C.; Fred Long, electrical 
contractor, Roxboro, N. C.; and 
E. C. Peele, secretary-treasurer, 
North Carolina Electrical Con- 
tractors’ Association, Burlington, 


N. C. 


News briefs on 
government orders 


@ SOME ELECTRICAL contractors 
have not realized that they are af- 
fected to a considerable extent by 
NPA order M-12 which restricts 
the use of copper. 

The Copper Division of NPA 
has indicated that an electrical 
contractor who is awarded a con- 
tract for wiring, whether it be for 
one house or a large building such 
as a school, hospital, etc., is the 
user of copper under the M-12 
order. 

Under this order an electrical 
contractor’s use of copper during 
the second quarter of 1951 is re- 
stricted to 75 per cent of his aver- 
age quarterly usage of copper in 
ithe first half of 1950. 

In addition to the over-all re- 





ELECTRICAL HEAT — When Electromode’s president, C. 


ANNUAL DAY-BRITE SOUTHERN CONFERENCE — Southern represen- 
tatives of Day-Brite Lighting, Inc., attended the company’s annual sales 
conference recently in St. Louis. Shown from left to right are: 

Lad Massey, Charlotte, N. C.; Earl Dagenhardt, Richmond; H. A. Auchter, Dallas; J. N. Cre- 
vasse, Jacksonville; T. F. Dohogne, Memphis; Paul Hogan, New Orleans; N. O. Reed, Hous- 


ten; W. 


A. Munding, Memphis; 0. M. Ruff, Atlanta; and Gordon Wells, Charlotte. Mr. 


Massey, Mr. Dagenhardt, and Mr. Wells are with Gordon Wells Co., Charlotte; Mr. Dohogne 
and Mr. Munding are with Munding Electric Sales Agency, Memphis; Mr. Reed assists Mr. 
Auchter in the Texas area. 


striction of 75 per cent, the con- 
tractor’s use of copper during any 
one month of the quarter shall not 
exceed 40 per cent of the permit- 
ted use during the quarter. 


@ AN AMENDMENT to NPA Order 
M-50 on April 9, 1951, designates 


. in_Appendix C of the order cop- 


per wire mill products, brass mill 
products, and foundry products 
(required for maintenance, re- 
pair, and operating supplies and 
for minor repairs) as program 
material that may be ordered 
through application of the DO-48 
rating. 


@ To assure the continued pro- 
duction of consumer durable 
goods, in proportionate amounts 
for the civilian economy so that a 
minimum of disruption will result 
from the necessity of diverting 
scarce materials to defense and 
defense-supporting users, the 


R. Ogsbury 


visited the TVA area recently to study the impact of credit and building 
restrictions on electrical heating, he found electrical heating a popular 
subject with those in TVA and Chattanooga’s Electric Power Board re- 
sponsible for load building. In the photo above, left to right, are: 


Thomas B. Owen, partner of Electromode Heating Co., Chattanooga; Thomas W. Newberry, 
TVA heating and air conditioning engineer; Buford H. Martin, head of commercial and 


industrial power section of TVA; Charles R. Ogsbury, president, Electromede Corp., Re- 


chester, N. Y.; William T. Craig, partner, Electromode Heating Co.; and C. B. Osborne. 
sales manager for the Electric Power Board of Chattanooga. 


NPA has amended its order M-47 
so that the limitations apply to 
small groups of closely related 
items. 

The order limits the use of iron 
and steel by manufacturers and 
assemblers of hundreds of con- 
sumer durable goods to 80 per 
cent of their rate of use during 
the first six months of 1950. 

The recently announced 
amendment will have the effect 
of permitting a manufacturer 
flexibility of production among 
the items within such a group. At 
the same time, NPA said, it will 
prevent any widespread shifts of 
production from one class of 
product to another, since steel 
permitted for use in the manufac- 
ture of one group of items cannot 
be transferred to the manufac- 
ture of another group of items. 


@ THe Execrricat Wiring De- 
vices Industry Advisory Commit- 
tee has recommended to the Na- 
tional Production Authority the 
formation of two task commit- 
tees: the first to make a study of 
the industry’s problems on mate- 
rial requirements and the essen- 
tiality of the industry’s products; 
the second to investigate possi- 
bilities of conserving materials by 
standardization and simplification 
of the industry’s products. 

NPA told the committee that, 
because of defense demands, 
steel, copper, aluminum, and phe- 
nolic resin molding powders for 
plastic coverings will continue in 
short supply. 

The industry was asked to de- 
vise any means possible to con- 
serve the use of brass and copper. 

While zinc, tin, lead, and nickel 
are also in short supply, with 
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LOAD CENTERS and SERVICE EQUIPMENT 
| with ADD-ON TYPE 


(just slip ’em in) 
edi geltiham -fa-t-1¢-) o-) 


*& > 


ALL THE FEATURES of dependable thermal- 
magnetic automatic circuit protection... plus... 
the add-ed convenience and flexibility of ADD-ON 
TYPE CIRCUIT BREAKERS are now incorporated 
into @ Load Centers and Service Equipment. 


Five basic units (see chart) plus a stock of indi- 
vidually-packaged single pole and double pole @ 
THERMAG type circuit breakers meet any job 
requirement ... from then on it’s a simple 


plus complete job flexibility and a reduced number 
of units required for a basic stock. Later, changes in 
circuits or capacities can be made with interchange- © 

able ADD-ON breakers. F 


For everyone concerned, it all adds up to greater conven 
tence, flexibility and economy. So write for your copy of 
Bulletin No. 204 which describes the new ADD-ON 
feature of @ Load Centers and Service Equipment. 





matter of addition to add new circuits .. . 
change capacities .. . or replace damaged Type 


Mex. Feeder Meximum 


Cat. No. Capacity Total Poles* 


Basic Unit 





units. Because all ADD-ON breakers are 


interchangeable and readily installed, it’s 
as easy as buying and replacing light bulbs. 
Other features are the screwless assembly 
and only one pressure type connection 
between circuit breaker and bus bar. 


This flexible system of load center as- 
semblies made-up with individual circuit 
breakers was pioneered by @ almost 20 
years ago. Today, with the plus value of 
the ADD-ON breaker, electrical contrac- 
tors enjoy easier and faster installations 





THERMAG @LC4-4F (or S) 
THERMAG @LC4-8F 
THERMAG @LC4-12F 
THERMAG @DLC4-8 
THERMAG @DLC4-16 


*including any number of Double Pole. 


100 Amp. 8 
100 Amp. 12 
100 Amp. 16 
100 Amp. 12 
100 Amp. 20 


4-S.P., 2-S.P. 
and 1-D.P., or 
2-D.P. (specify 
requirements) 








factory assemblies also furnished on special order. Similar units with 
QUICKLAG Circuit Breakers also available! Add “Q” to catalog number: thus 
@® “Qic4-4,” etc. 


Other add-on units with 30 amp. maximum capacity @ JUNIOR Type Thermal 
trip circuit breakers (6 poles or less, including 1 D.P.) are available. 


k e€dam Electric Co. 


ST. LOUIS 13, MISSOURI 








SAVE UP T0 25%... 


with Rome Self-Supporting RoPrene 
Secondary and Service Drop Cable 





Rated at 600 volts 
with maximum con- 
tinuous copper tem- 
perature of 80° C, 


Wherever overhead services are involved it will pay you to use Rome 
Self-Supporting Secondary and Service Drop Cable. You can save up to 25% 
compared with the cost of conventional Service Drop Cable (Type SD). There are 
no coverings to rot and festoon. It has remarkable weather resistance and pos- 
sesses excellent physical and electrical characteristics. 

Installation and maintenance costs are also less than the cost of open weather- 
proof wire. Less labor and cheaper hardware can be used. When used as second- 
aries, Rome Self-Supporting Cable is more compact, eliminates unsightly multi- 
ple wire construction, jointly occupied poles and long spans. On larger sizes, 
there is also a substantial saving in copper losses due to the lower reactance of 
a self-supporting cable compared with open wires. 

NEW DATA AVAILABLE!—BULLETIN RS-4, just published contains specifica- 


tion and test details, as well as sag and tension data on Rome Self-Supporting 
Cable. It's yours for the asking. Sign and mail the coupon below or write. 


It Costs Less To Buy the Best 


ROME CABLE CORPORATION, Dept. ES-5, Rome, N. Y. 


Please send me Bulletin RS-4 

Name 

Company 

BE shctaiihasLiiralobieseeieosstennitilintgtcoapicestenbincaibess 


City .... [ablialnabencondepiptlesibeveiadecse SND 
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State 
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most mills feeling the pressure of 
defense rated (DO) orders, NPA 
said, the Controlled Materials 
Plan, scheduled to go into effect 
for the third quarter of the year, 
should help alleviate these short- 
ages as well as those in steel, 
copper, and aluminum. 

NPA told the committee that, 
while residential building in 
March was 10 per cent above that 
of the same month last year, the 
peak will shortly be reached, and 
that type of construction can be 
expected to decrease. 

Commercial building can be ex- 
pected to remain about the same, 
NPA said, but industrial con- 
struction may increase so that the 
over-all requirements for wiring 
devices in construction should re- 
main about the same as at pre- 
sent. 


@ ANNOUNCEMENT has been 
made by the National Production 
Authority that it has authorized 
use of 49,000,000 pounds of 
aluminum by the electric power 
industry, private and public, for 
maintenance and expansion of 
distribution and _ transmission 
lines in the second quarter of this 
year. 

The aluminum is to be made 
available under an industry pro- 
gram, developed jointly by NPA 
and the Defense Electric Power 
Administration, U. S. Department 
of the Interior. 

The program is required, NPA 
said, because use of aluminum by 
available under an industry pro- 
distribution and transmission line 
purposes varies considerably from 


year to year, and it is difficult to 
establish a suitable base or ase 
period for each company. 

To put the program into op- 
eration, NPA recently issued an 
order (Order M-50) setting up a 
system whereby individual power 
companies may use a priority rat- 
ing, DO-48, to obtain aluminum 
wire, cable, or bus bar and alumi- 
num conductor accessories. 

NPA Order M-7, governing use 
of aluminum, is being amended 
to exempt electric power utilities 
from its provisions so far as use 
of aluminum conductor and acces- 
sories is concerned. 

However, the utilities will re- 
main subject to the restrictions of 
M-7 with regard to use of other 
forms and shapes of aluminum. 

The new order (M-50) also 
makes provision for a uniform 
procedure under which electric 
power utilities may obtain main- 
tenance, repair, and operating 
supplies, other than aluminum 
conductor and accessories. 


@ SrorE spPAcE in department 
stores may be altered or improv- 
ed at a cost of 25 cents a square 
foot of the occupied space within 
a 12-month period, the National 
Production Authority has ruled 
in an amendment to its basic con- 
struction order, M-4. 

Office and loft buildings and 
hotels had previously been grant- 
ed this exemption from the $5,000 
small-job limitation which applies 
to construction for amusement, 
recreation, or amusement purpos- 
es, and to most construction clas- 
sified as commercial. Specified 


NEW OFFICERS, TEXAS ELECTRICAL ASSOCIATION — The Texas 
Electrical Association, composed of executives of electrical firms, electrical 
engineers, and others related to the electrical industry, recently elected and 


installed the following officers in Houston: 

Left to right, secretary-treasurer, Joe Mevis, vice-president and sales manager of the Nunn 
Electric Supply Co.; chairman, E. F. Kueck, sales manager of the Square D Co., Houston; 
and vice-chairman, M. W. MeRaven, distribution engineer for the Houston Lighting & Power Co. 
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“THE FINEST FITTINGS 
TO WORK tahonertol 





FROM MOLTEN METAL 
TO FINISHED PRODUCT 


EVERY You get the finest “to 
STEP 


UNDER 
WAGNER 
CONTROL 


work with” when you 
use Wagner Electrical 
Fittings. Tough, accu- 
rately cast, precisiog 
threaded, you’re sure of 
uniform quality whed 
they’re Wagner’s. : 
Every step from pach 
tern to flask, to thé 
pouring of molten iron, 
through machining, 
plating, sorting and ins 
specting are Wagne 
controlled. Nationall 
distributed throug 
leading wholesaler 
Wagner offers “next 
door” delivery to any 
part of the country. 





WAGNER MALLEABLE PRODUCTS CG, 


222 W. Adams Street, Chicago 6, Ilinois 
Foundry and Plant, Decatur 60, Ilinois 


Write today for illustrated Catalog 483. 
You'll find it a handy reference. 


WAGNER 


Malleable Fittings 


SOUTHERN REPRESENTATIVES 
George E. Anderson Company 
1903 Griffin St., Dalles 2, Texas 
Edgar E. Dawes & Co. 
401-402 Rhodes Bidg., Atlante 3, Ga 
Paul Lumpkin, 

226 Builders Bidg., Charlotte, N. C 





commercial construction costing 
more than the small-job allow- 
ances may be commenced only 
after authorization is granted by 


NPA. 


@ To ENcoURAGE distribution of 
defense orders for rigid electrical 
conduit equitably among produc- 
ers, the National Production Au- 
thority has authorized manufac- 
turers to reject rated orders when 
they exceed 25 per cent of a firm’s 
monthly output. 

This action is intended to pre- 
vent disruption of rigid conduit 
orders for both defense and essen- 
tial civilian use by equalizing the 
production load, NPA said. 

An amendment to NPA Order 
M-17 added “rigid electrical con- 
duit—electrical metallic tubing” 
as another item for which per- 
centage-order limitations are es- 
tablished. 


Clifton Conduit 


andles Pierceway 


THE PLASTIC pDuUCcT electrical 
iring system developed by 


Pierce ;Laboratory, Inc., Raritan, 
N. J., is now being manufactur- 
ed and distributed by Clifton 
Conduit Co., Inc., Jersey City, 
N. J. 

Manufacturing and marketing 
operations will be handled 
through the company’s new 
Pierceway Division, with manu- 
facturing activities centered in a 
new plant at Memphis, Tenn. 

The Pierceway Division’s pro- 
ducts will be distributed through 
the Clifton Company’s regular 
channels, with Hatheway & Co., 
Jersey City, as national sales 
representatives. 
| 


Graybar opens 
Mobile branch 


@ THE nEw Graybar office and 
warehouse, located at 73 Lips- 
comb St., Mobile, Ala., was the 
stene of open house recently 
which marked the unveiling of 
the new electrical distributing 
braneh, 107th in a coast-to-coast 
network. 

R. L. Wear, manager, and E. 
L. McGinty, operating manager, 





NEW ADDRESS — 590 MEANS STREET N. W. — ATLANTA, GA. 
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were on hand to receive guests. 

The location at 73 Lipscomb 
Street is easy to get to and has 
ample parking space. Stocks of 
inside and outside materials, 
lighting and power supplies, are 
carried for contractors and utili- 
ties. For the dealers, a full line 
of household appliances includ- 
ing Hotpoint kitchen and laun- 
dry equipment is available. 

The new branch serves south- 
ern Alabama and west Florida. 
Telephone number is Mobile 2- 
3511. 


Manufacturers name 
new dealers, agents 


@ Tue Georgia Electric Co., 927 
Roosevelt Ave., Albany, Ga., has 
been named a dealer for Allis- 
Chalmers motors, controls, trans- 
formers, and Texrope drive 
equipment in 15 southwestern 
Georgia counties. 

The company, established last 
October, has also been appoint- 
ed a certified service shop for Al- 
lis-Chalmers motors and controls. . 

Area served covers Dougherty, 
Lee, Terrel, Randolph, Clay, Cal- 
houn, Early, Baker, Colquitt, 
Cook, Tift, Worth, Turner, Crisp, 
and Sumter counties. 

Principles in the firm are J. L. 
Malone, manager and partner, 
and J. F. Smith and C. P. Gray, 
partners. 


@ New INpDUSTRIAL and electronic 
sales representative in the Kan- 
sas City area for Ward Leonard 
Electric Company is Maury E. 
Bettis Co., 3319 Gillham Rd., 
Kansas City 3, Mo. 


Unistrut opens 
Atlanta branch 


@ THE Unistrut Products Co., 
Chicago, Ill., has opened a branch 
office and warehouse at 188 Hun- 
ter St., S. E., Atlanta, Ga., to 
serve the southeastern states, ac- 
cording to George W. Butler, 
president. 
' This move is expected to pro- 
vide more efficient and direct 
service for Unistrut dealers and 
representatives in the states of 
Alabama, Georgia, and the Caro- 
linas, Florida, and Eastern Ten- 
nessee. 

George Payton has been ap- 
pointed Southeastern District 
manager. 
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7 ADVANTAGES 


all in one bracket 








ne 





LAG SCREW ATTACHMENT 
FOR WOOD POLES 


HUBBARD UPSWEEP LIGHTING BRACKETS 


HOT GALVANIZED 


This popular member of the Hubbard Upsweep 
Bracket family meets a real need where wood poles 
are used and short brackets are adequate. Installation 
is easily made by one man. A %-inch lag screw is 
turned into the pole, leaving about one-inch projection 
under the head. The famous Hubbard Key-Hole feature 
is incorporated in the upper mounting plate, which is 
welded to the bracket. The Key-Hole slot is dropped 
over the projecting lag just back of the head. 


HUBBARD anp COMPANY 


wee me Nee oo cee erenmeveeee, 


PITTSBURGH 


CHICAGO * 


Final tightening of the %-inch lag screw is accom- 
plished with a wrench, working clearance for which 
is provided by the bracket’s special design. The two 
bottom 14-inch lags are inserted, and the attachment 
is complete and secure. At the user’s option greater 
strength may be obtained by substituting a %-inch 
crossarm bolt for the %-inch lag screw. 

The above bracket is also currently available in 
Aluminum Alloy. Write for complete details. 


err erees ence cane neneeeenene = wena 


ESTABLISHED 1843 


OAKLAND, CALIFORNIA 


Ylateg the load on fiiibbard tlardware!” 
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Bennett re-elected 
by Georgia group 


@ Tue Georcia Electric Member- 
ship Association recently re- 
elected Valene Bennett, Alma, 
Ga., president of the association. 

Also re-elected was H. L. 
Smith, Barnesville, vice-presi- 
dent. James B. Polhill, Jr., 
Louisville, was named secretary- 
treasurer. 


Ground broken for 
Georgia power plant 


@ Grounp was broken recently 
for a new 160,000-kilowatt Geor- 
gia Power Company steam-elec- 
tric plant near Brunswick, Ga., 
to meet growing demands for 
power in that area. 

The first of four units of the 
plant will go into operation by 
the middle of 1952, and will have 
a 40,000-kilowatt capacity. The 
plant will be named for C. B. Mc- 
Manus, former Georgia Power 
president, now serving as U. S. 
defense power administrator. 

The project will be the first 


modern stream-electric plant in 
southeast Georgia. It will be 
fired with fuel oil but will be 
equipped also to burn natural 
gas, when available, and coal. 


Plant “*X” 
begun in Texas 


@ THe SouTHwEsTeRN Public 
Service Co., Amarillo, Texas, has 
broken ground for Plant “xX, is 
eleventh base-load power plant 
in the interconnected system 
through which the company 
serves a 45,000-square-mile area 
in Texas, Oklahoma, Kansas, and 
New Mexico. 

Plant “X” is located four miles 
south of Earth, Texas, and 9.5 
miles north of Amherst, Texas, 
the nearest rail point. The com- 
pany purchased 354 acres in fee 


‘for the plant, and acquired wa- 
| ter rights on an additional 9,700 


acres. 

First unit of the plant, a 50,000 
- kilowatt machine, is scheduled to 
go on the line in June, 1952. How- 
ever, the second unit, with a 
capability of 100,000 kilowatts, 
has already been ordered. 








PERFORATED LIGHT 


PERFECTED LIGHT 


ELIMINATING 


PATENT HO. 


Represented By 

S. L. BAGBY Co. 

822 W. Morehead St. 
Charlotte, N.C. 





DISCOLORING 


END PLATES 


TURE COMPANY 


170 Vernon Street, Boston 20, Mass. 


ARMY & FEIGEL 
4209 ag Ave. 
e 


OVER 1s" wie 
ALL METAL 


One Prece 
COmsTRucTion 


HINGES FROM 
UTHER SIDE 


MEW EYE-CASE 


BREAKAGE GLARE-PREE FinetsH 


MACHINE TOOLED 
WARPING 


peRrect i aceaeaaal 
CRACKING Svony ves 


PEELING CUTOFF 30 25 


FRANK E. a 
169 Feld Ave. 
Decatur, Ga 








Dates Ahead 


*Edison Electric Institute, 
Commercial Electric Cooking 
Conference, Sheraton Hotel, Chi- 
cago, Ill., May 9, 1951. 

Public Utilities Advertising 
Association, Hotel New Yorker, 
New York, N. Y., May 17-19, 
1951. 

National Association of Electri- 
cal Distributors, Ambassador and 
Chelsea Hotels, Atlantic City, N. 
J., May 21-26, 1951. 

*National Electrical Contrac- 
tors Association, District 3, Henry 
Grady Hotel, Atlanta, Ga. May 
25-26, 1951. 

Edison Electric Institute, 19th 
Annual Convention, Denver, 
Colo., June 4-7, 1951. 

International Home Furnish- 
ings Market, Merchandise Mart, 
Chicago, June 18-28, 1951. 

International Association of 
Electrical Inspectors, Virginia 
Chapter, 18th Meeting, Monti- 
cello Hotel, Charlottesville, Va., 
June 18-19, 1951. 

*National Appliance and Radio 
Dealers Association, Mid-Year 
Convention, Stevens Hotel, Chi- 
cago, Ill, June 25, 1951. 

American Institute of Elec- 
trical Engineers, Summer Gen- 
eral Meeting, Royal York Hotel, 
Toronto, Ontario, Canada, June 
25-29, 1951. 

Illuminating Engineering So- 
ciety, National Technical Confer- 
ence, Hotel Shoreham, Washing- 
ton, D. C., August 27-30, 1951. 

Dallas Lamp, Gift, and House- 
wares Show, Fair Park Grounds, 
Dallas, Texas, Sept. 2-7, 1951. 

*National Electrical Contractors 
Association, 50th Anniversary 
Meeting, Shoreham Hotel, Wash- 
ington, D. C., October 9-12, 1951. 

*International Association of 
Electrical Leagues, 16th Annual 
Conference, Roosevelt Hotel, 
New Orleans, La., October 10-13, 
1951. 


International Association of 
Electrical Inspectors, Southern 
Section, 23rd Annual Meeting, 
Hotel John Marshall, Richmond, 
Va., October 15-17, 1951. 
*American Institute of Electri- 
cal Engineers, Fall General Meet- 
ing, Hotei Cleveland, Cleveland, 
Ohio, October 22-26, 1951. 
National Electrical Manufac- 
turers Association, Chalfonte- 
Haddon Hall, Atlantic City, N. J., 
November 12-15, 1951. 


*Asterisk indicates meetings 
announced for the first time in 
this column. 
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MODERN FACILITIES 


EXPERIENCE sm mone merioos 


MODERN THINKING 


Triangle's two plants—one 
making wire and cable 
in New Brunswick, New 
Jersey, the other making 
conduit in Moundsville, 
West Virginia, have kept 
pace through the yeors 
with every advancement 
and are completely mod- 
ern in machinery ond 
equipment. 


When it comes to wire, cable or conduit, you want assurance 
that it’s right — right in quality, right in performance. Triangle 
products are right! Triangle’s long experience coupled with 
modern machinery, modern methods and modern thinking 
means “it Must Be Right!” 


Triangle products are built to the highest possible specifications 
under the supervision of craftsmen who take pride in surpassing 
accepted standards. 


Experience plus modern facilities, modern methods, modern 
thinking — that's why Triangle can say with confidence — “IT 
MUST BE RIGHT!” That's why you can specify Triangle and know 
that “IT 1S RIGHT!” 


THIS MAN WANTS TO HELP YOU! 


He is your Triangle Distributor. In the some woy 
Triangle offers quality products, your Triangle 
Distributor offers unexcelled service. See your 
Triangle Distributor first. In the long run you'll 
save and get it faster, from a Triangle Distributor. 


CONDUIT & CABLE CO., INC. 


NEW BRUNSWICK, NEW JERSE 
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NAMES IN THE NEWS 


Three important changes in the 
Square D Company organization have 
been announced by F. W. Magin, presi- 
dent. 

L. W. Mercer has been elected to the 
new executive vice-president post. 
Formerly vice-president and general 
manager of the switch and panel divi- 
sion in Detroit, Mr. Mercer will now 
assume over-all responsibility for di- 
rection and co-ordination of the com- 
pany’s sales, engineering, and produc- 
tion activities. 


L. W. Mercer 


F. H. Roby 


F. H. Roby has been elected vice- 
president in charge of sales and direc- 
tor. Mr. Roby was previously general 
sales manager. 

L. G. Maechtlen has been elected 
vice-president and director. He will 
continue as Western sales manager and 
assistant to J. H. Pengilly, vice-presi- 
dent and general manager of the West- 
ern Division. 

2 


Five promotions in the executive 
ranks of the Georgia Power Company 
have been announced recently by Harl- 
lee Branch, Jr., company president. 








omplete Line 


EXPLOSION-PROOF 


Class 1, Groups C& D Wats 


FLOATING CONTACTS — precision machined — provide 

automatic alignment between mating parts. 

HIGH ARC RESISTANT molded interiors . . . for 

3 or 4 pole service. 

POLARIZED Assembly and Operation — impossible to 
assemble units in any but correct manner. 
ENCLOSURES with external lugs for mounting. 

INTERCHANGEABLE Gang Form Assemblies and 
combinations with other EFS Type devices. 
DOUBLE HINGED FLAP loys flat against flush 
cover when opened. 
GAGE PLATES furnished with all flush units to 


DELAYED ACTION 


FLUIG RECEPTACLES 


Meet ALL Standards PLUS ed 
NO CONDUIT SEAL required for flush or surface mounted 


Type EFS 


J. M. Oliver, formerly vice-president 
in charge of operation, has been ad- 
vanced to vice-president and genera! 
manager. J. J. McDonough was named 
to the newly created post of executive 
vice-president. Mr. McDonough was 
formerly vice-president and manager 
of the Atlanta division. 

George H. Brodnax, formerly assist- 
ant to C. A. Collier, vice-president in 
charge of sales, was named to succeed 
Mr. McDonough as Atlanta division 
manager. 

C. M. Wallace, Jr., has been promoted 
from assistant to the vice-president in 
charge of operation to sales manager 
and assistant to the vice-president in 
charge of sales. Robert Wardle, Jr., 
has been advanced from manager of 
the community development division to 
assistant to the vice-president and gen- 
eral manager. 

ee 


J. L. White, of Roanoke, has been 
named supervising engineer of the 
Roanoke division of the Appalachian 
Electric Power Co. 

W. P. Booker, assistant manager of 
the Roanoke district, will succeed Mr. 
White as district manager. 

Another major change in the com- 
pany’s organization is the appointment 
of W. W. Krebs, of Roanoke, planning 
engineer, to fill the newly established 
position of district superintendent at 
Roanoke. 

These changes have been made to 
meet the requirements of the rapid in- 
crease of electric service in the divi- 
sion, according to W. L Whitefield, di- 
vision manager. 

In his new position, Mr. White will 
be responsible for long-range planning 
of the company’s operating facilities 
within the division. He will also co- 
ordinate all engineering and construc- 
tion projects in the three districts. 

In the new position of superintendent, 
Mr. Krebs will be in charge of all op- 
erating departments in the Roanoke 
district. 
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The appointment of Harry L. Niede- 
rauer as manager of advertising and 
sales promotion for the Westinghouse 
lamp division in Bloomfield has been 
announced by Russell E. Ebersole, staff 
assistant to the vice-president. 

Mr. Niederauer succeeds Herbert E. 
Plishker, who has become lamp sales 
manager for Westinghouse. Mr. Niede- 
rauer has been assistant manager of 
advertising and sales promotion for 


insure correct setting of boxes. the past seven years, and will keep his 
DEPENDABLE OPERATION insured by 48 headquarters in the Bloomfield plant. 
years of design and manufacturing expe- e 

rience. 


Write for catalog H47-11 Emil J. Maginot has been appointed 


manager of advertising for Cornell- 
Dubilier Electric Corp., So. Plainfield, 
N. J. 

Mr. Maginot was formerly sales man- 
ager of the distributor division of Na- 
tional Union Radio Corp., Orange, N. J. 


RUSSELL & STOLL COMPANY. ENC. 
Precision-Built Electrical Equipment 


125 BARCLAY STREET, NEW YORK 7, N. Y. 
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this loa 
will grow 


100 Ampere #2/3 wire service 
cable installation using a 
DUNCAN Type D socket and 
415 0r $0 ampere meter as the 
anticipated load growth indi- 
cates. 


METER \ FOL 
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Although the growth of electrical living will increase load require- 
ments far beyond present levels, DUNCAN has designed its metering 
equipment to handle those heavier loads. Your metering dollar o 
equipment with the necessary capacity to 


today enables you to 
meet this load growt 


b 
hb. D 


uncan Electric Mfg. Co. Lafayette, Ind. 


PANDING INDUSTp 
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NEW CONTROL 
CENTER 


FINDS READY 
MARKET 


where requirements may 
change any day 


AIR CONDITIONING and miscellaneous ‘motor controls in U.N. Secre- 
tariat Building are operated through this Trumbull CENTR-A-POWER Con- 
trol Center. The control center is fed from the Trumbull FLEX-A-POWER 
LVD busway distribution system running throughout the building. 


Buyers are asking this question about any new 
equipment under consideration: can it be adapted to 
conditions now unforeseen? 

That is why you'll find yourself welcome when you 
talk about the convertibility—as well as the conven- 
ience, safety and attractive appearance — of new 
Trumbull CENTR-A-POWER Control Center. 

Standardized starter-and-disconnect units are 
grouped in pre-fabricated, rigid steel troughs, in any 
arrangement. Any number of troughs can be set up 
in a variety of formations: back-to-back, “U”, “L”, 


etc. The control units, called CENTR-A-PLUGS, which 
are stabbed into silver-plated vertical bus bars, are 
interchangeable from one trough to another. 

Trumbull’s CENTR-A-POWER Control Center is a com- 
panion to the recently announced CENTR-A-POWER 
switchboard, and is another in the series of new 
Trumbull developments for greater economy, safety, 
and efficiency in electrical control and distribution. 

Bulletins are available for your interested custom- 
ers. THE TRUMBULL ELECTRIC MANUFACTURING 
COMPANY. Plainville, Conn. 





LOW-COST INSTALLATION results from standardiza- 
tion of components. From the complete selection of 
troughs and control units, the exact combination can be 
made up to meet any requirements. Floor space is saved 
by the compact all-front-wired trough design. Yet the 
ample gutter saves time by giving easy access to wiring. 


SIDE-VENTILATED CENTR-A-PLUG is stabbed in from 
front. Each unit contains a starter-and-disconnect unit. 
which may be either Trumbull’s new HCI high-capacity 
interrupter safety switch or a Trumbull AT circuit break 
er. Ventilated side construction, together with trough 
vents top and bottom. keep controls uniformly cool 


TRUMBULL 


EASY TROUGH ADDITION recommends CENTR-A- 
POWER Control Centers for applications where needs 
may change from time to time. Arrangements of both 
troughs and controls can be easily altered or added to, 
and even bus capacity can be increased as conditions re- 
quire without change in insulators or steelwork, 


SAFE, EASY SERVICING is provided by the interlock 
which requires the disconnect handle of the deadfront 
CENTR-A-PLUG to be moved to OFF position before it can 
be opened .. . and by the quick-clip method of attaching 
the control unit to the trough which eliminates the nui- 
sance of screws, nuts. and loose parts 


ELECTRIC 


DEPARTMENT OF GENERAL ELECTRIC COMPANY 
PLAINVILLE, CONN. 





W. E. Bracey has been appointed act- 
ing manager of the Central sales divi- 
sion of the Line Material Co., with 
headquarters at North Kansas City, 
according to an announcement made by 
D. H. Swanson, vice-president of mar- 

Mr. Bracey is temporarily replacing 
R. C. Boyles, who is in Washington, 
D. C., on loan to the Electric Power 
Equipment Division of the National 
Production Authority as a consultant 
on transmission and distribution prob- 
lems. 

Mr. Bracey has previously been an 
apparatus engineer in the Southwest 
Division of Line Material. 


L. J. Olivier has been appointed man- 
ager of the New Orleans branch house 
of the Graybar Electric Co. G. T. 
Marchment, Southwestern and Gulf 
Coast district manager, has announced. 

Mr. Olivier joined Graybar in Sep- 
tember, 1945, as merchandise manager 
at New Orleans following 18 years spent 
with the Louisiana Power and Light 
Co. 


Chester W. Schweers has been named 
director of sales of Allis-Chalmers’ gen- 
eral machinery division, according to 
an announcement by J. L. Singleton, 


Chester W. Schweers 


vice-president of the company’s general 
machinery division. 

Mr. Schweers has been connected 
with the company’s general machinery 
division sales organization for more 
than 20 years. He joined Allis-Chal- 
mers in 1930. In March, 1950, he was 
appointed manager of the New England 
region, a post he held until his latest 


* appointment. 
| 


New president of the Propeller Fan 
~Maijiufacturers’ Association is Parker 
T. Finch, sales manager of Hunter Fan 
and Ventilating Co., Memphis, Tenn. 
Mr. Finch was elected at the associa- 





GET IMPROVED 


FOR LOW-HUMIDITY 
OPERATION... 


TRANSERT BRUSHES 





Transverse graphite in- 
sert provides uniform 
friction characteristics for 
reduced ring wear, even 
current distribution, bet- 
ter ring lubrication. 


U. S. Pat. No. 2,105,038 


SOUTHERN OFFICES 
6 


323 NW 2nd St.; Tel. 2-688) 
13 Washington Ave.; Ch. 6519 


OY MRO 
BRUSHES 


Yes, CONTOURED Brushes come 
to you precision-made at the 
factory to match the radius of 
your rings. There's no ‘field var- 
iation,"’ no excessive arcing and 
wear. Your maintenance men 
don't have to cut down so-called 
“standard” brushes — you save 
production and maintenance 
time. Call the Helwig office near 
you for CONTOURED. Brush 
facts. 





tion’s annual meeting recently held at 
Daytona Beach, Fla. 

Vice-president for the ensuing year 
is B. G. Krause, manager, Air Controls, 
Inc., Cleveland, Ohio. L. O. Monroe, 
Detroit, Mich., was re-elected as secre- 
tary and treasurer. 


Parker T. Finch 


The association, composed of 21 lead- 
ing manufacturers of propeller fans, is 
presently sponsoring Commercial 
Standards for testing of all types of 
propeller fans and installation of attic 
fans. 


Announcement has been made of the 
appointment of Marcel J. Bayhi as chief 
engineer in charge of new product de- 
sign and development for Reed Unit- 
Fans, Inc., New Orleans. 

In making the announcement, C. 
Espy Reed, company president, stated 


Marcel J. Bayhi 


that Mr. Bayhi’s experience would be 
utilized not only in the design devel- 
opment of Reed fan products, but in 
streamlining production techniques at 
the plant. 


C. E. (Bud) Wann, of the sales de- 
partment of the Graybar Electric Co., 
has been selected as manager of the 
North Texas chapter of NECA, and was 
to take charge of the office in Fort 
Worth, Texas, on May 1, succeeding the 
late M. T. Dorsett. 
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This selection was made late in 
March by the chapter now headed by 
President George Zimpelman. 

Mr: Wann was with Graybar for 
three years in the Dallas office before 
transferring to Fort Worth, where he 
has lived for the past year. The new 
manager accompanied chapter mem- 
bers to the tenth annual Fifth District 
convention, April 23 to 25, in Phoenix, 
Ariz. 
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Allen A. Bonar 


Allen A. Bonar is a recent addition 
to the Atlanta staff of Square D Co. 
He will serve as a field engineer, call- 
ing upon electrical distributors, elec- 
trical contractors, engineers, and in- 
dustrial plants. His territory will con- 
sist of central and southwest Georgia. 

Mr. Bonar recently completed the 
sales and engineering course in Square 
D’s main factories, and just prior to his 
present assignment, he spent six weeks 
driving one of the Square D display 
coaches now touring the country. 


Ed Daniel has been named manager 
of the electrical supply department of 
the Johannesen Electric Co., Inc., 


Ed Daniel 


Greensboro, N. C. He will assume the 
duties formerly handled by C. W. 
Fields, who has left the organization to 
take up another line of work. 

Also announced by R. M. Johannesen, 
president of the company, was the elec- 
tion of A. W. Greeson, Jr., as vice- 
president. He will continue as manager 
of the electronics department. 
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fleep (1 tear! 


3 minutes does the job 


with CAVALIER exclusive construction 





When you sell electric heat, one 
of your chief selling points is 
cleanliness. Yet every housewife 
knows as well as any heating en- 
gineer that you don't get clean 
heat from dirty heaters. That is 
one reason Cavalier Electric Wall 


a 


avalier 


INSERT 


RUT OMA TIC 
ELE Gee 42-0 
MEATERS 


Quick, convenient cleaning is only one of the 
many features built into Cavaliers. Write for 
the facts on complete safety protection, 30% 
more circulation through the elements, ease 
of installation, good looks, and rugged per- 
formance. Months of tests and practical trials 
resulted in the new Cavalier—the electric 
heater built to give the real satisfaction home 
owners are looking for. 


N CAVALIER 


CHATTANOOGA 2 


Heaters are making a hit with 
home owners. With Cavalier's exe 
clusive design, a Cavalier heatef 
can be thoroughly cleaned insidé 
and out in less than three minutes 
time . . . without the necessity of 
removing a single screw. 


SOLD THROUGH WHOLESALERS ONLY 


Prompt 
Delivertes 


CORPORATION 


TENNESSEE 





Important facts 


about 


BURNDY 
Thea bmad: 


CONNECTORS 


REE! this 24-page il- 


strated catalog—gives you the 
hole time-saving story of Burn- 
y indent-type connectors and 
atched installation tools for 
igh-speed, high-conductivity, 
igh-strength electrical connec- 
ns...PLUS a comprehensive 
lection of Burndy Hylug ter- 
inals... COMPLETE with easy- 


read installation tool index. 


Get your copy now! 
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NEW PRODUCT NEWS 


Window attic fan 


A new Frigid window attic fan that 
is electrically reversible by the flick of 
the switch has been announced by Cir- 
culators & Devices Mfg. Corp. 

This completely enclosed, doubly 
protected window fan comes complete 


with cord, plug, and brackets. It may 
be used for upper and lower window, 
or as an attic fan. 

The new fan is available in two sizes: 
WR 24, with 24-inch blade, approxi- 
mately 5,560 CFM; and WR 30, 30-inch 
blade, approximately 7,125 CFM. 

Complete information, literature, and 
prices are available from Circulators & 
Devices Mfg. Corp., Dept. ES, 128-168 
32nd St., Brooklyn 32, N. Y. 


Planned-lighting booklet 


“PLannep LicuTinc for Industry” is 
the name of a comprehensive 47-page 
publication issued by the engineering 
division of General Electric’s lamp de- 
partment. 

Designated Bulletin LD-4, the pub- 
lication is seen as especially timely be- 
cause it meets the needs of an indus- 
try which is in the process of gearing 
for defense production. 

The bulletin describes how to engi- 
neer lighting to various industrial tasks, 
discussing six principal lighting sys- 
tems, and the use of specific techniques 
for special needs. It treats of the types 
of light sources and luminaires avail- 
able for the various lighting require- 
ments, and goes into the relationships 
of brightness and color conditioning. 

Sections of the publication are de- 
voted to protective lighting, wiring for 
the lighting system, maintaining the 
lighting system, and the lighting of 
service areas, offices, and drafting 
rooms. 

Single copies of LD-4 are available 
to interested people through the in- 
quiry bureau of General Electric’s lamp 
department, Nela Park, Cleveland 12, 
Ohio. 





Required: An electric venti- 
lator powerful enough and 
properly placed to really re- 
move steam, grease and odors. 


Because: 


Blo-Fan is powerful—The fan 
element in this patented Blo- 
Fan blade feeds a large volume 
of air to the blower element 
which expels it with great 
power. That's why Blo-Fan de- 
livers more air at moderate, 
quiet speeds than either a fan 
or blower type ventilator... 
This feature alone has gained 
wider and more enthusiastic 
acceptance for Blo-Fan than 
anything else... 


Because: 


Blo-Fon is properly placed— 
Designed for ceiling installa- 
tion or in any inside or outside 
wall, Blo-Fan cooperates with 
nature by capturing and ex- 
pelling steam, grease and odors 
as they naturally rise...That’s 
why Blo-Fan is placed directly 
over the point of air pollution 
...In the kitchen, bath, game 
room, laundry. 


Because: 


Blo-Fan has this switch— 
the 9-speed control on the 
Model 210 makes it as easy to 
control the rate of ventilation 
as it is to regulate the thermo- 
Stat on a kitchen range 


The most 
imitated 

home ventilator 
in America 


Manufacturers of Pry-Lites the modern 
fecessed tighting fixtures with snap-on fronts. 
Stocked by more than 600 wholesalers 

in over 350 cities 
Pryne & Co., Inc., Box $-551, Pomona, Calif 


Eastern Factory: Newark, New Jersey 
Warehouses: Los Angeles, San Francisco, 
Chicago, Atlanta 


*Trade Mark Reg. 
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Socket meter troughs 


Tue Square D Company has announ- 
ced a new line of socket meter troughs, 
supplementing its line of circuit break- 
er and fusible service-entrance equip- 
ment. 

These new meter troughs are avail- 
able for either indoor or outdoor 
(raintight) installations — surface or 
flush mounting. The sockets are rated 
100 amperes and accommodate up to 
six jaws, easily converted to either 
horizontal or vertical positions. 

Raintight enclosures are designed to 
include Square D’s_ interchangeable 
hubs, greatly simplifying stocking. 
Combinations of sockets and service- 
entrance equipment within the same 
enclosure are also available. 

Complete details are available from 
Square D Co., 6060 Rivard St., De- 
troit 11, Mich. 


Exhaust fans 


A srx-paceE illustrated catalog, Form 
No. 5116, on Silent Breeze exhaust fans 
for business and industry has just been 
announced by Holcomb & Hoke Mfg. 
Co., Inc., Indianapolis 7, Ind. 

Included in the catalog are six steps 
involved in a satisfactory applieation 
of Silent Breeze exhaust fans for any 
ventilation problem. The steps listed, 
with examples, diagrams, and specifi- 
cations under each, are as follows: 
select correct fan location, measure the 
area to be ventilated, select the re- 
quired rate of ventilation, calculate the 
proper size fan, determine the best 
method of installation, and locate and 
size inlet grills and exhaust louvers. 


e 
Lighting fixture line 


AN ENTIRE new line of convertible 
vaportight lighting fixtures for mount- 
ing on rigid conduit (heavy-wall), de- 
signated as the Appleton “V-51” Series, 
and embodying numerous innovations 
in design and construction, has been 
announced by Appleton Electric Co., 
1701-59 Wellington Ave., Chicago 13, 
Ill. 

Complete interchangeability of parts 
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Conference Booth 
No. 102 at N.A.E.D. 
Convention, 
Atlar-tic City 


LIGHTING 


ONLY ‘ BASIC UNITS 


by Compco form any geometric 

lighting pattern desired . . . patterns 
custom-styled exactly to the client's 
needs .. . patterns far more attractive and 
efficient than ordinary continuous-row 
fixtures — yet just as easy to install! 
Compco fixtures assure lowest 
maintenance, too. They have all-steel 
housings and louvers, durably finished in 
Compco’s exclusive baked-on 
“Glazenamel.”’ For unlimited design 
and longest life, investigate 

Compco Pattern Lighting! 

Compco Corporation, 

2251 W. St. Paul Ave., 

Chicago 47, Ill. 


WRITE FOR FREE BULLETIN 
showing design suggestions and construction, 
opplication, and installation data. 








streamlines installation and mainten- 


, 1 ’ 1 ance for the industrial user while sim- 
| | i Hh T i \ é plifying the stock-keeping problem of E 
4 4 A 5 the electrical wholesaler. M O R 
The line includes 18 types of malle- 


PALI finest able iron fixture bodies for pendant, 


coast ceiling, or bracket mounting. C O N = R O L 
ce) 


One of the features of the series of 


fixtures is their unit assemb y con- 
struction. This provides wireless B U ¥. a R S 
yw GIBSON 5500 spring leaf electrical contact between 


fr 
°M coast 


the fixture body and lamp re:zeptacle, a A 
permitting receptacle with lamp, vapor- are swi t ¢ h in g t oO 
tight globe, and guard to be unscrewed 
as a single unit without tools for re- 
Gibson Model 5500 et : lamping or cleaning. M e 

Another original feature aimed at Oo n iTO r 
simpler, safer maintenance is found in 
the unique reflector attachment prin- 
ciple of the fixtures. By using a neo- 
prene rubber ring or grommet around Among men who know motor con 
the top rim of the reflector, reflectors trols best . . . MONITOR Controls 
may be instantly put on or removed are the number one choice! Yes, 


f " : rith haga eae in steadily increasing numbers more 
or cleaning without use of too's. and more motor controls buyers have 


come to depend on MONITOR for 
the finest in automatic motor con- 
x trols. On your next installation . . . 
Connector catalog be sure to specify MONITOR 


Controls 


A NEw, 24-page catalog of Hydent 
electrical connectors and _ installation 
‘tools has just been published by 
| Burndy Engineering Co. 
The catalog contains not only a com- 
prehensive, illustrated listing of con- 
“nectors and installation tools for all 
industrial, manufacturing, and aircraft 
use, but also full instructions for select- 
ing connectors and installation tools. 
A simple and unique tool index sys- 
tem has been developed to simplify or- 
. Resistors—Edgewound 
dering tools and components. Sexweend ond 
Copies of the Burndy Hydent Cata- Smoothwound types 
log Y53 are available from Burndy En- 


gineering Co., Inc., New York 54, N. Y. A FAMOUS NAME IN 
2 MOTOR CONTROLS 
New Paulding catalog - FOR SIXTY-THREE YEARS 


A new 40-paceE catalog, No. 18, avail- 
able from John I. Paulding, Inc., New 
Bedford, Mass., illustrates and describes 
more than 75 wiring devices and in- 
candescent lighting fixtures. 

The bulletin furnishes full specifica- 
tions and shipping information, and is 
said to be invaluable to architects, en- 
Installation of Gibson Model 5500 gineers, contractors, maintenance men, 

Southeastern Underwriters and volume purchasers. 


Association offices Manual Speed Regulators 
a and Rheostats 


Voltage-sensitive relays The 
A new Bulletin 401 a-c voltage sen- 


sitive relays—power type, has been 
added to the standard line of magnetic 


relays for industrial and commercial 


control applications manufactured by CONTROLLER CO. 


Ward Leonard Electric Co., 31 South . 
- Bh Vernen, 8. Y. Braintree 84, Mass. 
i: These new relays are intended for 
ag § BR WN My use in a-c circuits where a close volt- REPRESENTED BY 
; age differential between relay pick-up 


; B. S. WOODMAN 
Manuh welus 








Atlanta, Georgia 


ina lao and drop-out is needed. A typical ap- 1570 Northside Ave 


plication is protecting a-c motors up 


c, WN 





to 2 h.p. against damage caused by low L. L. ROUSSEL ity ELLIOTT CO 


be 312 E. Livingston P! M & M Buildin 
line voltages. New Orleans, La r P 


° . Houston 2, T 
Advertised in TIME Other important uses include power syed Bite stg 
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and lighting bus transfer, and in some When you visit the NAED Convention in 
cases, over-voltage protection. 


The new relays consist essentially of Atlantic City, May 21—25, be sure to stop 
an insulating base on which are mount- atConference Booth 13 1atthe Ambassador 
ae dae an oe kA oc Hotel and our suite at the Ritz Carlton. 
tacts and a small saturable reactor All Types of 
The relay coil and reactor are connect- Enclosed 
od: tex corive. Safety Switches 

Outstanding features include chatter- 
free operation, close pick-up and drop- 
out settings, heavy- or light-duty con- 
tacts, and simplified circuit. 


53 + fe ons 4 Fy 
Load centers - A Z : 


. . Z o . c * t 
LOAD CENTERS and service equipment wa Sa 7g 
that not only provide all the electrical Requirement 
capacity needed for current demands, 


but allow for future expansion in cir- bd 
cuits and changes in capacities, have The enerd Line 
been developed by the Frank Adam 
Electric Co. j 

Known as the add-on type, the new is the 
load centcrs and service equipment are PLETE Li 
assemblies of either Frank Adam COM Tal 
Thermag or Quicklag circuit breakers. 


Designed for residential and small 
commercial installations, the new units 


I 
| 
I 
! 
| 
| 
| 
=) 


OFFICES AND WAREHOUSES 
Extensive Line of IN THE SOUTH: 
Branch Circuit and 
Residence Panels Atlanta 3, Georgia 
J. A. Lloyd 
375 Whitehall St. 
Walnut 6248 


Charlotte 2, N. C. 
J. A. Lloyd Co. 
2506 Lucena St. 

Charlotte 5-8258 





Dallas 5, Texas 
Glidden Eng. & Equip. Co. 
2523 McKinney Ave. 
Prospect 7-5671 
AComplete Line , Houston 3, Texas 
he fares 5 j Glidden Eng. & Equip. Co 
ney Rain- : t s 3802 Winchester St. 
SFBOs SOTCECe Charter 6471 
Equipment and 
Safety Switches Louisville 2, Ky. 
Thomas W. Bullock Co. 
* Vaughan Bidg. 
are available in five sizes of enclosures. Grneral makes a complete line of <a 
Features of the new units are screw- E me) d‘ Safety Switch S ° 
less assembly and only one pressure- enclosed salety Switches, service New Orleans 12, La. 
type connection between circuit break- I ntr: i A. J. Weilbaecher 
yp cuit bre Entrance Equipment and Branch- 345 Devades St 
er and bus bar. Breakers are inter- Ae 3 ‘ Tulane 3189 
changeable and are installed simply Circuit or Residence Panels—all de- 
by slipping them into place. Tulsa 3, Oklahoma 
Complete information about these Glidden Eng. & Equip. Co. 


3 "| r 4 34 N. Madison St. 
new load centers and circuit breakers is appearance and long trouble-free . Tulsa 2-4271 


available in Bulletin No. 204 from 
Frank Adam Electric Co., Department performance. 


EE, St. Louis 13, Mo Send for new Catalog No. 
5103 and latest price list. 


signed for greater convenience, better 
g & 
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Curtis bed light 


Tue Dua-Lite is a newly designed in- 
eandescent unit by Curtis Lighting, 
Inc., 6135 W. 65th St., Chicago 38, Ill. 

The “over-the-bed” lighting unit 
provides indirect illumination for gen- 
eral room lighting as well as direct Ms 
illumination for use as a reading light. Switch Corp. 

A glass cover, together with an alzak a 
aluminum reflector, softly diffuses the t5 Roebling Street Brooklyn IT, N.Y. 
indirect light from a 150-watt lamp 
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throughout the room. 

A Fresnel lens is utilized to control 
distribution of the 75-watt lamp used 
in the direct component. 

In addition to these features, the unit 
has a convenient outlet plug built into 
the bottom of each unit. 

The housing is cast aluminum, which 
is readily painted after installation to 
blend with the room interior. 

The new unit is listed by Underwrit- 


®ers’ Laboratories, Inc. 


Complete technical and illumination 
data is available in a free booklet from 
Curtis Lighting, Inc., Dept. N-15. 





Distribution loads 
(Continued from page 31) 


system peak, 3,924 kw, occurred 
during October, 1948, and from 
a comparison of the kilowatt 
hours and individual unit de- 
mands this appeared to be a nor- 
mal peak and this month was 
chosen, therefore, for the study. 

It will be noted that the kw- 
hrs delivered during 1947 were 
approximately 10% more than 
1946 and the kw-hrs delivered 
during 1948 were 13.6% more 
than the previous year. The rate 
of increase in kw-hrs delivered is 
usually the most reliable index 
of the growth of a system. 

The next step was to note the 
demands on each individual unit 
during the month in which the 
system maximum demand was 
established. On one unit this was 
1,944 kw and on the other it was 


1,980 kw. 


The district engineer supplied 
an up-to-date primary map to 
scale of the entire system show- 
ing the number and size of pri- 
mary wires, transformer kva 








HEX-NUT CONNECTOR for 
SERVICE ENTRANCE CABLE 


@ Tapered rubber bushing provides tighter seal around cable. 
@ Locking device keeps bushing from turning when being tightened. 
@ Uses compound to seal rubber bushing from atmosphere for 


permanent seal. 


@ Also furnished in compound filled — a single fitting taking % 


to %& eval cable. 
M. & W. Electrical Fittings can provide a sav- 
ings in time and money. Your installation re- 
quirements can be filled right from the items 
& W. catalog—and you'll 


shown in the M. 


@ GROUND CLAMPS 
@ SERVICE HEADS 


find they are designed for speedy installation. 


The M. & W. ELECTRIC MFG, CO., in 


T PALESTINE oe Bm?) 





sizes, and the name and location 
of all primary metered custom- 
ers. The single line diagram 
shown in the illustration was pre- 
pared from this primary map. 
The October, 1948, demands of the 
primary metered services were 
secured from the meter records 
and recorded on the diagram. 

Starting at the end, or the nor- 
mally open points, of each pri- 
mary feeder and working toward 
the substation, the sum of the 
transformer connected kva and 
the demand of the primary meter- 
ed services (used as transformer 
connected kva) was accumulated 
and recorded at the beginning of 
each tap, branch, and key points 
on the main feeder. The con- 
nected transformer kva on each 
unit is the sum of the transform- 
er connected kva on the con- 
nected feeders. It was found that 
the transformer connected kva 
on unit No. 1 was 2,229 kva and 
on unit No. 2 was 2,991 kva. 

From this, the ratio for unit 
No. 1 was calculated to be 0.873 
by dividing the annual substation 
peak demand, 1,944 kw, by the 
transformer connected capacity, 
2,229 kva. Similarly, the ratio 
for unit No. 2 was calculated to 
be 0.662 by dividing the annual 
substation peak demand, 1,980 
kw, by the transformer connected 
capacity, 2,991 kva. 

The estimated loads at the be- 
ginning of taps, branches, and 
key points on the main feeder at 
the time of the annual substation 
peak were found by multiplying 
their total transformer connected 
kva by the ratio applicable to 
them. These resulting demands 
in kw are shown on the single 
line diagram. 

The necessity of the study was, 
of course, the overload on the 
two 1,875 kva units. What we 
wanted to determine was if we 
should relieve this overloaded 
condition by installing a third 
unit at the existing substation or 
by installing another substation in 
another part of town. The load 
data secured by the method ex- 
plained showed that a sizable 
portion of the load was in the 
eastern and southern sections of 
the town and that these areas 
were the furthest from the sub- 
station. 


Because of this, voltage drops 
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were calculated in these sections, 
using the loads determined by 
the method above, and it was 
found that if we installed a third 
unit at the ‘existing substation, to 
relieve the overload, that we 
would have to increase the size 
of the primary in the eastern and 
southern sections to correct the 
voltage condition. 

Also, a field inspection reveal- 
ed that these sections were build- 
ing up with new residential sub- 
divisions and that even if we in- 
creased the primary, that it 
would probably not be very long 
until we were again in voltage 
difficulty. 

The result was that recommen- 
dation was made, and approval 
was secured, to install a new sub- 
station in the southeastern part 
of the town and build feeders 
from it to serve the eastern and 
southern sections. 

From the load study, it was es- 
timated that by establishing nor- 
mal open points half-way be- 
tween the new substation and the 
present substation, that the new 


substation would pick up about 
982 kw, based upon the October, 
1948, peak. The load that the 
substation actually picked up 
was within 5 per cent of this 
figure. 

We have used this method of 
determining loads for planning 
purposes on urban systems up to 
50,000 population and on num- 
erous rural systems. The results 
to date show that it is accurate 
enough for planning purposes. 


Remote-control wiring 
(Continued from page 20) 


this coil momentarily, because the 
contacts of the snap switch latch 
mechanically in place. A second 
coil mounted below the trigger 
will turn the 120-volt circuit off. 
(See Fig. 1.) 


The relay 


The heart of the remote-control 
system is a double-coil solenoid 
relay, which is the practical equi- 
valent of the hypothetical snap- 
switch described above. 

The contacts of this relay are 


rated 15-amp 1/3 h.p., 125 volts 
a-c, and 5-amp 277 volts a-c. The 
24-volt coil of the relay is compos- 
ed of two sections, one for closing 
the contacts and the other for 
opening them. 

The contacts latch mechanically 
in either position so that the coil 
need only be energized momen- 
tarily. 

For a maximum conservation of 
material, the relay is mounted at 
the fixture which it is controlling. 
This is done by slipping the bar- 
rel of the relay (see Fig. 2) 
through a %-inch knockout from 
inside any standard outlet box. 

Two lancings from the side of 
the barrel engage the box and 
hold the relay firmly in place. The 
high-voltage contacts are located 
inside the box, and the low-volt- 
age terminals remain on the out- 
side of the box. The box acts as a 
barrier (as specified in the Code) 
between the two systems. 


The transformer 


Article 725 of the Code outlines 
the requirements for remote con- 





FIRST FOR SAFETY... 


KILLARK 


LIGHTING FIXTURES 
for Hazardous Locations 


EXPLOSION PROOF Wherever inflammables or explosives 
are handled. Made of Die-Cast ALUMALLOY to combine 
safety, compactness, and strength. Special heat-resisting 
glass globe has factor of four to withstand internal explosions. Easy 
to relamp. Available in wide choice of styles and sizes. 


LA A A er imam Nee Ne 


DUST-TIGHT Where dust constitutes hazardous condition. Graceful 
“ledge-free” design prevents dangerous accumulation of dust particles. Close-fitting lamp parts 
exclude dust from interior. Furnished complete with lamp receptacle, inner polished reflector and 
finished clear globe. Available in wide choice of styles and sizes. 


SALES orrices nae WHOLESALE® sTocks Write for illustrated literature. 


io—69 Mills Stree 
Baltimore—401 Not’! Marine Bank Bidg 
Cincinnati—49 Central Avenue 
* Dallas—1901 Griffin Street 


ELECTRIC MANUFACTURING COMPANY 
Vandeventer and Easton Aves. St. Lovis 13, Mo. 
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Destgued Lo do 
a Srecefec 
LIGHTING JOB/ 


PYLON-LITES 


an 
CLUSTER LIGHTS 
for Gas Stations — Out- 
Door Theaters — etc 


HINGED OR 
ONE PIECE 


STREET 
LIGHTING 
STANDARDS 


e 
A COMPLETE 
LINE OF 
LUMINAIRES 


150 to 1000 
WATT FLOODS 


LONG RANGE 
FLOODS 
For sports, 
etc 





NO. 4200 


HINGED 


ALL APPROVED 
RUNWAY 
MARKERS 





Write Today 
for Literature 


REVERE ELECTRIC MFG. CO. 


6005 BROADWAY 7 CHICAGO 40, ILL. 
LIGHTING EQUIPMENT FOR EVERY NEED 
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trol and signal circuits. 

In the Class 2 system described 
in the Article, the current and 
energy must be limited to stated 
values. The remote-control sys- 
tem is designed for 24-volt opera- 
tion, and the transformer is a 
125/24-volt, 35-volt-ampere de- 
vice of the current-limiting type. 
(See Fig. 3.) 

If a short circuit is applied to 
the secondary terminals of this 
transformer, its internal imped- 
ance will limit the current to 3% 
amperes. 

This transformer allows the 
system to be installed as a Class 
2 system without further overcur- 
rent protection on the secondary 
side. The primary, of course, is 
connected to a 15-ampere branch 
circuit. 


Control switches 


The control switches of the sys- 
tem are of the single-pole, double- 
throw, momentary-contact type. 
One-half of the switch controls 
the “on” coil, and the other half 


_controls the “off” coil. 


The trigger has a positive cen- 
ter pivot to prevent both coils 
from being energized simultane- 
ously. 

The switches may be obtained 
for either flush- or surface-mount- 
ing. For most new home con- 
struction, flush-mounting is pre- 
ferable. (See Figs. 4 and 5.) 


* Master switches 


The most intriguing innovation 
of remote control is the master se- 
lector switch. This is a nine-point 
selector switch used in conjunc- 
tion with a regular control switch. 
(See Fig. 6.) 

With a master selector switch, 
it is possible to control up to nine 
lighting circuits. Any single cir- 
cuit may be selected for indivi- 
dual operation, or all circuits may 
be turned on or off as desired. 


Wire 


Thermoplastic - insulated wires 
are available with two or three 
conductors, and are suitable for 
Class 2 signal and control circuits. 

The econductors are stranded 
copper with 1/64-inch ivory ther- 
moplastic insulation. The insula- 
tion is the same compound used 
on Type TW wires. 

On both the two- and three- 


conductor wire, there is a double 
rib on one of the outer conduc- 
tors for easy circuit identification. 
These wires are thin, flexible, and 
light in weight. They.can be in- 
stalled in new construction with- 
out any raceway protection. (See 
Fig. 7.) 

In old construction, they can be 
fished into the walls in the usual 
manner, or stapled to the surface 
of wall board. In plaster walls, 
they can be laid in a shallow 
groove and covered with plaster. 


Outdoor use 


For outdoor use, either over- 
head or for burying in the ground, 
an outdoor wire is available in a 
three-conductor construction suit- 
able for Class 2 signal and con- 
trol circuits. 

When used overhead, this wire 
must be supported by a suitable 
messenger wire. For use under- 
ground, care must be taken to 
prevent mechanical injury to the 
insulation. 

This wire, which has 3/64-inch- 
thick insulation, also has the rib- 








—= 
(Patented) 
Use FAST® LOK adjustable 
BAR-HANGERS with"*SNAP-ON” Stud 
MANPOWER — requires less 


£S installation time. 

sAve> MATERIAL—one type for 
all purposes. Eliminates 
inventory of assorted sizes 
and shapes of rigid Bar- 
Hangers required for various 
depths and widths. 


Now also jlable with a shall 
“SNAP-ON” BUTTON—accomodates 
any type wiring device! 


Write for our New Bulletin FL-3. This 
Bulletin also introduces 3 New TIME- 
SAVING items. 





The FAsT-[oK MFG. CO 


e 


Sales Representatives 
L. MORRIS LANDERS CO. HARRY A. MILLER CO. 
624 Spring St., N.W 1925 Cedar Springs 
Atlanta 3, Ga Room 205, Dallas 1, Texas 
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Framed in by 2x4’s, this Belt-Air Fan was quickly installed 
in an outside wall for a very satisfactory ventilating job. 


SIMPLE TO INSTALL! 


— And Always In Demand 


Left, “Buffalo” 
Type “L” Breezo 
Fan, a_ sturdy 
“package” 
haust unit. 


ex- 


“Buffalo” BELT-AIR FANS are 
always good sellers. Their square 
flanged 


knockouts means fast, cheap in- 


panel with pressed 
stallation, as shown above. Rug- 
ged construction § throughout, 

too, means long life on the job. 

24” to 48” sizes up to 19,000 

efm., free air delivery. 

“Buffalo” TYPE “L” BREEZO FANS give all the advantages 
of long life, easy servicing and simple installation of the 
Belt-Air—plus the convenience of 


the package unit. Fully assembled 


J + ehas® 

ent ee 

\ for Ss 
rr 


ready to install in exhausting from 
hoods and vats. 


from moisture. 


Motor is isolated 
12” to 36” sizes, 
up to 7300 cfm., at static. 
WRITE FOR BULLETIN 3222-F 


for details on the complete line. 
First For 


COMPANY 


BUFFALO, NEW YORK 


4,” 


BUFFALO ‘| 


210 MORTIMER STREET 





falings | 


BREEZO FANS 
E BLOWERS 


BELTED VENT SETS 
BELT-AIR FANS 
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ELECTRIC RADIANT CEILING CABLES 


Specify! 


$0, EASY TO 


$0, EASY TO 


Satisfy! 





“It’s so easy to specify accurately Ceil Heat 


installations to assure warmth in coldest 
weather. ‘Proof-of-the-puddin’ was during 
a near zero cold spell when | checked 

50 users—all 50 had warm-cozy homes— 
complete satisfaction!" 


J. B. Carson 
Kingsport Electric Co., 
Kingsport, Tenn. 


NOW everyone can enjoy better living through Ceil Heat, the 


revolutionary electrical ceiling 
radiant heat—like the healthful 


cables that provide invisible 
rays of the sun. Yes, Ceil Heat, 


the new standard for cleaner, more comfortable heat—is 


economical for homes in all price ranges! 


THOUSANDS OF USERS™in Ten. 
nessee and adjoining states—homes of 
varying sizes—all say they “wouldn't 
swap Cecil Heat for any other com 
fort in the home!” Compared to con 
ventional heating systems, the com 
bined installation and operation of 
Ceil Heat actually costs less in the 
low-power rate areas—costs very little 
more in most of the high-power-rate 
areas! There's no wasted heat—cach 
room is individually controlled. Ceil 
Heat is the fastest, cheapest and 
simplest way you can build a modern 


heating plant into a house. 


NEW FREEDOM OF DESIGN—Ccil 
Heat makes it easier for architects 
to design more beautiful, more effici 
ent homes by utilizing space formerly 
needed for registers, radiators, pipes, 


furnace, fuel storage, and cellar. 


> 
Cable, thermostats. 


turnished by following distributors: 


EASY TO ESTIMATE * EASY TO IN- 
STALL—Just staple the cable to ceil- 
ing base and cover with plaster or 
Quickly 


local electrical contractor. 


wallboard. installed by aF 
Easy-to- 
follow instruction manuals furnished 
—contain simple tables for all cli- 
matic conditions to calculate heat) 
losses and cable required. Ceil Heat 
is truly easy to specify, easy to esti- 


mate and casy to install! 


TROUBLE-FREE—Ceil Heat is water) 
proof and non-corrosive—won't bliss 
ter paint or paper, or crack plasters 
Nothing to get out of order—no ree 
pairs needed if installed according (oe 
simple directions. Five-year guaran® 
on cable. for FHA 


tee Acceptable 


mortgage financing. 
CEIL HEAT IS THE STANDARD—ia 
: perfected 


solely by Ceil Heat Division of Homes 


radiant ceiling heat . . 


Inc. Sold only through electrical di® 
tributors to approved licensed clee 
trical installers 


staples and all materials for above installations 
HARRIS-PATRICK ELECTRIC 


SUPPLY CO., Nashville, Tenn.; RODEN ELECTRICAL SUPPLY CO., 


Knorvitle, Tenn.; HAJOCA CORP., Chattanooga, 
WHOLESALERS, INC.. Daiton, Ga.; 
atur, Ala.: 
KINGSPORT ELECTRIC CO., Kingsport, Tenn 


SUPPLY CO. Dec 
Tenn; 


Tenn.; SOUTHERN 
FRAZIER MACHINERY AND 
SOUTHERN SUPPLY CO., Jackson, 
Limited 


FRANCHISE areas available. Write today 


q CEIL HEAT Division, Homes, Inc., Dept. E.S. © 
HEATS =P. O. Box 1167, Knoxville, Tennessee. 


LIKE 


NAME 


FIRM 
CLIP AND Fs oopess 


MAIL TODAY! 4 
Oni'ss gai cineca 


eee 7 


Please send me 
—complete literature on Ceil Heat 


without obligotior 


eee ew ee ow od 


oe | ' 
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‘Panther 


“. Oy 


oo 


THROUGH 


WHOLESALERS 
VAN 


anther ond ‘Dragon 


friction and rubber tapes 





UNIVERSAL PARALLEL 
TAP CONNECTOR 





TO CONNECT TWO WIRES VARYING 
EITHER GREATLY OR SLIGHTLY IN SIZE 
OR TWO OF THE SAME SIZE 


The tightening bolts exert an even pressure 
on both wires regardless of size. The clamping 
surface is large and covers a contact area 
several times greater than the cross-section 
area of the wire themselves. Locking feature 
insures a permanent connection. 


° WRITE FOR CATALOG 5LC Ad 


KRUEGER & HUDEPOHL 


VINE A HIR ES* NCINNATI2 410 





bed conductor for identification. 

These basic components are all 
that are required to install this 
system. (Fig. 8 shows a typical 
connection diagram for those com- 
ponents. Fig. 9 illustrates the wir- 
ing of a master switch.) 

A later article will discuss how 
these components can be applied 
to a specific house, what the 
materials required for such an in- 
stallation will be, and a discussion 
on comparative costs. It will also 
include some of the commercial 
and industrial applications for 
this system. 


Care of equipment 
(Continued from page 21) 


be restored until the electrical 
fault or other defect is corrected. 

Portable equipment: It is recog- 
nized that portable equipment 
should be used only where neces- 


_ Sary, inasmuch as electrical con- 


nections to such equipment by 
means of the best available type 
of extra hard-usage rubber-cover- 


_ed flexible cord present a less safe 


construction than devices 
nected to supply lines 
threaded rigid conduit. 

The flexible cord connecting to 
portable equipment should be fre- 
quently inspected and replaced 
when necessary. Terminal con- 
nections to the cord must be prop- 
erly made and maintained. 

Safe use also depends on the 
maintenance of insulation at cur- 
rent-carrying parts of the plug 
and receptacle. 

These devices should, therefore, 
not be used where the insulation 
may be impaired by moisture, 
dirt, or other foreign material. 

Good housekeeping: Good 
housekeeping will contribute 
greatly to the safe and efficient 
operation of electrical equipment 
for use in hazardous locations. 

Inasmuch as it is not good prac- 
tice to allow combustible dust to 
accumulate on equipment or in 
buildings, electrical equipment 
should be kept clean, particularly 
when installed in Class II hazard- 
ous locations. 

In painting the exterior of cas- 
ings or housings, care should be 
taken not to obscure the name 
plate or any cautionary or infor- 
mative statements on the enclo- 
sure. 


con- 
using 


Electrical equipment for use in 
hazardous locations is intended 
for use indoors where severe cor- 
rosive conditions are not likely to 
be present. 


Inspection fees 
(Continued from page 25) 


The customer agreed to this. 
The house stood in a neighbor- 
hood of old houses. Neighbors, 
seeing the attractive electrical 
modernization, wanted similar 
work done on their houses. 

Mr. Mano finds personal soli- 
citation of work profitable, espe- 
cially among negro home owners. 
Many of them have good jobs and 
can afford to spend money for 
better wiring in their homes. 

Wherever the Jolen sign ap- 
pears on a repair or new wiring 
job in a negro neighborhood, oth- 
er jobs often follow. 

Mr. Mano finds that it is best 
to nail his sign on a tree, when 
possible. It can be seen to better 
advantage when nailed to a tree, 
a little above eye-level. He never 
does a job without hanging up 











SPECIFY THESE TIME-TESTED LINES 
WHEN YOU ORDER FROM YOUR 
LOCAL ELECTRICAL DISTRIBUTOR 


AMPLEX 


CORPORATION 


A complete line Swivelite accent lighting 
and lamps, specializing on pure silver re- 
flector lamps. 


COMMERCIAL 


ENCLOSED FUSE CO. 


A complete line cartridge fuses and pyrex 
(not glass) plug fuses. 


NEWART 


MANUFACTURING CO. 
A complete line steel outlet & switch 
boxes, box covers, bar hangers, box as- 
semblies. 














RELIANCE 


MOLDED PLASTICS CO. Inc. 
A complete line brown & Ivory wall plates 
—with the standard design. 





Sold Thru Wholesalers Only 


JULES J. DREYFUSS’ SONS 


ELECTRICAL FACTORY REPRESENTATIVE 

324 PETERS ST., S.W.| 1820 N.W. FIRST AVE 

ATLANTA 3, GEORGIA| MIAMI 36, FLORIDA 
MAIN 6886 PHONE 2-6736 
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American Blower Model C Ventura Attic Fan. 8 sizes, 
capacities from 4300 to 21,500 cfm, free delivery. 


REPUTATION SELLS 


Your reputation as a reliable source of supply for venti- 
lating equipment depends on the reputation of the 
products you sell, too. 

That’s why selling American Blower Ventilating Equip- 
ment is a sure way to build your business. 

American Blower products are nationally recognized 
for their uniformly high quality, reasonable price, easy 
installation and accurate ratings. 

You have a reputation to protect in your community 
and you also want to build up your future profits, so 
why not sell American Blower Air Handling Equipment? 
Ask the nearest American Blower Branch Office for 
data. 


AMERICAN BLOWER CORPORATION, DETROIT 32, MICH. 
CANADIAN SIROCCO COMPANY, LTD., WINDSOR, ONTARIO 


Division of Amenican Rapuator & Standard Saritary conroration 


Sell quality! 


AMERICAN BLOWER 


Air Handling Equipment 





w 


Aeropel Kitchen Fan 
Exhausts kitchen 


Model A Ventura Fans 
—Smartly styled. 


Packaged Ventura 
Attic Fan—Built for 


heat, smoke and 
smell. Keeps kitchens 
fresh. Winner of two 
Fine Arts Awards for 
beauty and utility in 
the home. 





No exposed wiring. 
Smooth, easy-to- 
clean surfaces. Built 
in capacities from 
1000 to 9700 cfm, 
free delivery. 12 sizes. 
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vertical operation in 
low bridge attics. 
Only 10 easy steps 
to install. Ratings 
are Certified. A real 
profit maker. 








Fins KAOLITE 
WALL BRACKETS COMPLETE WITH GLASS 


UNSURPASSED QUALITY AT COMPETITIVE PRICES 


Smooth, white, sanitary, easy-to-clean, fine electrical porce- 
lain, made in Paulding’s own pottery. Modern design, quality” 
features and dependable performance make these fixtures out« 
standing values at competitive prices. All four have convenience 
outlets. All are wired and equipped with mounting straps ready 
for installation. All are approved by Underwriters’ Laborag 
tories. : 


PAULDING ELECTRICAL PORCELAIN 


Standard since 1911 — is approved by architects and recome 
mended by contractors and engineers. Specify it for Schools, 
Hospitals, Hotels, Homes, Restaurants, Institutions, Industrial, 
Commercial, Government and Municipal establishments. 


SPECIFICATIONS AND RATING 


All models fit 314” or 4’ or Gem X outlet boxes. The bases 
of 1795 and 1805 measure 514” x 5”. Those of 1715 and 1775 
measure 6" x 454”. Copper screw shells are cadmium plated. 
Convenience outlets equipped with double-wipe contacts. Rat- 
ing: Pull Chain: 250W-250V; Keyless: 660W-250V; Outlet: 
15A-125V or 10A-250V. 





{ 1775, 1715, 1795, 1805 — Pull Chain with Convenience Outlet 
MODELS 1776, 1716, 1796, 1806 — Keyless with Convenience Outlet 
AVAILABLE 1777, 1717, 1797, 1807 — Pull Chain no Outlet 
1778, 1718, 1798, 1808 — Keyless no Outlet 
750, 805 — Pull Chein Replacement Socket 








Write us direct for prices or see Paulding’s Line in 
SWEET’S Architectural File 


JOHN. 1. PAULDING, INC. 
NEW BEDFORD, MASSACHUSETTS y ko Sxd = 





his sign, where it usually remains 
until the day after the job is fin- 
ished. 

The card index of names, con- 
sisting of customers who have ac- 
cepted wiring inspection, is used 
consistently by Mr. Mano and his 
office assistant. Several times a 
year the customers are called on 
the telephone and asked if their 
wiring systems are completely 
satisfactory. 

The list is also used for direct- 
mail advertising. This supports 














ALL TYPES 
UPTOFIVE 
GANG - IN 
ATLANTA 
STOCK 


Satin, polished 
and chrome plat- 
ed finishes. 


AV AILABLE 
NOW 


through your wholesaler 
W. J. MILNER AND CO. 
602 Marietta St., N. W 
Atlanta, Ga. 
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newspaper advertising and direct 
solicitation, aimed at making peo- 
ple want better light in their 
homes, garages, and home 
grounds. 

The slogan, “We make it light 
for you,” is used on all advertis- 
ing and on the signs hung at the 
job. 

Mr. Mano is keeping his crew 
busy now with the moderniza- 
tion of wiring systems, developing 
from vigorous promotion of his 
flat fee for inspection service. 

Sometimes the customers’ bills 
are so large that credit is needed. 
Then customers are permitted to 
pay what they owe on monthly 
terms. 

The owner finances himself, 
and the customers come to the 
store to pay the bills. 

“I tell the new customers that 
we don’t have collectors,” Mano 
related. “We check credit care- 
fully, of course. By being cau- 
tious in extending credit, we’ve 
lost only one-tenth of one per cent 
the past year in bad debts. 

“A world of colored customers 
are having us do work for them 
on this easy-credit basis.” 

Mr. Mano had an immediate 
answer when he was asked why 
he was devoting so much atten- 
tion now to repair work. 

“I’m looking ahead. There will 
be growing shortages of materials 
and merchandise. The electrical 
contractor who can make money 
on repairs is going to have a good 
way to keep his men busy and his 
profits up. 

“A few repairs here and there 
don’t pay any contractor. But 
when he builds up the volume 
with a trained crew that can 


handle the work and also do a 
little selling, he’ll find, as I have, 
that repairs on home-wiring sys- 
tems are profitable. He’ll also be- 
come convinced that a contractor 
can make profit on labor. 

“Even on our flat-fee inspection 
jobs at $6.75, we make our real 
profit on the labor that makes 
the extra repairs.” 

Mano cited a final advantage in 
having on file those 500 names 
of customers who are completely 











NON-METALLIC — BX. 
& GROUND WIRE 
MEME 


SERVICE ENTRANCE CAP 
EEE ST 
Sold Thru 


Your Local Wholesaler 





ATLANTIC CONDUIT 
FITTINGS CO, 
BOSTON, MASS. 


Southern Representative 


Hopper & McCoy 
454 Marietta St., N. W. 
Atlanta 3, Georgia 











Compare for Price — for Quality - 
for Service, and You'll Choose 


NATURLITE Fluorescent Fixtures 


Reg. U.S. PAT. OFF 


1035 Firestone Bivd., Memphis, Tenn. 


Southern Representatives: 


@cC. K. Ramond 
301 Bellaire Drive 
New Orleans, La. 


@ Bob Kuzell 


@ Still Delivering on Prompt Schedule 
@ Write Today for illustrated Catalog No. 51 


LIGHT & POWER UTILITIES CORPORATION 


175 5th Ave., New York 10, N. Y. 


639 Whitehall St.,N.W. 
Atlanta, Go. 





your copies. 


@ R. Marion Picard 











Charlotte, N. C 


ELECTRICAL 
Box 2523 806 Peachtree St., N. E. 


Handbooks of Adequate Wiring 


Two valuable booklets avail- 
able with Electrical South. 


“Handbook of Residential Wiring 
“Handbook of Farmstead Wiring Design” 
marizing the latest authorative information on ade- 
quate wiring systems, may be obtained with a three- 
year subscription to Electrical South at the special 
price of $2.50 for a limited time. Send name, ad- 
dress, and remittance at once to make sure of getting 


Design” and 
sum- 


SOUTH 
Atlanta 5, Ga. 
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Nowadays everyone's concerned about the way things will shape 
up a couple of years hence. There's one thing of which everyone 
can be certain. Perfect-Line will constantly strive to make 
prompt deliveries of quality wiring devices, lighting equipment 
and ventilating fans available to its cust s at the best prices 
possible. Our past proves it. Our present emphasizes it and, to 
be perfectly honest about it, our future depends on it. 


WE APPRECIATE YOUR BUSINESS 


PERFECT-LINE 


MANUFACTURING CORP. 
HICKSVILLE, L. I., N. Y. 
Sales Representatives 


..¥, peeneaes EDWARD W. FISHBURNE 
Atla Ga. Greensboro, N. C. 


HUTSON ‘COLCOCK ROBERT W. FISHBURNE 
New Orleans, La. Richmond, Va 





WIRING DEVICES - LIGHTING EQUIPMENT - VENTILATING FANS 





DIXISTEEL 
HOT-DIP GALVANIZED 
GROUND RODS 








The finishing touch 
to a first-class job 


THE MARK of a good electrical job well 
done isa DrxisTEEL Galvanized Ground Rod. 
Sharp-pointed for easy driving . . . hot- 
dip galvanized for positive protection 
against rust, %”x8’ size carried in stock. 
Other sizes available. 
Write or telephone collect for prices. 


Atlantic Steel Company 








x TEE 





ATLANTA, GEORGIA 











Immediate Delivery . . . Now 
on efifTy -LOCK 
Adjustable BAR HANGERS 
ee 


Exclusive Features 


For both old 
and new work. 
Nail starters. 
No nuts to 
tighten. No 
beams to notch. 





Two Sizes 
12” to 18” 
18” to 24” 











Jiffy Lock snaps 
box securely in- 
to desired posi- 
tion. 


ORDER NOW! 








Also ask for Bulletin ES Describing 
Green Dot Box Protectors 
Box Supports 
Wire Slip Sticks 


Snap-in Blanks 
Hole Cutters 
Selder Dippers 


ChydeW Lint °° ss 
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~ y wires and screw on “Wire-Nyts.” 

t’s alll Makes wire joints twice as easy — 
much faster — when running circuits, hanging 
fixtures, making change-overs. Average cost 
lc per ‘joint! Safe for a lifetime — can’t pull 

or shake loose. Bakelite shell keeps wire 
ends covered. For all wires from 2 io. 18 
up to 3 a 0. 

Sold throwgh | Getribeters. 


“IDEAL "INDUSTRIES, lec. 
MAIL 1017 Park Ave., Sycamere, Il. 
fetelii te), FREE SAMPLES ...Send free sample IDEAL 
“Wire-Nuts” 
TODAY FOR \)*" 
FREE a iceniilaiiiig 
SAMPLE ADDRESS 
re ZONE___STATE 
ee ee 
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sold on safe, efficient wiring: 

He is often called in to install 
electrical appliances. Customers 
want to be sure that their new ap- 
pliances are installed on circuits 
that are not overloaded. 

Many of them never thought 
much about an overloaded circuit 
until the Jolen Electric Company 
made their safety inspection at 
the home and the electrician 
warned about an overload. 


Electrical flexibility 
(Continued from page 23) 


of power costs vs. tube replace- 
ment costs. Power for Esso’s re- 
finery installation is purchased in 
large quantities from an adjacent 
utility plant and carried over 
Esso’s own electrical distribution 
system. Hence power costs are 
low. 

On the other hand, if fluore- 
scent tubes are turned off and on 
frequently, their life decreases 
considerably. It was found that 
tube replacement costs would be 
higher than additional wattage 





ALWAYS SPECIFY THE BEST 


WHITER THAN WHITE 


ABOL Ai 


@ industrial 
®- Commercial Floodlighting 


© Pump Island Installations 


‘The JONES METAL PRODUCTS CO. 


WEST LAFAYETTE, OHIO 


y through Electrical Wholesalers 





Provides absolute protection agains! 
abrasion of cable insulation and accidental 
grounds. Available in sizes ‘n”"—6" incl. 





consumed by letting the lamps 
burn all day. 

To complete flexibility require- 
ments, wiring for telephones and 
outlets for office machines like- 
wise had to be adaptable to 
change. This was accomplished 
through the use of a cellular steel 
flooring system. 

One duct in the floor is used 
for branch circuits (120/128 
volts), and the other duct is used 
for telephone and_low-tension 
(signal) wiring. 

Underfloor wiring will not in- 
terfere with the movement of par- 
titions, and new outlets can be in- 
stalled and old ones closed with- 
jin a short period of time. The 
cross headers were located so as 
to be readily accessible to any of 
the possible changed layouts. 


Electric distribution system 


The internal electric distribu- 
rtion system also made use of 
\feeder-type busways instead of 
the usual conduits and wiring. 
Power is obtained from the refin- 
ery’s primary distribution system 
at 2,400 volts, 3-phase, 60-cycles. 

From the terminal point one 
feeder carries power to two 300- 
h.p. compressor motors. A sec- 
ond feeder carries power to a unit 
substation, where a_ three-phase 
dry-type transformer steps down 
the voltage to 460 volts for dis- 
tribution through the building. 

From the first floor transform- 
er room two busways carry power 
through the building. One goes 
through the north riser shaft to 
the fan room on the roof, and a 
second goes up through the south 
riser to the fan room. 

Fans, elevators, and other 
equipment use 460 volts. Voltage 
is reduced to 120-128 volts by dry- 
type transformers for lighting, of- 
fice outlets, and miscellaneous 
power. 

A distribution system using 
busways proved to be more eco- 
nomical than conduits and wiring. 
The busways are easier to install 
and require less maintenance than 
conduits and wiring, and less 
auxiliary equipment is needed. 

It is estimated that a saving of 
15 per cent was effected by using 
busways. 

Another feature of the busways 
particularly in keeping with the 
design of the Baton Rouge build- 


ing was the ease with which exist- 
ing loads could be relocated if ne- 
cessary. 

Take-offs can be readily made, 
and in the event of a major 
change, the busways can be dis- 
mantled and re-installed with al- 
most complete re-use of material. 

Lathrop Douglass was architect 
for the building with Carson & 
Lundin, associate architects. Guy 
B. Panero, Engineers, served as 
mechanical. engineers, and Stro- 
bel & Salzman, structural engi- 


‘neers. John W. Harris Associates, 


Inc., was in charge of construc- 
tion. 











“Opening in sale department of Southern 
Atlanta 


Area, and for Memphis, Little Rock, Nash- 
ville Area, Salary, Traveling expense, and 


Manufacturer for Metropolitan 


Commission to sell to Electrical Wholesal- 
ers. Also sales promotion with Utility Engi- 
neers, consulting, Electrical Engineers and 
Electrical Contractors.” 
details to Box 651, 
Peachtree St. N. E., 


Write giving full 
Electrical South, 806 
Atlanta, Georgia. 














ELECTRICAL ENGINEERS 


Graduate, with five to ten years experience 
in design of steam and hydro-electric power 
plants and high voltage substations. Ex- 
cellent opportunity with large consulting 
firm in New York for Engineer with satis- 
factory qualifications. Please send resume 
of experience and summary of personal 
data to Box 650 ELECTRICAL SOUTH, 
806 Peachtree St. N. E. Atianta 5, Georgia. 

















600 Voit Electric Utility Wire, 3300 feet to reel, 
2 Conductor #14 Gauge, Black Mica, Braided 
Cover, Heavy Rubber Insulated, 7 strand tinned 
Copper. Irreplaceable today’s market. U 

Gov't sepegoprnent cost $250.00 per reel. Our 
price F.O.B., N $66.00 per 3300 + reel 
Wire funds to Chase National Bank, Y 
Payable against R. R. or truck bill of toding 
or certifies invoice for your purchase! Immediate 
shipment ZINC TRADING COMPANY, 244 
Riverside Drive, New York, 25, N.Y. MO 6-3438 














STA-BRITE SETS THE PACE 
* IN THE SOUTH * 


If it’s fluorescent 


MAKE IT SLIMLINE 
STA-BRITE FLUORESCENT MFG. CO 
325 NW 22nd Lane, Miami, Fla 
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Household and Commercial Appliances Radio Television 





ent? 
fp ware 


AT THE TURN 


WATER SYSTEMS “MONTH”—The electrification of farm 
and rural homes depends so completely upon the availability IN THIS ISSUE: 
of automatic running water that dealers with rural trade will 
find it advantageous to concentrate sales efforts on water 


systems during May and June (See pages 74 and 86-B.) Door-Opener to Rural Sales .... 


Appliance Production Prospects 


When Salesmen Run the Store 





Speed Your Electric Kange 


Servicing with this 


new Pocket Guide/ 


Range unit replacement business may loom large in the 
months ahead—and here’s just the item you need to make 
your service and replacement jobs a cinch to handle... 
a free pocket-size index that gives on-the-spot answers to 
service problems! 
To use it, here’s all a serviceman does: 
1. Measures I.D. of opening with the guide. 
2. This automatically moves arrow to proper setting. 
3. Reads off size and type of adapter pan required. 
© more confusion from mistakes in pan sizes and types! 
he TK Pocket Guide will prove to be your servicemen’ s 
est friend. 
t’s just one of the many sales aids Tuttle & Kift supplies 
make your replacement business more profitable. In 
view of current conditions, your 
biggest business may soon be 
coming from replacement units 
. .. and your biggest demand 
will be for TK Units. That's 
because most range manufac- 
turers standardize on TK Units 
as original equipment. 





TK Monotubes give “new range” performance to old 
ranges, are quick and easy to install. And—they’re easy 
to sell because women like these exclusive features: 

* “Swivel action” permits the heating coil to be raised, 
to stay up by itself. The TK Monotube is the easiest 
cleaned unit ever made. 

* Fast, uniform heat . . . the broad, flat coil provides up 
to 32.8 per cent more contact with cooking utensils 

. has no “hot spots” or “cold spots’. . 
switch positions to remember. 

* Concealed, protected wiring. 


- no special 


When you write for your free TK Pocket 
Guide, also ask for a copy of our brand- 
new Replacement Unit Catalog No. 5. It 
contains complete information on TK 
Monotubes and TK Water Heater Units 

. gives directions for installation. Start 
now to build more business for your Service 
Department ! 


1823 N. MONITOR AVE., CHICAGO 39, ILLINOIS 
A SUBSIDIARY OF FERRO ENAMEL CORPORATION 


imewmrte contaot + SWITCHES & SELECTORS « water wearer untts + FLATIRON UNITS + INDUSTRIAL UNITS 


Se a I ali eaa as as 
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POWER IN PERFORMANCE! TENTH 
Sen Sg NEW ZENITH SUPER 


TRANS-OCEANIC 


—world’s finest, most power- 
ful radio, it’s in a class by 
itself! Designed to perform 
under the most difficult con- 
ditions .. . virtually any- 
where, ANYTIME! 


 @7-BAND WORLD-WIDE  @ COMPLETELY 
RECEPTION HUMIDITY-PROOFED | N 


























@ WEATHER and MARINE @ PLAYS on TRAINS, 
COVERAGE PLANES end SHIPS 


MODEL "401"  ——s- THE UNIVERSAL 
Built to OUTPERFORM any Plays even where other 
other portable in its price portables fail! Tip-Top dial 


class! DialSpeaker design © is easy to read. Black or 
forbettertone.Maroonor Brown leather-grained 
Gray. AC, DC or Battery. case. AC, DC, or Battery. 


POWER IN PROMOTION! 
- Display material... promotion ma- 
terial that’s really SALES-PACKED! 


New 3-piece portable display that’s 
EFFECTIVE FOR FULL LINE... OR IN- 


> DIVIDUAL usage. Dealer Promotioe 
WSs. : Kit... contains every- i 
<= thing for a record- 
eat : breaking Portable N 
~) \ RA Year! Streamers, stuff- 
t Wa : ‘ sh v} 


ers, hard-selling 


POWER IN ADVERTISING! 


National ad-campaiga 

KICKS-OFF a sales drive in 

your own neighborhood. 

The bres eee 
inp 


ZENITH RADIO CORPORATION, CHICAGO, 39 
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MORE SOUTHERN 
RURAL FAMILIES READ 
FARM & RANCH- 
SOUTHERN AGRICULTURIST 
THAN ANY 


OTHER MAGAZINE and 
mote DUYOI'S 


CIRCULATION GUARANTEE 
YOUR DIRECT LINE TO MORE 1,290,000 


BUSINESS IN THE ELECTRIFIED souTH — Advertising in Farm & Ranch- 
Since 1940 there has been a 527% gain in Southern Agriculturist oa 


seca eo aes ag seth 
double ye age ns eh pone oe e Reaches more Southern families than any general 


more electrified farm homes among Farm & magazine . . 


Ranch-Southern Agriculturist subscribers p 
than the total circulation in the South of Sere Seether hememehes than any women's 


any national magazine. magazine . . 

Farm & Ranch-Southern Agriculturist is More Southern farms and ranches than any other 

your highline approach to more than a mil- farm magazine. 

lion modern, able-to-buy farm and ranch . - A : ‘ : 
families in this vast market! Circulation leadership...plus circulation quality... 


plus editorial influence...adds up to the BEST AD- 
VERTISING RESULTS! Write, wire or phone for the 
number of Farm & Ranch-Southern Agriculturist sub- 
scribers in any Southern or Southwestern county. Com- 
pare these figures with those of the second farm pub- 
lication—and you'll be convinced! 





New York 17 Atlanta 3 Los Angeles 17 
122 E. 42nd St 410 Forsyth Bldg Simpson-Reilly, Ltd 
1709 W. 8th St 


Farm and Ranch MUrray Hill 5-6815 Lamar 8811 DUnkirk 8-1179 


Publishing Co 
318 Murfreesboro Roc 


Nashville 10, Tene 


San Francisco 3 
Simpson-Reilly, Ltd 
703 Morket St 
elephone: 42-5511 Yearborn 27-5187 ver Douglas 2-4994 
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ro - something new’—And what a 
beauty! This modern, automatic pop-up 
toaster of 1951 has style appeal all 
its own. How easily and uniformly 
it delivers tasty toast today! 


See 


- « « something old’’—This turnover 
toaster of 1921 more than pleased 
a the brides of that day. And many a 
groom got a good morning’s start with 
fresh toast from this well made, effi- 
cient appliance. 


Dominion Mppliances 


re 


HAVE THRILLED BRIDES FOR THIRTY YEARS 


Yes, for thirty years bridal eyes have lighted up at the sight of Dominion 
Appliances—shining examples of home convenience. Many homes— 
through many years — have enjoyed the faithful, efficient performance 
of these household helpers. 

More distributors and more dealers than ever before have had a share 
in selling these 25,000,000 appliances for this ever-growing, never-ending 
market. And, after three decades, the Dominion story is stronger than 
ever and surprisingly simple— Dominion appliances rate with the best 
yet sell for less. 


Available through reputable distributors across the nation 


DOMINION ELECTRIC CORPORATION — MANSFIELD, OHIO 
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You can depend on 
YEAR-ROUND SALES, 


when you give Regina 


YEAR-ROUND PROMOTION /, 
DISPLAYS, SELLING EFFORT! 


7 


ADVERTISE- CAPITALIZE 
the extensive national campaign on 
AMERICA’S NO. 1 
POLISHER ano SCRUBBER 


Complete for polishing 
scrubbing, buffing 


$6450 


from coast to coast 


SANDING, EDGING AND RECONDITIONING EQUIPMENT ALSO AVAILABLE 
Also producers of Industrial Twin-Brush Floor Machines 


THE REGINA CORPORATION, Rahway 35, New Jersey 


Please send: Name and address of distributor 
for my territory (] Regina Polisher dealer helps 0 


CiTY AND Z0NE 


Whatever you're selling—you're no be 
JOBBERS ter than the line you're handlin 5 
find MURRAY the most satisfyin ucted, the 
fastest moving line i ‘an business. Try MURRAY. It's the 


line that counts. 
MURRAY 24” 
Window Fan 


Most versaile fan made. 
Especially J designed for 
apartment offices and 
smaller 

weight — eXsily portable 


Removable guard-screen to protect 
tiny fingers — PATENTED, diefo 
balanced blades—economical, quiet, 2-spé@d operation. Ivory and 


dynamically 


stainless steel. Available in 20" direct or 24° Ngelt driven sizes. 


MURRAY 
Horitontal 


Flat-asfa-flounder, hor- 


s unconditional 
. Sizes 24” with Y hp. 
motor to 48" and > hp. 
Housing heavy-guage steel ame “seamless, die-formed 
tubing.” Torrington, PATE perfectly balanced blades — 
sealed ball bearings with 


—discharge package uni 


A few=territories open 
For full details, prices and 
Write to H.C. Biglin Company 


THE DEPT. B-6 


CO. of TEXAS Inc. 


He BIGLIN 


RAIS STNW 
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2004—Air Conditioning Equipment. New Bulletin No. 
3158-B, “Central Air Conditioning Equipment,” contains com- 
prehensive information on this type of equipment along with 
charts, specifications, and maintenance instructions. The bulle- 
tin has been released by Buffalo Forge Co., P. O. Box 985, 
Buffalo 5, N. Y. 


2010—Water Heaters. An illustrated folder describing Bell 
Water Heaters and the ten-year guarantee and warranty is avail- 
able from Adacar Mfg. Co., Napier Field, Dothan, Ala. 


2012—Room and Unit Heaters. Electromode Corp., 45 
Crouch St., Rochester 3, N. Y., has announced two new cata- 
logs, each of which contains descriptions, complete specifica- 
tions, illustrations of the units, and shows typical installations, 
as well as other helpful information concerning heatin oe 
tricity. Catalog EC-62 is the industrial catalog, and No. EC-6 
is the domestic catalog. 


2014—Hot Water Heaters. Informative and well-illustrated 
data are available from M. M. Hedges Manufacturing Co., Inc., 
Chattanooga, Tenn., on their line of Mertland Automatic 
water heaters. 


2018—Electric Fans. A 28-page, profusely illustrated booklet 
describes in complete detail, this company’s line of fans. 
Booklet available from Emerson Electric Manufacturing Co., 
81st and Florissant Ave., St. Louis 21, Mo. 


2022—Window and Attic Fans. A four-page catalog piece 
+ wy mang | illustrated and containing descriptive information on 
0 


the new low cost “all in one — window and attic fans 
has just been released by the Viking Air Conditioning Corp., 
5601 Walworth Ave., Cleveland 2, Ohio. Illustrations of auto- 
matic ceiling shutter and automatic electric timer are included. 


2024—Electric Water Heaters. New specification sheets are 
now available for a full line of cylinder and table top models. 
featuring the Water Hotter, from the White Products Corp.. 
Middleville, Mich. 


2028—Fans. Catalogs Nos. 863 and 864, just issued by Chel- 
sea Fan & Blower Co., Inc., 639 South Ave., Plainfield, 
N. J., include descriptive copy, specifications, dimensions, photo- 
graphs, etc., of a full line of fans for residential, commercial. 
and industrial uses. These catalogs include information on 





17 types of ventilating and comfort cooling equipment varying 
in size from 12 inches to 60 inches. 


2030—Electric Fans & Drills. Signal’s complete line is show. 
in a new catalog just off the press, featuring a wide variety of 
desk, pedestal, exhaust, and vent fans. Literature on drills, tele 
phic equipment, and motors is also available from the Signa! 
lectric Mfg. Co., Menominee, Mich. 


2034—Electric Flat Irons. Full information on Americas 
Beauty Electric Flat Irons in a weight, a shape, a size for house 
hold, as well as every industrial and manufacturing use, is avail 
able in literature from the American Electrical Heater Com 
pany, 6110 Case Ave., Detroit 2, Mich. 


2038—Murray Ventilating Fans. A set of specification sheet: 
is available describing the Murray line of fans, including 20 ane 
24 inch window fans and vertical and horizontal ventilating fans 
H. C. Biglin Co., Inc., 177 Harris St., NW, Atlanta 3, Ga., » 
exclusive sales agent for the line which is manufactured by 
Murray Co. of Texas, Inc. 


2040—Electric Blowers and Exhausters. Bulletin 3014-D de 
scribes Types “E”’ and “RE” Buffalo blowers and exhausters 
manufactured by Buffalo Forge Co., P. O. Box 985, Buffalo 5 
N. Y. Characteristics of the blowers, graphs, charts including 7 
capacities and static pressure, and exact dimensions are all con 
tained in the 8-page folder. 


2042—Window Fans. Meier Electric & Machine Co., Inc. 7 
3525 E. Washington St., Indianapolis 7, Ind., have available the 7 
following catalog sheets: Form 2207, which describes and illu 
strates each of their five Nu-air Windofans; Form 2208, de ~ 
scribing and illustrating three three-blade and one four-blade 
Nu-air Quiet Propellers; and Form 2209, which illustrates the © 
Nu-air Windofan No. RW 240 or RW 200. f 


2046—Household Electrical Appliances. Dominion Electrix 
Corp., 120 Elm St., Mansfield, io, offers catalog information” 
and detailed specifications on a complete line of table appliances, ~ 
called “Family Favorites.” ® 


2056—Radiant Heaters. Edwin L. Wiegand Co., 7500 Thomas 
Blvd., Pittsburgh 8, Pa., has prepared a portfolio of Chromalox 
Radiant Heater Application Reports. In addition, the portfolio 
includes catalog sheets and technical data on the Chromalox 
“RAD” heaters. 





ELECTRICAL SOUTH, 
806 Peachtree St., NE 
Atlanta 5, Ga. 


Gentlemen: 


Please send me the bulletins and catalogs indicated. 


(Print Plainly) 
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..-““It was easy to conduct 


a person-to-person canvass 


at all company plants 


and offices” 


ROY A. HUNT 


President, Aluminum Gompany 
of America 


plants and offices. 


national effort.” 


Yes, it is easy to conduct a person-to-person canvass of your 
offices and plants to ascertain who wants to help America 
and build for his or her security by the systematic purchase 
of U. S. Defense Bonds through the Payroll Savings Plan. 
Have you conducted a person-to-person canvass in your 
plant? 


If you haven’t, here are the three easy steps: 


@ Phone, wire or write to Savings Bond Division, 
U. S. Treasury Department, Suite 700, Washington 
Building, Washington, D. C. 


@ Your State Director. U.S. Treasury Department, 
will contact you or the executive you designate to con- 
duct the canvass and tell you exactly how to proceed. 
He will furnish posters, pay envelope stuffers. applica- 
tion blanks and other aids. 





@ All you have to do is to see that every employee in 


“Our employees like the Payroll Savings Plan for U. S. Savings Bonds. It 
was easy, therefore, to conduct a person-to-person canvass at all company 


“I believe every company which promotes the systematic investment in 
U. S. Savings Bonds in this way provides a highly desirable service for its 
employees and at the same time gives practical support to an important 


your company is handed a Payroll Savings Application 
and given an opportunity to make his or her own 
decision. No pressure is needed. 


Simpie as the plan is, it works — to the benefit of employees, 
the company and America. In the last six months approxi- 
mately 4,000 more companies have installed the Payroll 
Savings Plan for their employees. Approximately 600,000 
working men and women have joined the millions of smart 
savers already on the Payroll Savings Plan. In plant after 
plant, employee participation has jumped to 70%, 80% — 
even 90% because, as Mr. Hunt so aptly puts it, “employees 
like the Payroll Savings Plan.” 


Make it easy for your employees to help themselves, their 
Country and their company by the systematic purchase of 
U. S. Savings Bonds — Defense Bonds now. because they 
are an important factor in combating inflation and building 
a stronger America. 


The U. S. Government does not pay for this advertising. The Treasury De- 
P . *-* 7 
partment thanks, for their patriotic donation, the Advertising Council and 


ELECTRICAL SOUTH 
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2058—Exhause Fans. A new Emerson-Electric Exhaust Fan 
catalog, illustrating and describing in detail this line of fans for 
all of buildings, is offered by the Emerson Electric Mfg. 
Co., 8lst and Flurissant Ave., St. Louis 21, Mo. 


2064—Electric Fans. An attractive, 8-page, 62nd Season Cata- 
log of Zephair fans has been made available by the Hunter 
Fan & Ventilating Co., P. O. Box 2858, Memphis 2, Tenn. 
A comprehensive description of this company’s products is giv- 
en, with complete specifications and dimensions. 


2066—Shutters & gy ar A 12-page catalog (No. 46) is 
available from the Elgo Shutter Mfg. Co., 2738 W. War 
ren Ave., Detroit 8, Mich., describing the 17 different types of 
shutte rand dampers manufactured them, and as used in 
cennection with ventilating and air-conditioning installations. 


2070—Zephair Fans. Hunter Fan and Ventilating Co., Inc., 
400 So. Front St., Memphis, Tenn., offers a new 8-page cata- 
log containing detailed information on the Hunter hair 
Fans, for home and industry. 


2072—Reed Unit-Fans. Two new 8 page booklets on unit-fans 
have been published by Reed Unit-Fans, Inc., L001 St. Charles 
Ave., New Orleans 8, La. Material included in these booklets 
covers design, accessories and installation of the Reed window 
and attic fans respectively. 


2078—Sales Helps. A _ variety of sales helps, including Sound 
Slide Colored Training Films, How to Sell Booklets, Consumer 
Pieces, Specification Sheets, Demonstration Kits, Display Cards 
and Promotion Kits for selling and demonstrating General 
Mills Home Appliances—Pressure Quick Saucepan, Tru-Heat 
Iron and Steam Ironing Attachments are available to dealers 
from General Mills, Inc., Home Appliance Dept., 1620 Cen- 
tral Ave., Minneapolis 13, Minn. 


2080—Water Heaters. Information is available about the 


“SEPCO” Electric Water Heater from the Automatic Electric 
Heater Co., Pottstown, Pa. Literature available describes sev- 
eral exclusive features in the “SEPCO” line of round and table 
top heaters. 


2088—Air Circulators. Vornado’s complete line for 1950 pre- 
sented in a four page, three color cata —— (Form 9060 
e 


includes a wide variety of desk, pedestal, tabletop turnabout, an 

turnabout window fans. Also available is a descriptive folder 

on Vornado’s new turnabout casement window fan (Form 9082). 

The O. A. Sutton Corporation, 1812 West Second St., Wichita, 
msas. 


2090—Fan Blade & Baffle Outfit. An illustrated catalog page 
describing their Knock Down Fan Blade & Baffle Outfit has 
been announced as available from S. J. Stewart (Electric), 527-31 
St. Joseph St., New Orleans 12, La. 


2092—Air Circulators and Window Fans—The Complete Line 
of Kisco Floor Model Air Circulators and Portable Window 
Fans for 1951 is -illustrated and described in a series of two- 
color catalog sheets and envclope stuffers available to the trade. 
A Special Sales Manual containing product and sales informa- 
tion is available for use by Dealers handling Kisco Products. 
Kisco Company, Inc., 2400 Dekalb St., St. Louis, Mo. 


2094—Marquette Refrigerators. Informative catalog pages and 
gee are available from Marquette Appliances, Inc., 307 
. Hennepin, Minneapolis, Minnesota. 


2098—Marquette Electric and Gas Water Heaters. Twenty- 
three models assure a water heater for every need. A four-page 
folder explains the features of the Marquette water heater 
and may - secured through Marquette Appliances, Inc., 307 E 
Hennepin, Minneapolis, Minnesota. 


2100—Marquette Electric Ranges. An individual catalog and 
specification sheet is available on each of the four popular 
Marquette range models from Marquette Appiiances, Inc., 307 
E. Hennepin, Minneapolis, Minnesota. 


2102—Marquette Gas Ranges. Five beautiful models coverins 
the entire desires of any housewife featured in color and with 
individual specifications and catalog pages may be secured from 
Marquette Appliances, Inc., 307 East Hennepin, Minneapolis. 
Minnesota. 


2104—Marquette Home Laundry Equipment,—Includes Wash 
ers, Dryers, and Ironers. For well-illustrated catalog pages that 
bring out the features and selling points of this popular priced 
laundry equipment write to Marquette Appliances, Inc., 307 E. 
Hennepin, Minneapolis, Minnesota. 
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2106—Fan and Centrifugal Blowers. Catalog No. 513-B 
Vital specifications 1950-Fresh-Air Maker Fans-Hy Duty Cen 
trifugal Blowers. Attic, Portable, Window, Exhaust fans. Sing]: 
and double inlet blowers. Ventilating Division-Schwitzer-Cum 
mins Co., 1125 Mass. Ave, Indianapolis, Indiana. 


2108—Household Refrigerators, Farm and Home Freezers, 
Electric Ranges. Complete information regarding Coolerator 
space-saver “motor on the back” refrigerators, a revolutionary 
new combination freezer-refrigerator and automatic seven heat 
rong electric ranges. Write Coolerator, Duluth 1, 
innesota. 


2110—Select-A-Range. Landers, Frary & Clark, New Britain, 
Conn. Eight page folder giving full information on Universal's 
revolutionary new Select-A-Range with the Convenience Level 
Oven. [Illustrates various parts of range; six Royal Barry Will: 
kitchens and tells how to install it. 


2112—Oil Heaters. An elaborate colorful 16 page catalog, 
entitled “Nescontrol Heating” describing and illustrating the 
complete Nesco line of Fuel Oil Heaters and Kerosene Heaters, 
is available from the National Enameling and Stamping Com 
pany, 270 N. 12th St., Milwaukee 1, Wis. 


2114—Electric Heutaires. A new, colorful, twelve-page booklet 
from Markel Electric Products, Inc., 145 Seneca St., Buffalo, 

Y., unveils a complete line of wall-attachable, well-recessed, 
and portable heaters. Heetaire models for every room in the 
house and other applications are described 


2116—Replacement Heating Units—For electric water heaters 
Information on the complete line of various wattages, voltages, 
and shapes of water heater units of the Immersion Type can 
be obtained by writing to Tuttle & Kift, Inc., 825 N. Monitor 
Ave., Chicago 39, Illinois. 


2118—Electric Fans—Robbins & Myers, Inc., Springfield, Ohio 
offers an attractive, 20-page illustrated catalog covering out 
standing features, design Setails, and performance ratings of ~ 
R & M domestic, commercial and industrial fans for 1950. 
Special material available covering new 10” and 12” desk fans. 


2120—Everhot Electric Housewares—Colorful literature and 
full information is available showing the complete line of Ever. ~ 
hot Electric Housewares including Roasters and their accessories, 
Roasterettes, Heater and Heater Fans, Rangette and Electnc 
Blankets. ‘This literature lists specifications and is available from 
Swartzbaugh Mfg. Co., 1336 W. Bancroft St., Toledo, Ohio.” 


2122—Surface Heating Units—For electric ranges. Com 
plete information on fitting the famous TK Monotube Elec 
tric Range surface heating units into all types of electric ranges 
can be obtained by requesting the replacement manual from 
Tuttle & Kift, Inc., 1825 N. Monitor Ave., Chicago 39, Illinois = 


2124—Evaporative Air Coolers—Home and commercial. Essick 
Manufacturing Company, 1950 Santa Fe Avenue, Los Angeles” 
21, California, offers its complete line of eighteen models, rang 7 
_ from 1500 CFM one room fan type coolers to 12,500 CFM) 
industrial building coolers. Featured this year is the Revolue 
tionary “Pour-In” type, completely self contained washed aif 
room cooler. Write for further information. 


2126—Attic and Window Fans. A 14-page folder illustrating 
and describing Bar-Brook fans is available from Bar-Brook Mf 
Co., Inc., 6135 Linwood Ave., Shreveport, La. List price a 
suggested net-dealer cost schedules are also included in the folder. 


2128—Trade School. An attractive illustrated bulletin is avail- 
able from the Commercial Trades Institute, 200 So. 20th St., 
Birmingham, Ala. It outlines the courses covering air condi 
tioning, refrigeration, electricity and appliances and shows the 
modern shop and laboratory equipment available to students 

2130—Chromalox Range Units. A 16-page catalog of Chro 
malox Electric Range Units and replacement immersion heaters 
for domestic hot water heaters is available from Edwin L 
Wiegand Co., 7500 Thomas Blvd., Pittsburgh 8, Pa. Designated 
as Bulletin RU-149, the booklet is a comprehensive guide to 
profitable range and water heater modernization business. Proper 
units for ranges and water heaters of all makes are listed in 
tabular form. 


2132—Industrial Fans. Circulators & Devices announces the 
publication of their new, up-to-date 1951] catalog illustrating 
their complete line of ventilating equipment, including Pedestal, 
Wall & Ceiling fans, Attic Fans, Exhaust Fans, new reversible 
window fans, blowers, shutters, etc. Write to Circulators & 
Devices, 128-168-32nd Street, Dept. S. B. Brooklyn 32, New 
York, for vour free copy 
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Southerner named 
“dealer of the year” 


@ Price’s, Norfolk electrical ap- 
pliance store, was awarded a pla- 
que recently as “Electrical Appli- 
ance Store Brand Name Retailer 
of the Year” at the “Salute to the 
American Merchant” luncheon of 
Brand Names Day—1951, in New 
York City, for the store’s leader- 
ship in distributing famous prod- 
uct brands. 

In addition, Davidson and Co., 
Inc., Miami, Fla.; The Radio Cen- 
ter, New Orleans, La.; and Mort 
Farr, Upper Darby, Pa., were pre- 
sented “Certificates of Distinc- 
tion” as the three electrical appli- 
ance store runners-up for top 
honors in Brand Names Founda- 
tion’s third annual “Brand Name 
Retailer of the Year” awards. 

The electrical appliance store 
award winners were four of 66 
retailers honored in 17 categories 
of retailing, selected from more 
than 2,000 nominations originally 
submitted to the Foundation for 
this year’s “Brand Name Retailer 
of the Year” awards. 

The nominations were made by 

brand manufacturers, chambers 
of commerce, advertising clubs, 
newspapers, and radio stations. 
The top winner in each of the 17 
categories was honored as the 
“Brand Name Retailer of the 
Year.” More than 1,200 of the na- 
tion’s business leaders witnessed 
the citations. 
A speech by Director of Price 
Stabilization Michael V. DiSalle 
was a highlight of the luncheon. 
Addresses by the Honorable 
James‘ H. Duff, United States 
Senator from Pennsylvania, and 
Bernard F. Gimbel, president of 
Gimbel Brothers, Inc., four-city 
chain of department stores, fea- 
tured the evening session of 
Brand Names Day. 

“Preserving the Brand-Identity 
System and Advertising in a De- 
fense Economy” was the theme of 
four afternoon work conferences 
attended by sales, advertising, in- 
dustrial, and public relations ex- 
ecutives. 
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INDUSTRY NEWS BRIEFS -— 


GOVERNMENT 


REGULATIONS 


Cc. T. Lawson, right, director of the Brand Names Foundation, and Vice- 


president in charge of Kelvinator sales, congratulates H. B. 


Price, Jr., « 


center, of Norfolk, Va., who was named “electrical retailer of the year” 

by the Foundation. At left is Mort Farr, president of the National Appliance | 

and Radio Dealers Assn., who received a certificate of distinction from the 
Foundation. 


Dealers affected by 
CPR 7 Amendment 


@ BiccEst NEws on the appliance 
front this month was Amendment 
2 to Price Control Regulation 7. 
This amendment brings under 
this regulation most of the prod- 
ucts sold by radio and appliance 
dealers except major appliances. 
Included under the new price 
control regulation are radios, 
phonographs, television sets, re- 
corders, replacement parts and 
accessories, records, small electri- 
cal home appliances, and kitchen 
cabinets, as well as musical in- 
struments, housewares, notions, 
luggage, sporting goods, silver- 
ware, jewelry, watches, and 
clocks. 

The original CPR 7 covered al- 
most all the items commonly sold 
in wearing apparel and _ shoe 
stores, and a large percentage of 
the items sold in furniture and 
department stores. 

For dealers whose volume in 
the items covered by CPR 7 ex- 
ceeds $20,000 annually, the gen- 
eral price freeze will now be sup- 


erseded by the “markup margin” 
type of price control provided by 
CPR 7 as soon as the affected 
dealers can prepare and file their 
pricing charts. (An article begin- 
ning on page 86 of this issue ex- 
plains what dealers must do to 
comply with this order.) 

Retailers of the types of mer- 
chandise covered by CPR 7 must 
prepare charts showing the cost, 
the selling price, and the mark- 
up in effect in their stores for 
each of the items as of March 31, 
1951, the “list date” for the items 
covered in Amendment 2. They 
must file these charts by May 30 
with the District Office of Price 
Stabilization. After May 30, no 
retailer may lawfully sell any 
item covered by the margin type 
control order unless he has filed 
his pricing chart with an OPS 
district office. 


Fair trade pricing 
under OPS regulations 


@ WHOLESALERS and retailers 
whose ceiling prices on specific 
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MORE THAN 


A SIZE 


TO FIT EVER 

EVERY HOME CONSUMERS 

SO EASY DEMAND | NA Leer sug whe 

TO INSTALL LONGER- , yi, 
LASTING mY KNW 


‘ KAA /A/7 
= Rood “t ay 
QUIET fe Bao 
+ -" 


he QUALITY! 4% 


CERTIFIED 
RATINGS 


a 


Sell the fan th@ consumers demand—sell REED! Sales are made 
more easy for y Du <p the fact that REED) long-lasti 

ity has beén § a 

lasting at ‘| mele. ho ew w 

than Ever 2 ——— 

To maké" $4 ‘a ae more easy’ fdr you (more p fits in the A 
run) REED s sell themselves by reason of their good looks, 
powerful aif Gelivery, quietness . . . and trouble-free service. 

REED Quality, like the REED trademark, is known and 
trusted by the consumer. Sell REED quality and make more 
money for yourself. 


Dealerships open in certain localities. Extensive advertising 
cooperation. 


REED UNIT-FANS, INC. 
Department N 


REED UNIT-FANS, Inc. {2-02 


Please send me catalogs, prices 
1001 ST. CHARLES ST., and other information about 
Reed Fans. 
NEW ORLEANS &, LA. wr edhal 
Address__ 
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items under the General Ceiling 
Price Regulation are below prices 
fixed under state fair trade legis- 
lation may apply for permission 
to sell at fair trade price levels 
under certain conditions, the Of- 
fice of Price Stabilization announ- 
ced recently. 

Provisions for such adjustments 
were made in a supplementary re- 
gulation entitled “Adjustment of 
Ceiling Prices of Fair Trade Com- 
modities.” 

Those seeking relief must apply 
to the OPS in Washington show- 
ing that their ceiling prices in- 
volved are below established fair 
trade prices or that they have 
been enjoined by a court from 
selling such items at less than fair 
trade prices. They must also es- 
tablish that the items were sold 
generally during the base period, 
December 19, 1950, to January 25, 
1951, in their locality at prices no 
lower than the fair trade mini- 
mums. 

Where these conditions exist, 
OPS may authorize an adjust- 
ment of the ceiling price to the 
minimum-fair-trade price. 


Manufacturers’ prices 


affected by CPR 22 


@ THE GOVERNMENT'S over-all 
plan for price control begins to 
take shape with the issuance of 
Ceiling Price Regulation 22. This 
is an order of the Office of Price 
Stabilization setting ceiling prices 
for many manufactured products 
at a pre-Korean War base plus 
actual increases in materials costs 
through 1950 (later for some 
goods) and increases in factory 
payroll costs through March 15, 
1951. 

The base period is April 1 
through June 24, 1950, or any one 
of the three preceding calendar 
quarters selected by the manufac- 
turer. The ceiling price is the 
highest base period price of a 
commodity, with adjustments for 
factory payroll and materials cost 
increases. Sales terms, under the 
order, must be wholly consistent 
with base period delivery terms, 
differentials for purchaser classes, 
discounts, premiums, and other 
conditions. 

CPR 22 applies to sales by all 
manufacturers in the U. S., in- 
cluding exporters, except sales at 
retail and sales of commodities 
specifically exempted. Manufac- 
turers having gross sales during 
last fiscal year of less than $250,- 





000 have the option of remaining 
under the General Ceiling Price 
Regulation. The term manufac- 
turer means producer, processor, 
assembler, finisher, printer, or 
fabricator, but it does not mean 
anyone who merely packages, 
labels, markets, or sells commo- 
dities without materially altering 
them. 

The products covered by this 
new order include radios, TV 
sets, refrigerators, washing ma- 
chines, ranges, sewing machines, 
furniture, bedding, housewares, 
office supplies, and a wide range 
of other items. 

In the case of any manufactur- 
ers who may have raised prices 
since the Korean War began 
above what would be justified by 
increases in materials and factory 
payrolls, the effect of this order 
will be to roll the manufacturers’ 
prices back to pre-Korean War 
prices plus an adjustment to take 


* care of the increases in cost of 
| materials and factory payroll that 


have been experienced since the 
Korean War began. On the other 
hand, the order provides relief for 
those manufacturers whose prices 
under the General Ceiling Price 
Regulation are too low to provide 
a fair margin because of increases 
in cost of materials and factory 
payrolls since the Korean War 
began. 

The effective date of CPR 22 
is May 28, 1951. Any increases in 
prices resulting from the order 
will squeeze wholesalers, who are 
still operating under the GCPR. 
It is entirely possible that a mar- 
gin-type of price control, similar 
to CPR 7 for retailers, will be 
issued to cover wholesale opera- 
tions by the time CPR 22 becomes 
effective. 


Effective control 
for materials 


@ BEGINNING witH the third 
quarter of 1951 the channeling of 
materials for defense and defense- 
supporting production and con- 
struction will be aided by the 
“Controlled Materials Plan” 
developed during World War II. 
Under this plan essential produc- 
tion and construction will be pro- 
grammed and essential materials 
made available in a balanced flow. 

With CMP, the National Pro- 
duction Authority will tell pro- 
ducers what the government has 
to have; it will furnish the time- 
table for getting things done; and 


it will give producers the author- 
ity to carry out the program. This 
authority is expressed in terms of 
an authorized production sched- 
ule to obtain and use controlled 
materials and a preference rating 
on other materials and compo- 
nents needed to complete the job. 
The authorization or allotment of 
steel, copper, or aluminum under 
the Controlled Materials Plan is 
not a hunting license; it is a cash- 
ier’s check on the known supply. 

Since the plan covers certain 
civilian-type products as well as 
direct defense needs, the results 
will be a fair distribution of es- 
sential materials among defense, 
defense-supporting, and essential 
civilian production. 


Western Union to 
service television 


@ THe Western Union Tele- 
graph Company has formed West- 
ern Union Services, Inc., a new 
subsidiary, which will install and 
service television receivers. 
Thomas F. McMains, vice-presi- 
dent and assistant to the president 
of Western Union, and president 
of the new subsidiary, revealed 
that arrangements have been 
made with Allen B. Du Mont 
Laboratories, Inc., whereby West- 
ern Union Services, Inc. will be 
authorized to install and service 
Du Mont receivers in Essex, Pas- 
saic, and Union counties in New 
Jersey. 

In making this announcement 
Mr. McMains declared: 

“We believe that with the com- 
ing expansion of television west- 
ward, and the establishment of 
numerous stations all over the 
country serving millions of new 
television home receivers, an even 
greater public need will develop 
for efficient and reliable televi- 
sion receiver servicing. 

“Western Union, backed by its 
experience in the telegraph field, 
which utilizes a wide range of 
ultra-modern electronic devices, 
and conscious of the public’s de- 
mand for dependable service, is 
extending its activities through 
this new subsidiary to include re- 
ceiver installation and mainten- 
ance.” 

It was emphasized by officials 
of both companies that initial op- 
erations would be on a limited 
scale, confined to the three New 
Jersey counties. Experience dur- 
ing’ the initial operating period 
will be the basis for expansion. 


ELECTRICAL SOUTH for MAY, 1951 





WHAT THE 


JOHN R. HURLEY 


President 


THOR CORPORATION 
Chicago SO, Illinois 


FRANCHISE 
MEANS 


Thor 
Spinner Washer 


Thor 
Wringer Washers 


Thor Glediron M. R. (BOB) WILSON 
General Sales Manager 


ELECTRICAL SOUTH for MAY, 1951 








| 


PRODUCT PROMOTION 


| 
| 


How water systems paved the way to a third-of-a-million volume 


Door-opener to rural sales 


r 


“Planning extra services to ap- 
peal to the farmer who wants 
his penny’s worth in every trans- 
action, and backing them up 
with good service is the only 
means of building a successful 
electric-water-system volume.” 


by Robert A. Latimer 


@ SELLING electric water systems 
is mighty important business to 
Robert: Schaeffer, president of 
Home Improvement Company, 
appliance retailers of Cullman, 
Ala. 

The major part of Mr. Schaef- 
fer’s annual $350,000 appliance 
volume stems directly from the 
sale of electric-pump water sys- 
tems to farmers in the area. 

Schaeffer’s huge sales volume 
is at first unbelievable, consider- 
ing the fact that Home Improve- 
ment Company is located in a tiny 
northern Alabama community 
with a population of only 5,074. 

Actually, however, the towns- 
people account for only a small 


percentage of Schaeffer’s annual 
sales. The 19,684 farms within a 
30-mile radius of the city make 
up the majority of his volume. 
“If we were forced to depend 
upon the buying of town residents 
for volume, we would probably 
do only about a fifth as much 
business,” Schaeffer reports. 
“When we started out in 1940, we 
decided that it would be the farm- 
ers who would make up our most 
worth-while market. We have 
concentrated on them ever since.” 
Schaeffer was only 19 years old 
when he founded Home Improve- 
ment Company 10 years ago. To- 
day he is still one of the young- 
est appliance dealers in the state. 


IMPROVEMENT 
oC O-~ 
PHONE.777. 

| CULLMAN, ALA. 


All equipment necessary fer a water-system installation is furnished farmers 
by Home Imprevement Co., Cullman, Ala. This truck is a familiar sight 
on back roads around Cullman. 
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in North Alabama 








“My mother had to countersign 
most of our contracts and orders 
during the first couple of years,” 
he stated. “However, since I was 
dealing primarily with customers 
I had known most of my life, it 
wasn’t difficult to get along.” 

The fact that the Alabama deal- 
er grew up on a farm near Cull- 
man has had much to do with his 
decision to concentrate on the 
farm market. Another important 
element was complete electrifica- 
tion of 9,000 farms in the imme- 
diate area, during the past 10 
years, each an important potential 
appliance prospect. 





Potential market 


“Our county has probably un- 
dergone the most complete REA 
program of any in the South,” 
Schaeffer indicated. “When we 
started out in business in 1940, 
less, than 2,000 homes had com- 
plete electrical service. Now, the 


TOP — Electric water systems are 
given top billing at the front of 
the showroom. CENTER — A com- 
plete display of water systems and 
appliances appears at the Straw- 
berry Festival, held once a year 
in Cullman. Robert Schaeffer, 29- 
year-old owner of the company, is 
shown at the free-ice-water faucet 
sponsored by his company. BOT- 
TOM — Promotional events such 
as cooking schools help fill out a 
well-rounded advertising program. 
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number is brushing 10,000, with 
more scheduled in the areas not 
serviced.” 

To this imposing farm market, 
Home Improvement Company 
sells an average of 150 electric 
water systems per year. Most of 
them are considered springboards 
to complete electrical living for 
the rest of the home. 

“Once the water system is in- 
stalled, we can start right off with 
a cabinet sink, automatic dish- 
washer, drier, refrigerator, home 
freezer, and other home applian- 
ces,” the dealer indicated. 


The first step 


“The all-important step, how- 
ever, is selling that first water 
system. We have found this sale 
invariably represents the first 
step toward as much as $1,200 to 
$1,500 worth of sales per farmer.” 

Schaeffer carries half a dozen 
manufacturers’ electric water sys- 


ee eee 


eee al 


THE PARKER tems. He constantly promotes the 

BANK 6 TRUST (ip fact in advertising, inasmuch as 

Snetlana an electric pump is usually the 

Sey first appliance he sells to a farm- 
er. 

“It isn’t difficult to sell a pump 
once a farmer has electrical sery- 
ice. We constantly educate him 
on the fact that he may use the 
water produced for irrigating 
potato patches, growing tomatoes, 
as well as supplying running wa- 
ter in the home, Schaeffer indi- 
cated. 

“The best way to sell a pump, 
we have found, is to carry a large 
stock. That way, we can offer the 
right pump for each farmer. Not 
every farmer, of course, can make 
use of the same pump. 

“One farm may have deep arte- 
sian wells; another, a shallow 
well. Similarly, one man’s well 

(Continued on page 94) 





TOP — Home Improvement in- 
stalled this typical water system 
with a half-buried tank at a nearby 
farm. CENTER — Home appli- 
ances are easier to sell if a cus- 
tomer is receiving good service 
from a_ Schaeffer-installed water 
system. Mrs. Schaeffer handles 
most of the appliance selling to 
farm women. BOTTOM — Schaef- 
fer’s home economist aids in in- 
structing the farm women on use 
of electrical appliances. 
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ELECTRIC 
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SERVICE 


The present Engle Electric Company store with its night lighting stands out on one 
of Lakeland, Fla.’s, busiest downtown streets. 


ENGLE ORGANIZED ‘FOR SERVICE 


by C. E. Wright 


@ AN ELECTRICAL supply and con- 
tracting business that has been 
built on service is the Engle Elec- 
tric Company, 440 So. Florida St., 
Lakeland, Fla. 

This may sound trite, because 
nearly every successful electrical 
business stresses the service 
theme—in this instance service 
was the foundation of the busi- 
ness. Now, after 20 years, it is 


Walter Engle is always ready to take time out to advise 
his repair men on any difficult job. Having started as a 
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Guide points for newcomers to the service field 


will be found in their 20-year experience 


one of the outstanding firms of its 
kind in Southwest Florida. 

Having come up through the 
service end of the business, Wal- 
ter Engle has always believed that 
service is the cornerstone of suc- 
cess in electrical supply and con- 
tracting. 

“Regardless of how good an ap- 
pliance is,” he says, “if the cus- 
tomer cannot get service he might 


business success. 


just as well have bought a cheap- 
er one. A dealer can be a good 
merchandiser and sell plenty of 
goods. But if these goods are nof 
properly serviced after they aré 
in use, there will be no repeat 
business.” 

The Engle business has 45 emé 
ployees, of whom 10 are employs 
ed exclusively on service. Mr 

(Continued on page 97) 
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service man, he stresses service as the cornerstone of his 
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INDUSTRY REPORTS 


; 


John M. McKibbin 


Vice-President, 
Westinghouse Electric Corporation 


@ America’s 1951 output of such 
consumer goods as electric home 
appliances and television sets 
probably will be about equal to 
1949—the third best year in his- 
tory—members of the Edison 
Electric Institute were told re- 
cently. 

This prediction came from John 
M. McKibbin, vice-president of 
the Westinghouse Electric Corpo- 
ration and general manager of the 
company’s consumer products 
divisions. His remarks were bas- 
ed on the assumption that there 
would be no all-out war this year, 
Mr. McKibbin said. 


“In addition to the latest Wash- 
ington point of view, I have 
hecked the thinking of a number 
f other manufacturers in our in- 
ustry. The consensus at this 
oment is that we will turn out 
s much civilian product in 1951 
we did in 1949—the third larg- 
st production year in history. 
is means that our production 
ill be off only 20 to 25 per cent 
from the record year of 1950.” 

Discussing the role of consum- 
er-product plants in the national 
emergency, the Westinghouse ex- 
ecutive emphasized that only a 
healthy economy can insure the 
success of the preparedness pro- 
gram. 

“And I feel just as strongly that 
the consumer business is a major 
part of that economy,” he declar- 
ed. 

“But one point should be made 
and it is this: you can’t make 
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Manufacturers discuss 


guns and refrigerators on the 
same production line. Practically 
| speaking, you either make refrig- 
erators or you don’t. So, unless 
we have an all-out war and con- 
sumer manufacturing is stopped 
as it was during World War II, 
there are many practical reasons 
why you cannot use consumer 
goods plants for any great amount 
\of defense production at the same 
time you are using them for ci- 
yilian production. 

“Tt is true that many consumer 
goods manufacturers have taken 
on sizeable military contracts, but 
these products will be turned out 
in expanded or new facilities.” 


Marketing problems 


Mr. McKibbin recalled that at 
the end of 1950, manufacturers of 
consumer goods were planning on 
the probability of all-out conver- 
sion to war work. 

“But, just a week ago I attend- 
ed a sales conference,” he said. 
“It was called to work out plans 
to move what could easily become 
heavy television inventories at 
the dealer level. In a few short 
months the whole scene has shift- 
ed from production problems to 
marketing problems.” 

At the same time he pointed to 
the opportunities in the consum- 
er products business, declaring 
that two and one-half times as 
many refrigerators were sold in 
1950 as in 1940, four times as 
many electric ranges, and eight 
times as many electric water heat- 
ers. 

“We’ve seen relatively new 
products like the automatic wash- 
er, the electric dryer, and the 
dishwasher reach volume sales,” 
he said. “In five short years 


television sets surpassed the sa!es 
of refrigerators, which have al- 
ways been looked upon as the 
bell cow of the industry. In 1950, 
there were 6,900,0C0 TV sets sold 
in this country and something less 
than 6,200,000 refriger:tors. Even 
the dollar volume of TV oxceeded 
that of refrigeration.” 


Buying power 


Most important factor in this 
postwar buying upturn, Mr. Mc- 
Kibbin said, was “the fact that the 
American worker, after paying 
taxes and basic living expenses, 
had the largest disposable income 
ever known for all types of con- 
sumer products.” 

Commenting on the industrial 
expansion under way in this 
country, he declared that over-all 
productive capacity now is more 
than half again as great as it was 
in 1940. In 15 to 18 months, he 
added, this country may well 
have the necessary materials and 
physical plant to support both a 
limited mobilization program and 
an expanding peacetime economy. 


Comparison with 1950 


“Before many months have 
passed, the consumer goods in- 
dustry could find itself in position 
to equal, or even surpass, the con- 
sumer goods production of 1950, 
our greatest year,” he said. 

When the national emergency 
is over, the facilities to produce 
consumer goods may be twice as 
great as they were in 1950, Mr. 
McKibbin said. This will pose 
the problem of interpreting the 
benefits to be gained from elec- 
trical living “in such a manner 
that electric power and electrical 

(Continued on page 99) 
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appliance 


D. A. Packard 


Household Sales Manager 
Kelvinator Division 
Nash-Kelvinator Corporation 


@ In an appreEss before the Edi- 
son Electric Institute, D. A. Pack- 
ard, household sales manager of 
Kelvinator Division, Nash-Kelvi- 
nator Corp., made the following 
remarks with respect to the ap- 
pliance production and marketing 
situation in the immediate future: 

What the picture will be re- 
garding the effect of controls on 
appliance production in the third 
and fourth quarters of this year 
and in 1952 is unknown, at the 
present time. However, officials 
in Washington in contact with our 
industry all tell us to expect a 
further reduction in the use of 
steel and other critical materials. 

It remains to be seen how much 
credit restraints and excise taxes 
will affect sales as the active ap- 
pliance selling season gets under 
way in the second quarter. 

The third factor that has a very 
definite bearing on this picture is 
the factor of present inventories 
available in the hands of manu- 
facturers, distributors, and retail- 
ers. Inventories, of course, are 
only high or low when measured 
by current sales rates. 

For the past several years we 
have seen appliances of all types 
selling at record rates—in season 
and out. In our opinion, although 
some products have been faced 
with a seasonal decline in the last 
few months, total sales of all ap- 
pliances are still at a high level. 

However, from our viewpoint, 
there seems to be a decided dif- 
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Varied opinions about 1951 volume are voiced in the appliance world 


ference in the situation between 
the various appliances. At the 
present time, frdm what we hear, 
television sets, for example, are in 
ample supply, while the demand, 
probably largely affected by the 
season, has dropped considerably, 
leaving the industry in a high-in- 
ventory position. 

You undoubtedly have heard a 
number of stories in recent weeks 
about high retail inventories in 
the household refrigeration indus- 
try. In this connection, however, 
you should understand that in the 
first quarter of each year it has 
always been customary for manu- 
facturers and distributors to build 
up heavy inventories ahead of the 
peak refrigerator-selling season. 


Future inventories 


This year, because of fear of 
shortages, retailers have been 
buying well ahead of seasonal re- 
quirements. Manufacturer and 
distributor stocks are reported to 
be considerably lower than what 
they normally would be, or were 
in the spring of 1949. 

Whether or not total inventories 
at all three points are ample, ex- 
cessive, or short depends entirely 
on two things in the future: 

(1) The extent of the demand 
for refrigerators later in the 
spring, and 

(2) The extent to which pro- 
duction will be further reduced 
from present levels. 

From where we look at the pic- 
ture, however, the long-range 
viewpoint is that production cuts 
before too long will reduce the 
available supply of refrigerators 
below consumer demand. 

Inventories of electric ranges, 
home freezers, and electric water 


production prospects 


heaters right now are short at all 
points, with demand presently 
high. There seems to be nothing 
in the picture on these products 
but allocations and continued 
shortage. 

While I am going out of my 
field in mentioning a product my 
company does not manufacture, I 
feel at liberty to report to you 
that we hear many stories of low 
inventory and a shortage position) 
also in automatic washers. 

Therefore, in the months ahead, 
we may very possibly face a con- 
dition in which certain appliances 
are in reasonable supply, while 
others are extremely short—all 
because of the way the controlling” 
orders are now written. 

This is a situation that we as 
manufacturers cannot adjust, as 
the steel control order applies ta) 
our production of each individual 
appliance. It doesn’t allow us te 
shift from one to the other. ; 

Members of the appliance in# 
dustry have requested a changé 
of this ruling, but at the presen€ 
time we have no indication as té 
whether our request will be 
granted. 


Promotional activity 


This unquestionably means 
confusion for the utility sales ex- 
ecutives planning promotion ac- 
tivity on various appliances in the 
coming months. 

It is apparent that they and 
their sales departments must keep 
in very close touch with the dis- 
tributors of various products in 
their territories, lest they spend 
time and effort doing promotion 
work on an appliance in short 
supply, when actually their retail- 

(Continued on page 99) 
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Can new salesmen cold canwass ? 


. .- A Tulsa dealer answers the question with an experiment 


by Baron Creager 


@ WitTH a starr of green sales- 
men who didn’t know it couldn’t 
be done, the Pickett-Droze Ap- 
pliance Company, of Tulsa, Okla., 
has established high volume rec- 
ords almost exclusively by cold 
canvass and with negligible floor 
business. 

In this period of reduced appli- 
ance allocations, with the dealers’ 
main problem that of getting ap- 
pliances rather than selling them, 
the experience of Pickett-Droze 
in training green salesmen may 
appear to be only of academic in- 
terest. But there is a practical 
ae Most dealers will be seek- 
ing side lines to supplement their 

ome appliance sales, and more 
ften than not, these side lines 

ill be in related fields that re- 

uire specialty selling. For this 
eason, sales training will not be 
nimportant. Actually it may be- 
me of increasing importance as 

les staffs are disrupted by mili- 

ry service, defense work, and 

on. 





The Pickett-Droze experience 
with green salesmen took place 
a short time before the Korean 
war began. Floyd Jones, sales 
manager and a veteran in the ap- 
pliance business, recalls that the 
company had experienced some- 
thing of a sales depression. 

“This continued for about four 
months,” he reports, “but we 
finally discovered that our de- 
pression could be traced to our 
sales staff. At that time the staff 
consisted almost entirely of men 
with long experience in the busi- 


| “We 


ness. They knew full well that no 
one was buying appliances; they 
didn’t ask people to buy, because 
it was no use! 

hired eight new men 
through Tulsa employment agen- 
cies,.and after three days of train- 
ing, they started out on the cold 
canvass. By the end of the next 
month, they had sold 65 refrigera- 
tors, and the next month they 
sold 130” 

The most interesting feature of 
this sales staff gathered from em- 
ployment agencies, according to 
Sales Manager Jones, is that the 
individuals represented such a va- 


riety of previous experience, with 
no previous appliance-selling ex- 
perience in the entire crew. 
One had been a welder, another 
had been in construction work, 
and still another a magazine sales- 
man. There was a former mail 
carrier, a professional footballer, 
a locally renowned amateur golf- 
er, and two who had never work- 
ed at any job. But they were 
young, the prevailing age being 28. 
“We picked them carefully, of 
course,” Jones explains, “with 
particular attention to their reac- 
tion to the prospect of a cold can- 
(Continued on page 95) 


Television picture-tube test adapter 


TestTinc of 
tubes without having to remove 


them from the television receiver 


is now possible, using a new 
cathode ray tube testing adapter 
in conjunction with any stand- 
ard Sylvania Tube Tester, ac- 
cording to an announcement by 
H. H. Rainier, manager of dis- 
tributor sales for the Radio Tube 
and Television Picture Tube Di- 
visions of Sylvania Electric Prod- 
ucts Inc. 

The new Sylvania Cathode Ray 


Tube Testing Adapter Type 228 
indicate shorts, 


is designed to 
leakage and open heaters in elec- 


tro-magnetic cathode ray tubes 
indicate relative 
emission of types having accele- 
In addition, when 


and will also 


rating anodes. 


television picture 


used with the Sylvania Tube 
Testers Type 219 and 220, heater- 
cathode leakage may be checked. 

“It is estimated that approxi- 
mately 85% of the causes of 
failure or erratic operation of 
cathode ray tubes may be de- 
tected by this simple adapter,” 
according to Rainier. He also 
stated that the adapter will save 
television servicing time since set 
troubles caused by the picture 
tube can be isolated more rapid- 
ly. 

The adapter provides the radio 
and TV serviceman with an in- 
expensive tube tester accessory 
_which permits quick, convenient 
checking of TV picture tube op- 
eration. The adapter is available 
from Sylvania distributors 
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What happens when salesmen run the store? 


@ PEoPLE vo not buy appliances 
from a company nearly as much 
as they do from a man—usually 
a man whose personality pleases 
them, in whom they have con- 
fidence, whom they trust and like. 

It’s the salesman who is respon- 
sible for the sales, and selling him 
is every bit as important as sell- 
ing the appliances themselves— 
for once sold, the salesman is in 
a position to move the appliances 
off a store’s selling floor and out 
of its warehouse bins. 
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Selling your salesmen is as important 


as selling your appliances 


by David Markstein 


Loris Levy and George Mar- 
cuse, partners in one of New Or- 
leans’ most successful appliance 
stores, Radio Center, are strong 
believers in this theory. That is 
why they blueprinted a promotion 
involving a succession of “days,” 


One day each week is devoted to 

a particular salesman at the Radio 

Center, New Orleans, and announe- 

ed by big newspaper ads such as 
the one above. 


each of which was devoted as 
much to selling the Radio Center’s 
salesmen as it was to selling the 
store’s appliance stock. The pro- 
motion has had excellent response 
both in immediate sales and in 
laying the foundation for 
future sales. 

Their idea is basically simple. 
Yet, it involves a high degree of 
showmanship and is packed from 
beginning to end with that price- 
less ingredient which sells so 
many newspapers—human inter- 


many 
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est. Newspaper editors know that 
people like to look at people and 
read about people—that it’s the 
personality which makes a story 
interesting even when it is an 
event which makes it news- 
worthy. The Radio Center’s 

“days” are pure human interest 

in a style designed for sales. 
Although the basic idea is sim- 

ple—somebody once said that all 
great ideas are—the carrying-out 
of it is anything but small. In 
essence, it works this way: One 
day each week for a succession of 
weeks (usually a Friday) is set 
aside as Joe Blow Day—Joe Blow 
being whatever salesman has 
been picked to run the store dur- 
ing that 24 hours. The featured 
salesman whose “day” it is picks 

out ideas to make his day a 

memorable one in a _ sales-wise 

sense, and is himself sold to over 

a hundred thousand newspaper 

buyers. 

» When Charles Eberhardt, an 
timer in appliance selling de- 
bite his relatively young years, 
as picked out for the first “day,” 
berhardt put into effect a lot of 
eas of his own. His “day” illu- 
ates the working of the sales 
stem of weekly days devoted to 

ticular salespeople. 
“Charles Eberhardt Day” was 


Some old lamps interfere with TV 


A 25-year-o_p light bulb may 
be the cause of that mysterious 
interference that baffles the TV 
service man. This was revealed 
recently by John H. Campbell, 
illuminating engineer with Gen- 
eral Electric's Lamp Department, 
at Nela Park, who said that some 
filament lamps of early manufac- 
ture have been found to cause 
interference to television recep- 
tion. 

The interference appears as a 
horizontal pattern at one to three 
places on the screen. 

Probably the most of these 
lamps are located in hallway, 
attic, or basement fixtures, and 
are used intermittently, in the 
opinion of the engineer. He said 
tests indicate that straight-wire 
filaments in vacuum bulbs some- 
times cause enough radiation to 
interfere with a strong TV signal. 

The straight-wire filament for 


announced to New Orleans ap- 
pliance prospects in a big half- 
page advertisement stretching 
across the bottom of the news- 


household lamp bulbs was re- 
placed by the coiled filament in 
about 1925, according to Camp- 
bell, who said the inside frosting 
of bulbs was started about the 
same time. Therefore, he pointed 
out, clear-glass bulbs are usually 
the ones likely to cause trouble. 

Apparently very little can be 
done to filter this type of inter- 
ference, since most of the energy 
is radiated from the lamp bulb 
filament to the television antenna 
circuit. 

Replacement of the trouble- 
some bulb with a modern one is 
the solution recommended. The 
increase in the efficiency of in- 
candescent lamps in the past 
quarter century makes the use of 
the old bulbs uneconomical any- 
way, since a 60-watt lamp to- 
day gives off ‘56 per cent more 
light than one of 1923 vintage, 
and costs only a third as much. 


paper page. Kicking off the pro- 
motion, this ad said: 

“We let Charley do it today— 
play host to the friends of the Ra- 
dio Center! Charley has been an 
outstanding personality in the re- 
tail selling field for years and 
numbers his friends and acquaint- 
ances in the hundreds. In his 
honor, the Radio Center invites 
you to visit the store Friday.” 

With this personality blurb and 
personal build-up behind him, 
“king for a day” Charles Eber- 
hardt set out to give people rea- 
sons—besides his sales personal- 
ity—for coming to the store on his 
day. One reason he offered was 
an opportunity to give to charity 
while buying electrical servants. 
This is the way he explained it: 

“A five-dollar donation from us 
to any charity you name will be 
given when you purchase any 

(Continued on page 98) 


When Charles Eberhardt, left, di- 
rected sales for a day, he offered 
to donate $5.00 to the customer’s 
favorite charity with every large 
purchase, picked TV as his day’s 
feature, and served free coffee. 
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SALES PLUS 


This Dallas store provided the answer by aiming at average-income families 


How to build a 


million-dollar volume 


@ Forp Rapio, Furniture, and 
Appliances, Inc., of Dallas, Texas, 
has paid out in excess of $150,000 
one year to more than two dozen 
salesmen working on_ straight 
commission. 

There are usually 30  sales- 
men working exclusively on ap- 
pliances at the Ford institution, 
and at this writing there are 26, 
all of whom average an income of 
$500 a month. 

R. F. Ford, Jr., says he does 
not want a salesman who cannot 
earn approximately that income, 
so he and his sales manager, A. C. 
McGown first handpick the appli- 
cants. Then, because of a com- 
pany policy, each new salesman 
gets all the training help avail- 
able. After his breaking-in peri- 
od in training, he starts working 
with one of three supervisors. 

“We make it a rule to divide 
our territory,” Ford explained, 
“so that each man has enough 
potential to permit him to earn 
$500 a month, provided, of course, 
that he works. And it requires 
more work now than it did a year 
ago for a salesman to make as 
much money. 

“However, these are mostly 
young men, not convinced from 
previous experience that there is 
anything that cannot be done. All 
of them, with two exceptions, are 
between 20 and 30 years of age. 
Only two are what I would 
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classify as veterans. I started in 
business 22 years ago—in 1928— 
and one of my salesmen has been 
with me for 18 of those 22 years. 
Another has been here 13 years. 
“It must be obvious that they 
are good men in view of the fact 
that we prefer young men, with 
no previous experience, so that 
we can train them ourselves. We 
may add a few salesmen, but if 
we do they will, in all probability, 
be young men without extensive 
background in appliance selling.” 
Ford concedes that he is some- 
what proud of his sales staff, since 
most members were with the firm 
last year and therefore were re- 
sponsible for storewide volume of 


A. C. McGown, left, 
is sales manager, and 
R. F. Ford, Jr., pre- 
sident of the Dallas 
company that hires 
only salesmen who 
are capable of earn- 
ing $500 a month. 


by Baron Creager 


$1,500,000. Of this volume, $1,- 
000,000 was major appliances 
Furthermore, that volume wag 
recorded in a section of Dallas= 
Oak Cliff—populated almost en 
tirely by average-income families, 
and it is at this cross-section that 
sales efforts of the Ford Company 
are directed almost exclusively. © 
“Oak Cliff was once separately 
incorporated, before it became @ 
part of Dallas,” Ford recalls, “so 
there is a bit of clannishness over 
here. The sales staff of a dowm 
town department store used 
wonder why prospects came if, 
looked at appliances, and them 
bought from us. The answer #, 
(Continued on page 96) 





PRODUCT 


PROMOTION 


How to reach the fan market and where it is; 


promotional ideas; and points to remember 


before selecting and installing fans 


Fan demand comes in a rush 


Accorpinc To figures publish- 
by the United States Depart- 
nt of Commerce, the total pro- 

ller fan sales in this country for 
year 1949 amounted to 18,- 

301. 

Although this is a large figure, 
re still remains a huge poten- 
market for night-cooling and 
tilating fans. 

Propeller-type fans are ideal 
supplying the residential de- 
nd for good ventilation be- 
se they are relatively easy to 
tall, low in long-run original 
t, and low in upkeep costs. 
aturally there are some sec- 

_ti6ns in the United States in 
which permanent installations of 

the attic fan are not feasible, since 

these locations have only a few 
hot months each year. Also, small 
units, such as apartments, do not 
require permanent installations. 

However, these sections and 
dwelling types can still be made 
comfortably cool when needed by 
having the inexpensive, easily in- 
stalled window fan. 

Residential fan demand does 
not come as the result of a long- 
felt need. Homeowners order fans 


because the heat makes them un- 
comfortable and because they 
want relief from this heat. 

Therefore, when demand comes, 
it comes in a rush. And the size 
of the demand is affected not only 
by the temperature but also by 
the strength of the promotion of 
summer heat-relief. 

Because of the highly seasonal 
nature of fan sales, timing is of 
the utmost importance. The deal- 
er must have adequate stocks on 
hand when the first heat wave 
strikes, and these stocks must be 
replenished for succeeding hot 
spells. 

In order to share in fan sale 
profits, the dealer must promote 
the benefits of fan ownership. To 
do this, he must himself know the 
new features of his fans, their 
mechanics and air-moving abili- 
ties, and their most effective use. 

He should have on hand a good 
supply of manufacturer’s promo- 
tional material; he must see that 
he receives all announcements of 
newspaper, magazine, and radio 
advertisements. 

An effective fan sales promo- 
tion program which can easily be 


worked into the sales scheme with 
little expense or interference with 
other lines would include: 

(1.) A fan display in the show 
window; 

(2.) A store demonstration- 
point showing the actual unit dis- 
played for inspection; 

(3.) Counter folders to be giv- 
en away; 

(4.) Placards on trucks an- 
nouncing where to get fans; 

(5.) Newspaper ads (dealer 
mats and electros are usually 
provided by the manufacturer) ; 

(6.) Radio spot announce- 
ments; 

(7.) Direct mail (including en- 
closures in regular mailing piec- 
es); 

(8.) Personal solicitation. 

Direct mail and personal solici- 
tation are especially valuable in 
the promotion of attic fans. These 
techniques should be directed to 
the upper- and middle-income 
groups and especially to old cus- 
tomers in these brackets. 

An additional factor should be 
taken into consideration in the 
case of personal solicitation. This 
means access to the home and, 
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therefore, a chance to note and 
to discuss additional electrical 
needs in the home. 


Commercial market 


There are more than 50 differ- 
ent classifications of commercial 
establishments which should have 
ventilating equipment. 

To name just a few, there are 
grocery stores, cleaning shops, 
meat markets, garages, restau- 
rants, beauty shops, taverns, fu- 
neral homes, laboratories, and 
dancing academies. 

In each town, there are poten- 
tial ventilating customers in every 
commercial district and on many 
of the side streets, too. 

Competition is the deciding fac- 
tor in thé sale of ventilating 
equipment. If a system is install- 
ed in one of a type of establish- 
ments in a locality, the others of 
that type will almost certainly be 
forced to get a ventilating unit 
installed, too. 

Of course, you can see why this 
is so. Customers naturally shop 
in those places affording the 
greatest amount of comfort. That 
comfort consists of several things. 

In the summer, it includes cool- 
ness; at any time it includes fresh, 
odor-free air. 

In addition, it means comfort- 
able working conditions for em- 
ployees who must stay in the 
establishment for hours at a time. 
The result is employees who like 
their work better and, therefore, 
serve patrons more efficiently and 
courteously. 

Comfortable customers who are 
served efficiently will not only 
stay longer and buy more—they’ll 
return for future purchases, too! 


Ideal procedure 


The ideal procedure in selling 
ventilation installations is to se- 
lect one of a type of establish- 
ments in a small locality and sell 
the proprietor on the fact that 
ventilation will bring him addi- 
tional customers. 

After he is sold, it will be rel- 
atively easy to sell the other mer- 
chants in that vicinity. Their drop 
in sales—or their stability in 
amount of sales can be attributed 
to the fact that more people are 
visiting the competitor having the 
ventilating system. 
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Selection of fans 


Four factors should be consid- 
ered when selecting a propeller 
fan for a particular application: 

(1.) Volume of air required; 

(2.) Quietness of operation de- 
sired; and 

(3.) Atmosphere in which op- 
erated 

(1.) Volume of air required. 
The volume required is determin- 
ed by the size of the space to be 
ventilated and the number of 
times per hour the air in the space 
is to be changed. 

The volume in CFM of ai -- 
quired to ventilate any space is 
calculated by dividing the volume 
of the space in cubic feet by the 
number of minutes per air 
change. 

For example, the volume of a 


bakery is 1,000 cubic feet, and 
the desired air change is once 
every 3 minutes. The CFM re- 
quired is equal to 1,000 divided 
by 3, or 334 CFM. 

In extremely crowded spaces, 
where the air should be changed 
more often than usual, it is cus- 
tomary to figure 40 cubic feet per 
minute per person. 

Where effective cooling is de- 
sired, the air change must be 
much more rapid than where only 
general ventilation is required. It 
has become quite general practice 
to provide one air change per 
minute where high temperatures 
and high humidities are encoun- 
tered. 

(2.) Quietness. The quietness 
of any fan is determined by its 
design and the speed at which it 

(Continued on page 99) 


Veterans receive two dividend checks 


by Geroge Atlee 


MANY ADDITIONAL refrigerator 
sales, as well as other major ap- 
pliances and electrical house- 
wares, have been the result of 
a direct-mail promotion, timed to 
coincide with dividends paid to 
veterans on their national life in- 
surance policies, at the J. B. 
Cooper Appliance Company, in 
Gainesville, Ga. 

Realizing that the interest of 
veterans all over the country 
were riveted on the dividends 
they would receive from the gov- 
ernment, J. B. Cooper, owner of 
the firm, went to the local Vet- 
erans’ Administration office and 
obtained a list containing the 
names and addresses of all young 
veterans in the area who had 
been married since returning to 
their homes. To each of these 
veterans, Cooper sent a clever di- 
rect-mail piece, in a kraft, win- 
dow-type envelope, exactly re- 
sembling those used by the Vet- 
erans’ Administration. 

The direct-mail piece, similar 
to the familiar blue-green of 
government checks, bore copy 
which pointed out that it also 
was a “dividend,” which when 
presented at the Cooper store 
was worth $5 on the purchase of 
any appliance with a purchase 
price of $50 or more. 

Several hundred of these di- 
rect-mail pieces were mailed as 


soon as Cooper learned that a 
few of the “real” dividends had 
been received by ex-servicemen 
It goes without saying that they 
were welcomed with open arms 
by most of the veterans anxious- 
ly awaiting their checks, and na- 
turally, each was read through 
thoroughly. 

“We were a bit leery at first 
that the stunt might result in 
some ill will or disappointment,” 
it was pointed out, “but, we soon 
found that all of the veterans 
who received our direct-mail 
pieces took it in their stride- 
and many of the pieces were 
brought in within a few days 
after receipt, to be used as credit 
toward the purchase of various 
appliances. 

“We concentrated the promo- 
tion entirely on the newly mar- 
ried veterans, who naturally are 
the best prospects for new ap- 
pliances, and found that the stunt 
spurred many customers who 
were delaying their purchases for 
one reason or another, to make 
their purchases immediately.” 

The name of each veteran was 
written on the checks with a 
fountain pen and each was sign- 
ed by Cooper. By thus person- 
alizing the dividend coupons, the 
dealer feels that the message 
carried a lot more weight than 
if it had been printed. 





| GOVERNMENT REGULATIONS 


het 


Determining ceiling prices 


under Regulation 7 


A recent amendment brings radio, television, and 


appliance dealers under ‘“‘margin-type”’ price control 


@ PRACTICALLY ALL of the mer- 
chandise sold by appliance deal- 
ers, with the exception of major 
appliances, is now covered by the 
“margin-type” price contro! of 
Ceiling Price Regulation 7 and its 
amendments. 

All radio and appliance dealers 
must now comply with the re- 
quirements of this regulation un- 
less their sales of the items cov- 
ered amount to less than $20,000 
annually. If sales are less than 
$20,000, the dealer has the option 
of remaining under the General 
Price Ceiling Regulation. 

The regulation and its amend- 
ments now bring the following 
items under margin-type price 
control (there are other items 
also, but these are the ones most 
likely to be handled by radio and 
appliance dealers) : 

All radios and _ replacement 
parts; phonographs and record- 
ers; electrical housewares (small 
electrical appliances); a wide 
range of housewares including 
cabinets, chimes, utensils, laun- 
dry equipment, etc., lamps, sport- 
ing goods, jewelry, musical in- 
struments, glassware, and china- 
ware, etc. 

Briefly, CPR 7 establishes price 
ceilings at retail for the articles 
covered by restricting the spreads 
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between retailers’ costs and sell- 
ing prices to those existing on 
March 31, 1951 (February 24, 
1951, in the case of the items con- 
tained in the original order). 

It requires the filing with the 
OPS district office of a price chart 
determining applicable mark-ups 
or margins, and it specifies that 
these pricing rules must be ob- 
served by May 30. 

The regulation also provides 
methods for determining mark- 
ups on items covered by the regu- 
lation but not previously handled 
by the retailer, and for determin- 
ing ceilings on repaired or recon- 
ditioned items covered by the re- 
gulation. 

It includes provisions for es- 
tablishing dollar-and-cents retail 
ceiling prices for branded articles. 

On and after July 1, 1951, all 
articles covered by the regulation 
must be marked or tagged with 
ceiling prices and a sign must be 
posted stating that prices of mer- 
chandise are no higher than OPS 
ceiling prices. 


Important dates 


Since most dealers were not af- 
fected by CPR-7 until Amend- 
ment 2 was issued, the “list date” 
for most appliance dealers is 
March 31, 1951. You must list on 


a pricing chart all of the goods 
you offered for sale on this date. 

The pricing chart described 
above must be filed with a dis- 
trict office of the Office of Price 
Stabilization on or before May 30. 
As soon as the pricing chart and 
base-period report is filed, the 
dealer may begin selling under 
this price-ceiling regulation. 


What delay means 


Until the chart is filed the deal- 
er’s prices remain frozen under 
the General Ceiling Price Regula- 
tion, and he can make no adjust- 
ments for increased wholesale 
cost. 

No dealer can sell any of the 
items covered by CPR-7 after 
May 30 until he has filed a pric- 
ing chart and received an 
acknowledgment of its receipt 
from his district OPS office. 

On or before July 1 all mer- 
chandise must be tagged or mark- 
ed with selling prices under CPR- 
7 and the sign certifying that 
prices are no higher than OPS 
ceiling prices must be posted by 
this date. 

Within 45 days of the close of 
the reporting period for initial 
mark-up reports (May 30), a 
similar report must be filed show- 
ing any increases in percentage 
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mark-ups that may exceed those 
of the base period report. 

(Some large stores having 
numerous departments will be 
permitted to file base-period re- 
cords of gross margin instead of 
percentage mark-up records. In 
these instances, current reports 
of gross margins by departments 
or subdivisions must be filed 
within 75 days of the close of the 
period for filing the base-period 
record.) 

In preparing your initial pric- 
ing chart, it is essential that you 
obtain all the helpful information 
available from your nearest OPS 
district office (see page 32, 
March, 1951, issue of ELEcTRICAL 
SouTu.) 


Helps available 


Write for copies of the Ceiling 
Price Regulation 7 and _ the 
Amendments that have been is- 
sued, Also obtain a copy of the 
booklet entitled “OPS Guide to 
Ceiling Price Regulation 7.” 

In using the booklet, do not 
overlook the fact that some dates 
have been extended from those 
printed in the booklet. 

The pricing list which you will 
prepare (and you must prepare 
two copies of it—one to keep on 
file at your place of business, and 
the other for filing with the OPS 
district office) will show the fol- 
lowing information under five 
separate column headings: 

Col. 1—Category, that is, type 
of equipment or merchandise as 
listed in Appendix B of the regu- 
lation. (Examples: Category 871 
—Table Radios; Category 872—~— 
Portable Radios; etc.) 

Col. 2—Net Cost per Unit. 

Col. 3—Offering Price per Unit. 

Col. 4—Percentage Mark-Up on 
Cost. 

Col. 5—Identification of Sup- 
porting Invoice. 

In the OPS Guide booklet, the 
following steps are outlined to 
help the dealer prepare his pric- 
ing charts. (The booklet contains 
more detail and is_ illustrated 
with specimen charts.) 


Preparing pricing chart 


(1) List every article offered 
for sale on list date by model 
with list date offering price. 

(Continued on page 92) 
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Pointers on refrigerator use 


by Robert S. Geran 


Technical Manager, Kelvinator Division 
Nash-Kelvinator Corp. 


Tuts 1s another in the series of articles on developing satisfied 


users of major appliances. 


When appliance purchasers are 


trained to follow these suggestions, they will obtain better, 
longer service from their equipment; they will be boosters for 
the dealer from whom they purchased the equipment; and the 
demands on the dealer’s service department will be reduced. 

The first step in developing such satisfied users is to make 
certain that salesmen, home economists, and service men are 
well versed in these appliance-use facts and are able to pass 


them on to the customer. 


(1.) A refrigerator can be cared 
for so that it remains an article of 
beauty in the household through- 
out its useful life. 

Keep the exterior clean by 
periodic washing with warm 
soapy water, followed by a clear- 
water rinse with a clean damp 
cloth. Use a clean dry cloth for 
drying. 

The finish should be preserved 
by using a combination lacquer 
cleaner, polish, and wax. This 
latter treatment is particularly 
effective in humid seasons or 
locations and in seacoast areas. 

Prevent blows or abrasions 
that break or mar the surface of 
the finish. Avoid splashing or 
contact of the finish with chemi- 
cals or acids. 

Do not use any harsh abrasives 
or polishes not specifically for 
usé on baked-enamel surfaces. 
Do not clean the refrigerator ex- 
terior surface with a greasy dish- 
cloth. 

(2.) A refrigerator performs 
most efficiently when the freezer 
unit inside the cabinet has little 
or no coating of frost. If you 
follow the manufacturer's in- 
struction concerning defrosting, 
the most satisfactory operation 
will be obtained. 

In general, it is best to defrost 
before there is more than % inch 
of frost on the freezer unit. The 
length of time required to ac- 
quire % inch of frost will vary 
with conditions. 

During humid weather, the 
frost coating will appear much 
more rapidly. The more the re- 
frigerator door is opened and the 
longer it is left open, the more 
rapidly the frost will accumulate. 





The more uncovered dishes 
and open foods stored in a re- 
frigerator, the more rapidly the 
frost will collect. To speed de- 
frosting, do only as the instruc- 
tions suggest; never use a sharp 
or pointed instrument to remove 
frost or ice from a freezer unit. 

(3.) The immediate removal of 
spilled foods is desirable for oth- 
er than strictly sanitary reasons 

Although the porcelain enamel 
used in most refrigerator in- 
teriors is of highest quality and is 
acid-resisting, it is not acid- 
proof. The longer the surface is 
exposed to acids, the greater the 
chance of acid stain. 

By keeping metal shelves clean 
and free of food acids, the metal 
corrosion which destroys their 
beauty can be inhibited to a con- 
siderable extent. Also, it is 
sometimes possible for spilled 
liquids to penetrate to the insula- 
tion around the front edge of the 
liner. 

The resulting eventual putre- 
faction of this organic matter will 
produce odors which sometimes 
can be removed only by replac- 
ing the insulation. 

Some refrigerators are equip- 
ped with condensation recepta- 
cles, and these should be emptied 
before they overflow. 

As the condensate comes in 
contact with the interior surfaces, 
it picks up particles of food 
some of them microscopic—and it 
can putrify in much the same 
way as food liquids. 

(4.) Refrigerators with across- 
the-top or horizontal freezer 
chests are equipped with an ad- 
justable baffle. This baffle helps 

(Continued on page 92) 
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Display material for 
water systems month 


. © ELEcTRIC WATER systems deal- 
ers will have two extra “sales- 
men” during National Water 
Systems Month in May this year. 

One of these colorful “sales- 
men” will hang on the dealer’s 
wall or in the window, while the 
other will make personal contacts. 
Both will be found in the Nation- 
al Water Systems Month sales 
promotion kit. 

The two “salesmen” are actual- 
ly a wall poster and a broadside 
printed in four colors. This is the 
first year four colors have been 
used on the display material. 

It was felt, says Herbert C. 
Angster, executive secretary and 
director of the National Associa- 
tion of Domestic and Farm Pump 
Manufacturers, that the display 
material would be more effective 
if it were colorful. 

The wall or window poster 
measures 27 inches by 42 inches, 
and features eye-stopping art- 
work under a bold headline which 
announces: “This Is National Wa- 
ter Systems Month.” 

In the foreground to the left, 
the illustration depicts a woman 
at a kitchen sink serviced by run- 
ning water. Above the sink, a 
large window frames a farm yard 
in which many uses of running 
water are illustrated. 

The broadside, or direct mail- 


Display contest on 
electric housewares 


@ Disptay men for electric 
housewares dealers are eligible to 
win an industry “Oscar” in the 
1951 display contest now being 
sponsored by the Electric House- 
wares Section, National Electri- 
cal Manufacturers Association. 
An official first-prize plaque 
and certificates of excellence will 
be awarded for the most outstand- 
ing window or interior displays 
tying in with the campaign theme 
—“give electric housewares—first 
choice for every gift occasion.” 
Separate prizes will be awarded 
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ing piece, which is also in four 
colors, measures 11 inches by 17 
inches when fully spread, but 
folds down to 5% inches by 8% 
inches. 

There is ample room on the 
front for a mailing address and 
the dealer’s name. There is addi- 
tional room for the dealer’s name 
and address on the back of the 
folded broadside. 

Distributors and manufacturers 
will furnish the National Water 
Systems Month sales kits to deal- 
ers. Dealers should make sure 
they get this material by contact- 
ing their respective suppliers or 
the manufacturers they represent. 

Radio and newspaper advertis- 


‘ing should point out that May is 


the best time of year to install a 
system because spring 
planting and spring gardening is 
just moving into high gear. 

May is also the time when farm- 
ers must decide whether they are 
going to go through another busy 
summer season without eliminat- 
ing the back-breaking task of 
pumping and carrying water ma- 
nually. 

Dealers should not overlook 
their service departments in the 
National Water Systems Month 
promotion, says Mr. Angster. Ex- 
pert service to food producers in 
keeping their water systems func- 
tioning at full tilt is the dealer’s 
contribution to defense mobiliza- 
tion. 


to display men of stores in each 
of the six major retail classifica- 
tions: department stores, utilities 
companies, appliance dealers, 
jewelry stores, hardware stores, 
and drug stores. 

Displays may present electric 
housewares as gifts for all occa- 
sions or specifically for certain 
gift occasions. It is suggested that 
the official industry poster and 
streamers be incorporated in the 
display. 

Stores may submit any num- 
ber of 8- by 10-inch glossy photos 
of displays, listing the following 
information on the back: name 
and address of store, name of dis- 


play manager, type of store, date 
of display, comments as to inter- 
est aroused or sales created. 

Visual merchandising experts 
will judge all entries, and winners 
will be announced at the July 
Housewares Show in Atlantic 
City. Contest closes June 15, 
1951. 

Address all entries to: Window 
Display Contest Committee, Elec- 
tric Housewares Section, National 
Electrical Manufacturers Associa- 
tion, 155 E. 44th St.. New York 
17. EY. 


Chattanooga observes 
Electrical Bonus Week 


@ Evecrricat Bonus Week, fea- 
turing special demonstrations and 
events, added merchandise for 
purchasers of appliances and sev- 
eral thousands of dollars worth of 
appliances as prizes, was observed 
in Chattanooga beginning May 7. 

The event was jointly sponsor- 
ed by the Retail Merchants Asso- 
ciation, Electric League, and Elec- 
tric Power Board of Chattanooga, 
according to C. B. Osborne, chair- 
man of the league’s electric devel- 
opment committee. 

The week of appliance promo- 
tion took the place of the annual 
Electric Show, which for several 
years has been presented in 
Memorial Auditorium. 

Mr. Osborne explained that it 
was decided to carry out the new 
type of celebration in the interest 
of diversification and also because 
when this year’s promotion was 
first considered the appliance out- 
look was uncertain. 

The days were designated as 
follows: Monday, May 7, laundry 
equipment; Tuesday, May 8, elec- 
tric water heaters; Wednesday, 
May 9, electric ranges; Thursday, 
May 10, electric refrigerators; 
Friday, May 11, home freezers: 
and Saturday, May 12, electrical 
housewares. 

On Tuesday and Wednesday of 
the special week there was a 
cooking school conducted in 
Memorial Auditorium. 


Utility offers 
dealer sales help 


@ Louisiana Power & Light 
Company has scheduled a full 
ad program to assist dealers for 
the year 1951. A large propor- 
tion has been earmarked for the 
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promotion of electrical and gas 
home appliances and equipment, 
according to C. L. Osterberger. 

Commenting on the advertising 
program, he pointed out that the 
large advertising appropriation 
should be ample evidence of Loui- 
siana Power & Light Company’s 
intention to continue supporting 
the activities of dealers in its 
service area on an active and ag- 
gressive basis. 

The company’s load-building 
advertising schedule is _ built 
around a tentative sales program 
which has been adopted for 1951, 
Mr. Osterberger explained. 

He said that conditions may 
arise during the year which could 
change the company’s promotion- 
al plans; but at the present, cam- 
paign activities are scheduled for 
electric and gas clothes dryers, 
home freezers, electric ranges, 
lighting equipment, farm equip- 
ment, and electric housewares. 

Already published in 1951 were 
two load-building ads,- one on 
lighting equipment and one on 
electric dishwashers. Scheduled 
to give support to a special sales 
campaign on clothes dryers to be 
held during April, the ads were 
published in March and April. 

Special ads will also be prepar- 
ed to spur co-operative dealer 
campaign activities on home 
freezers in June and July, on 
lighting equipment in September 
and October, farm equipment in 
November, and electric house- 
wares in December. 

Four movie trailers keyed to 
special campaigns are planned for 
production and showing in movie 
houses throughout the company’s 
service area. Included among 
these are films on lighting, home 
freezing, clothes dryers, and elec- 
tric ranges. 


Advertising increased 
by American Central 


@ In a sentes of distributor-deal- 
er meetings throughout the coun- 
try, officials of the American Cen- 
tral Division of Avco have set 
forth 1951 sales plans for Amer- 
ican kitchens. The plan could be 
summed up in one powerful for- 
mula: “keep selling.” 

This does not mean business as 
usual, the American Central sales 
organizations were told. The com- 
pany will devote as much of its 
facilities as needed to defense pro- 
duction, but as long as American 
kitchens are being made, the com- 
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Roy S. Gallagher, Southern Region manager for American Central kitchens, 

gets first-hand information on the company’s expanded advertising and 

promotion plans for 1951 from Charles A. Reinbolt, Jr., advertising man- 

ager, American Central Division of Aveo, and George Rudnick, account 
executive, Ruthruff and Ryan advertising agency. 


pany will co-operate with dealers 
to keep sales at a high level. 

In reviewing the progress made 
in recent years, the general sales 
manager of the American Cen- 
tral Division, F. F. Duggan, point- 
ed out that American kitchen 
sales in 1950 were 100 per cent 
higher than in 1949, putting the 
company in the position of one of 
the two largest producers of all- 
steel kitchens. Distribution out- 
lets were increased from 1,000 to 
a total of 5,000 dealers. 

The company announced that 
1951 will see the largest national 
advertising program in the com- 
pany’s history. The program will 
include heavy schedules in con- 
sumer publications, an intensive 


Manufacturers name 
new distributors 


@ Summers Electric Co., 2001 
Griffin, Dallas, Texas, has been 
appointed distributor for the Ma- 
jestic line of radio and television 
receivers, according to Earl Sum- 
mers. 

The company will sell to retail 
dealers and electrical contractors 
throughout Texas, Mr. Summers 
said, and will handle the com- 
plete line. 

The Summers company also 
distributes air conditioning uits, 
electrical supplies, and electrical 
construction materials. 


@ THomseEn’s Wholesale Co., 910 
W. 6th St., Amarillo, Texas, has 
been named Coolerator distribu- 
tor for the Amarillo-Lubbock 


program in trade magazines, and 
a comprehensive series of televi- 
sion and movie shorts for dealers. 

A key part of the 1951 program 
will be an intensive dealer identi- 
fication program, making use of 
signs, decals, and display mate- 
rial. 

Opening guns in the advertising 
program will feature a complete 
packaged kitchen of 54-inch sink, 
two 21-inch base cabinets, and 
two 21-inch wall cabinets and 
what-not shelves. The kitchen is 
designed to sell at a suggested 
price of $369.95. 

A complete campaign of direct 
mail and other advertising mate- 
rials are available to promote the 
special kitchen package. 


area, according to W. C. Conley, 
Jr., Coolerator vice-president in 
charge of sales. 

R. F. Thomsen, Jr., is owner 
and manager, and Frank A. Pur- 
ser is credit manager. 

Thomsen’s Wholesale will dis- 
tribute the complete line of Cool- 
erator electric refrigerators, 
ranges, and freezers, with four 
salesmen covering three counties 
in Oklahoma and 41 counties in 
Texas. 


@ Rapio anv Appliance Distribu- 
tors, Inc., of Chattanooga, Tenn., 
has just been appointed a distri- 
butor of International Harvester 
refrigerators and freezers, W. N. 
Felker, Harvester’s general sales 
district manager at Nashville, an- 
nounced recently. 
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The company will operate in 
Harvester’s East Tennessee trade 
area. Mark H. Hays is president 
and manager, and Mark Hays, Jr., 
is vice-president and sales man- 
ager. 

The company will continue to 
distribute RCA radios and tele- 
vision, Florence ranges, Thor 
washers, American kitchens, 
Mertland water heaters, and Uni- 
versal and Toastmaster electrical 
housewares. 


Westinghouse promises 
aggressive promotion 


@ WHILE APPLIANCE production 
for the year may be uncertain, T. 
J. Newcomb, Westinghouse ap- 
pliance division sales manager, re- 
ports that “no matter how scarce 
raw materials get, no matter how 
much we have to cut production, 
no matter how much our manu- 
facturing pace slows down in 
1951, the company is going to con- 
tinue to promote and advertise ac- 
tively and aggressively.” 

Citing the all-time record for 
the number of Westinghouse ap- 
pliances manufactured and sold 
in 1950, Newcomb said that it 
would be foolish to weaken that 
position and outlined these facts: 

(1) Westinghouse itself is not 
curtailing its advertising and pro- 
motional activities. It will con- 
tinue to use magazines, television, 
newspapers, and other media 
adapted to the current situation. 
It will continue to produce dis- 
plays and promotions and cam- 
paign and point-of-sale materials 
for dealers. 

(2) Westinghouse is going to 
keep its name before the public 
in every way possible. 


GIBSON REVEALS SELLING PROGRAM — Distributors of Gibson products 
in the Southeast were .advised of Gibson’s dual program of defense and 
civilian production recently at a one-day meeting in Atlanta. Among those 


attending the meeting were: 


Left to right, J. F. Klintweorth, divisional sales manager; Harry E Giles, district appliance 
sales manager; J. L. Johnson, vice-president in charge of sales for Gibson; G. L. Rees, 
manager of Gibson sales; and Milton ©. Hollis, seeretary-treasurer, Raybro Electric Supplies, 


(3) Westinghouse will conti- 
nue to make every effort to as- 
sure equitable distribution of 
merchandise, for the greatest 
good of the greatest number of 


‘the company’s dealers. 


He urged dealers to maintain 
their advertising and promotional 
efforts in full force and pointed 
out that unless an all-out shoot- 


‘ing war develops, there will con- 


tinue to be a steady flow of ap- 
pliances from factories to dealers 
even though it may not be enough 
to satisfy the public demand 


DuMont to hold 
service clinics 


@ THe TELESET service control 
department of Allen B. Du Mont 
Laboratories, Inc., has scheduled 
450 television service clinics to 
be held all over the country in 
coming months, according to an 
announcement by E. W. Merriam, 
manager of the Du Mont Teleset 
service control department 


T. J. Newcomb, left, of Mansfield, Ohio, national appliance sales manager 
for Westinghouse Electric Corp., chats with J. T. Urban, center, of 
New York, national sales manager of Westinghouse Electric Supply, and 
C. M. Mackey, right, of Dallas, Texas, district manager of Westinghouse 
Electric Supply, during a recent sales conference in Dallas. 
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Tampa, Fia. 


The service clinics, to be con- 
ducted for the benefit of author- 
ized Du Mont service organiza- 
tions and servicing dealers, will 
be run by Du Mont regional 
service managers and field rep- 
resentatives in conjunction with 
the receiver sales division’s dis- 
tributors. 

Topics to be covered during 
the service clinics include: pro- 
duction changes and current field 
problems; adjustment procedure 
for current production models; 
alignment and trouble shooting 
on Du Mont electronic tuners; 
trouble - shooting procedure on 
synchronizing circuits; trouble- 
shooting procedure on deflection 
circuits; trouble-shooting proce- 
dure for video and IF circuits; 
amplifiers and cathode-ray tube 
circuits; trouble-shooting proce- 
dure on sound circuits and low- 
voltage power supplies, and gen- 
eral alignment principles and 
procedures. 


Distributors in the news 


@ E. A. Tracey, vice-president of 
the air conditioning division of 
Mitchell, announced the appoint- 
ment of the following new fran- 
chised distributors for the Mit- 
chell line of window-type room 
air conditioners: 

Twin States Distributing Co.. 
1200 So. Graham St., Charlotte 1, 
N. C., Harold D. Albright, pres.: 

SB. 7. Cramp Co. 1314 &E. 
Franklin St., Richmond, Va., B. 
T. Crump, president; 

Hollander & Co., Inc., 3900 W. 
Pine Blvd., St. Louis 8, Mo., Her- 
man Hollander, president; and 

Frank Lyon Co., 208-210 E. 
Markham St., Little Rock, Ark., 
Frank Lyon, president. 
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Product Parade 





Hassock cover 


A new Berns Air King merchandis- 
ing idea, Kov-R-Fan, now permits 
dealers to offer an attractive, durable 
hassock cover specifically designed to 
fit over the Air King Economy floor 
circulator, thus converting it to a has- 
sock for year-around use. 

Converted into a hassock, the fan, 
which is capable of supporting 500 


pounds, offers a wide variety of uses in 
the home—for television viewing, ad- 
ditional seating space, or as a sturdy 
foot-stool; in offices as a handy file- 
stool; or in hospital and hotel rooms 
as auxiliary seating. 
The specially built hassock cover is 
constructed of plastic coated Feltone. 
Full details concerning the hassock 
cover are available from Berns Mfg. 
Corp., 3050 No. Rockwell St., Chicago 
18, Ill. 
& 


Universal Coffeematic 


THE NEWLY designed Coffeematic, 
manufactured by Landers, Frary & 
Clark, New Britain, Conn., brews coffee 
automatically to taste. 

The flavor selector is adjustable for 
mild, medium, or strong coffee, and a 
Redi-lite signals when ready. Current 
is reduced by the “heat sentinel,” 
which keeps coffee automatically at 
the proper serving temperature. 

Capacity is eight cups. Current, 110- 
120 volts, double element, 400 watts for 
brewing, 55 watts to keep coffee hot, 
a-c only. The cord is fabric-covered, 
detachable, 6 inches long, and is listed 
by Underwriters’ Laboratories. Net 
weight is 3 pounds. 


Lighting adapter units 


Wirn THE introduction of the Moe- 
dapter by Moe Light, Inc., of Ft. At- 
kinson, Wis., the bare lamp bulb often 
seen in entrance halls, bedrooms. 
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kitchens, and even dining rooms, can 
now be replaced in less than a min- 
ute by a lighting fixture. 

Designed as a complete unit, the 
fixture is ready to screw into any 
ceiling socket. The present line in- 
cludes glass-bowl types for dining 
rooms and bedrooms; lantern or shade 
types for entrance halls, stairways, and 
porches; pan types and even fluores- 
cent-tube models for bathrooms and 
kitchens. 

» One new model makes use of the 

latest circline or circular fluorescent 

tube. Other designs will soon follow. 
® 


Window fan 


Tue 1951 Viking window fan, a prod- 
uct of the Viking Air Conditioning 
Corp., 5601 Walworth Ave.,- Cleveland 
2, Ohio, is designed to cover the mar- 
ket with a single model. 

Designed for silent operation, the 
big blades of the 22-inch fan are op- 
erated by a quiet-running, 110-volt, 
60-cycle motor, available in single- or 
two-speed models. 

The fan has a certified rating from 
the PFMA of 3,100 cubic feet per min- 
ute at 750 rpm. Rated by NEMA, the 
fan has a rating of 4,500 cfm. 

The new fan is adjustable to any 
double-hung sash, from 24 inches to 











Send name and address to: 


GENERAL MILLS APPLIANCE DEPT. 
1620 Central Ave., Minneapolis 13, Minn. 
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Extra Profits 
EASY As 1.2.3 


Viking » 


WINDOW Fans 


A BIG fan 
cool an entire home or apart- 

ment of average size—moves 3100 cubic 
feet per minute. Single or 2-speed mod- 
els. Competitively priced but with an 
extra long margin of profit. 


. . . big enough to 1 


2] Viking Window Fan Display 


. . . Shows customers how Viking home 
cooling works. A demonstrator that 
really sells fans. Hundreds of displays 
sold for $8.00, but you can get one free 
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Unique Viking VADNIT, re- «&} 
deemable for $3 towards lib- 


eral local co-op advertising. You get one 
Viking ADvertising uNIT for each fan 
you buy. 

ONE DISPLAY FREE for just 3 Vadnits. 


Write for complete Viking deal and 
hame of nearest jobber. 


AIR CONDITIONING CORP. 


5601 Walworth Cleveland 2, Ohio 





42 inches wide, and its over-all di- 
mensions are 2842 inches wide, 24 
inches high, and 10 inches deep. 

Spacers supplied with each fan en- 
able it to be mounted easily in any 
window in the home or moved to 
various locations if necessary. 

A streamlined cabinet of slotted 
metal encases the entire fan and is 
decorated by an attractive etched met- 
al nameplate. The baked enamel fin- 
ish is of cool gray, hammered-silver 
texture. 


Spartan refrigerators 


Tue Sparks-Withington Co., Jackson, 
Mich., has announced that they will 
offer a short line of domestic electric 
refrigerators to Sparton’s exclusive 
dealers operating under the Sparton 
co-operative merchandising plan. 

Only two models will be offered at 
present, 9-cubic-feet and 10-cubic-feet 
capacities, with emphasis on the latter. 


The deluxe model will be known as the 
“Big 10” to emphasize the following 
10 outstanding mechanical features: 

(1.) big-70 Freezelocker; (2.) Kol- 
dial to 10° below; (3.) chill-chamber; 
(4.) adjustable shelves; (5.) jumbo 
Vapo-crispers; (6.) door shelves; (7.) 
butter bin; (8.) Sparton Dri-Chest; (9.) 
Speedicube ice trays; and (10.) herme- 
tically sealed compressor. 

The total number of refrigerators for 
the first 12 months, starting May 15, 
will’ be limited. 


Reversible window fan 


A REVERSIBLE 20-inch window fan in 
the fresh-air-maker 1951 line has been 
announced by Schwitzer-Cummins Co., 
ventilating division, 1125 Massachusetts 
Ave., Indianapolis 7, Ind. 

According to the manufacturer, this 
new fan has been designed particularly 
for the trade who want a reversible 
window fan with enough delivery to 
take care of the few rooms in a small 
home or apartment and at a price 
which is within the reach of such 
homes at present levels. List price is 
$69.95 plus tax. 

The fan is known as Model PW-20, is 
easy to install and operate. Other fea- 
tures include equal air flow, either in 


or out; rubber-mounted fan-blade as- 
sembly; integral screen and motor 
mounting; two-speed motor; attractive 
gray cabinet; and “V” slide 


* 
Electric range 


A NEw deluxe electric range with an 
extra-high back that brings the push- 
button controls up to eye level has 
been announced by the General Elec- 
tric Co., 1285 Boston Ave., Bridgeport 
2, Conn. 

Designed for use primarily with a 
new line of kitchen wall cabinets as an 
integrated part of the company’s ultra- 
modern New World Kitchen, the range 
can also be used as a free-standing 
unit or can be fitted under any con- 
ventional cabinets now on the market. 

Called the Imperial, the new range 
has two ovens and broilers, two giant 
surface units, and two standard surface 
units — one of them an extra-high- 
speed element for fast cooking starts. 
The pushbutton controls are lighted to 
show which unit is on and at what 
speed. The storage drawers are roller- 
bearing mounted. 


Casement-window fan 


THE NEW Fasco Porta-Vent case- 
ment-window ventilator, manufactur- 
ed by Fasco Industries, Inc., No. Un- 
ion at Augusta, Rochester 2, N. Y., 
will fit both steel-casing and wood- 
sash windows. 

The unit is a completely portable 
exhaust ventilator, and is easily in- 
stalled in 95 per cent of all windows, 
according to the manufacturer. There 
is no installation cost, and no wiring 
or wall switch is needed. The cord 
attached plugs into any 110-125-volt, 
60-cycle, a-c outlet. 

For use in the kitchen, laundry, and 
bathroom, the fan does not interfere 
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with window operation. A pull-chain 
controls the rubber-sealed door and 
switch for fan operation simultan- 
eously. 

Model 861, replacing a glass pane 
16 by 11% inches, and Model 862, re- 
placing a pane 1734 by 10% inches, can 
be mounted in steel-casement windows 
with safety lugs and weathertight gas- 
ket. For wood-sash windows, Model 
863, 1134 inches high adjusting from 
273% to 40 inches wide, fits above the 
lowered upper sash. 


e 
Pin-up fans 


Two Handybreeze pin-up fans, in 
10-inch and 8-inch sizes, have been 
announced by Chicago Electric Mfg. 
Co., 6333 W. 65th St., Chicago 38, IIl. 

The new pin-up fan can be quick- 
ly transformed from a wall fan to a 
table fan or floor circulator. The pin- 
up plaque becomes a sturdy, triangu- 
lar stand. Large adjustable side knobs 
hold the fan securely at any angle. 

The 10-inch size delivers 800 cfm, 
and the utility 8-inch size delivers 
580 cfm, a-c only. Both fans are Un- 
derwriters’ listed, and use less watts 
than an ordinary light bulb. 

These new fans are recommended 
for use in nurseries, playrooms, small 
bathrooms, dressing rooms, kitchens, 
living rooms, bedrooms, dens, etc. 


* 
Weather-proof window fan 


A wInpow FAN that can be installed 
and left in the window permanently, 
regardless of the weather or season, 
has just been announced by Kisco Co., 
Inc.. 2400-40 DeKalb St., St. Louis 4, 
Mo. 

This new model features an automa- 
tic shutter which opens wide at the 
flick of a switch to let the hot inside 
air pass through. Then, when the fan 
is turned off, the shutters close in a 
seal-tight manner to protect the fan 
and the room inside from the weather. 

An important feature of this unit is 
that the automatic shutter eliminates 
the need for window screens. 


e 
Soldering gun 


A NEWLY improved Cal-88 soldering 
gun has been announced by Caliri 
Mfg. Co., Inc., 15 Union St., Lawrence, 
Mass. 

The unit has single-pole feature and 
extra-long reach extension. It is light- 
weight, weighing 1% pounds, and is 
equipped with a non-tiring pistol grip. 

By tripping the bottom part of the 
trigger for 100 watts, and the top 
part for 150 watts, dual heat can be 
obtained. The gun is also equipped 
with a built-in light which shines di- 
rectly on top of the object being sol- 
dered without interference from 
shadows of the electrode. 

No tools are required in changing 
tips, which is done by finger control. 
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FASCO 
OSCILLATORS 


FASCO FLOOR FANS 


FEATURE FAST-SELLING 
FASCO FANS! 


YOU CAN CASH IN 3 WAYS on the fast-growing fan market by dis- 
playing FASCO Fans prominently. They're fast-selling, with high-profit 
mark-ups . . . and they help to build store traffic. In addition, their supe- 


rior quality, construction and performance mean satisfied customers, re- 


peat orders. 


FASCO OSCILLATING FANS—Old favorites for smooth, 
long-wearing performance . . . now in sleek, modern styling, 
handsome finish, with the steady, quiet power customers look 
for. A model for every buyer's need... 10”, 12” and 16” 
blade sizes. Pedestal models in 16” and 20” sizes. 


FASCO PORTA-VENT—It's new! It's automatic! It's the 
practical modern ventilating system for all homes, both old 
and new .. . your market is tremendous. Fits all steel casement 
and wood sash windows. Portable . . . Simply plugs in . . . no 
installation costs. Every homeowner or renter your prospect! 


FASCO LO-LEVEL FLOOR FAN—Whips up a cooling 
breeze—but without even the suggestion of a draft. And 
FASCO'S exclusive solid base keeps floor dust out of circule- 
tion . . . keeps air in circulation, throughout the whole room. 
Ideal for offices . . . eliminat of blowing papers. 
Available in 10” and 12” blade size models. 








WRITE FOR ’51 Catalog and prices TODAY. 


j ASCO Industries, Inc. 


HESTER 
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A romplete line of Pedestot Well. 
Ceiling and Counter Fors of mod= 


e1n Streamhned dttign 


gid’ Economy and Heavy Duty 
Belt Driven Attic & Industrial Fans 
Quiet Operation. For Upright or 
popcie \ Yeti Maxi 





y 
performance. Simple Installation 


Patented Hassock Fan. 
Equipped with Sealed Bearing GE 
Motor thet never needs oiling 
Runs on 3 Quiet Speeds. Hand- 
some golden tan finish. Sturdy and 
Safe. Low Price. 


WR24 & WR 30 Electrically revers- 
ible window fan with grill in front 
and back. Acts as exhaust fan—then 
at the flick of a switch becomes 
on intake fan. Hammertone finish. 
Simple Installation 


R20. Electrically Reversible, thin 
streamlined beauty. From an ex- 
haust fan to on inteke fan at the 
mere flick of a switch. Operates at 


Square Frame Heavy Duty Quiet 
Exhaust Fan — 4 Blade Aluminum 
Propeller. Welded Steel Frames. 
G.E. Motors 


Shutters, Blowers, Spray Booth Fans. Etc. 


Yames aud Paces 





H. M. Carpenter, president of Thurow 
Distributors, Inc., of Tampa, Jackson- 
ville, Miami, West Palm Beach, Or- 
lando, and Tallahassee, has announced 
the elevation of Paul L. Bishop to the 
position of executive vice-president. 

Simultaneously with this announce- 
ment, Mr. Carpenter also appointed 
Raymond P. Boyne as appliance sales 
manager, handling major appliances, 
electrical housewares, and radio and 
television merchandise. 

Mr. Bishop has been acting in the 
dual capacity of appliance purchaser 
and general sales manager. His future 
duties will entail administrative work 
and supervision of all branch opera- 
tions. 

Mr. Boyne will headquarter in Tam- 
pa, and comes to Thurow from Major 
Appliances, Inc., Miami. 


Thor Corporation has announced the 
opening of new Southern Division sales 
headquarters at Atlanta under the di- 
rection of Frank J. Simpson, vice- 
président. 

While Mr. Simpson has been South- 
ern Division sales manager for the last 
18 years, his headquarters heretofore 
have been at Thor’s general offices in 
Chicago. 

Mr. Simpson will be aided by three 
district managers, who have been ap- 
pointed in the last year: J. Ross Sims, 
Atlanta; J. Seddon Allen, Memphis; 
and C. J. Arnall, Richmond. 


N. J. O'Grady has been named ap- 
pliance service representative for Gen- 
eral Electric Company in the South- 
western District. 

Mr. O’Grady succeeds D. H. Gal- 
breath, who has been promoted to a 
service position at the Bridgeport, 
Conn., headquarters 


J. F. Donnelly has been named assist- 
ant manager of the water heater divi- 
sion of A. O. Smith Corp. 

Mr. Donnelly’s appointment, announ- 
ced by F. S. Cornell, follows Mr. Cor- 
nell’s recently announced assignment 
as group executive over the water 
heater division at Kankakee, the heat- 
ing division at Toledo, and the eastern 
motor division at Tipp City, Ohio 

Mr. Cornell, while continuing as wa- 
ter heater division manager in addition 
to being group executive, states that 
operating responsibility for the divi- 
sion is under Mr. Donnelly 

Mr. Donnelly announced that S. E. 
Wolkenheim, former supervisor of elec- 
tric water heater sales, will succeed 
him as marketing director of the di- 
vision 


L. W. Hamper, president of the 
Coolerator Co., has announced the re- 
signation of Ward R. Schafer, vice- 
president and general manager. 

Mr. Schafer has left the company to 
operate a Coolerator distributorship 


John Hurley, at right, president of Thor Corp., looks over the Thor sales 

promotion plans for the South with Frank J. Simpson, vice-president in 

charge of the Southern Sales Division, in the newly established Atlanta 
office, at 805 Peachtree St., N. E. 
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His duties are being assumed by S. 
W. Skowbo, vice-president, and W. C. 
Conley, Jr., vice-president. Mr. Skowbo 
is serving as vice-president in charge 
of operations, and Mr. Conley is vice- 
president in charge of all marketing 
activities, Mr. Hamper stated. 


Ben S. Gambill, president of the 
Braid Electric Co., Nashville, Tenn., 
has announced the appointment of C. 
R. (Bob) Greenleaf as new general 
manager of their merchandise division. 

Mr. Greenleaf, for the past year, has 
been district manager of the Zenith 
Radio Corporation with headquarters 
in Atlanta 

& 


Thomas E. Wall has been elected 
vice-president in charge of merchan- 
dising at Dulane Inc., River Grove, II1., 
according to Robert Dusek, president. 

In his new capacity, Mr. Wall will 
have full responsibility for all sales and 
advertising operations. Mr. Wall was 
formerly general sales manager of the 
company 

on 


William G. Hollwell has been pro- 
moted to sales supervisor of the Good 
Housekeeping Shop, 3133 Knox, Dallas, 
Texas. 

= 


R. L. Walker has been named re- 
gional manager in Atlanta for the Cros- 
ley Division of Avco Mfg. Corp. Mr. 
Walker, formerly business management 
representative for Crosley in Atlanta, 
succeeds F. D. O'Sullivan, Jr., who has 
been regional manager for the past 
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year. Mr. O'Sullivan is moving to Cin- 
cinnati to be regional manager there. 

Other changes in the Atlanta office 
include the promotion of Mary Helen 
Carlisle, regional home economist, to 
the national sales promotion staff in 


In Atlanta recently, discussing changes in the Crosley field organization, 

were, left to right, seated, F. D. O'Sullivan, new Cincinnati regional manager; 

R. L. Walker, regional manager, Atlanta; left to right, standing, George 

Shell, sales promotion and advertising manager, Crosley Distributing Corp., 

Atlanta; and Mary Helen Carlisle, with the national sales promotion staff in 
Cincinnati. 
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Cincinnati. George Shell, office man- 
ager in Atlanta, has been named sales 
promotion and advertising manager of 
the Crosley Distributing Corp., Atlanta. 


Bruce M. Morehouse has been ap- 
pointed Dallas regional manager of the 
Crosley Division of Avco Mfg. Corp., 
W. A. Blees, Avco vice-president and 
general sales manager of Crosley, an- 
nounced recently. 

Mr. Morehouse succeeds W. A. Rea- 
soner, who has been put in charge of 
television and radio sales in the Kansas 
City, Mo., region. 

Mr. Morehouse formerly was regional 
manager at St. Louis, Mo. 


The appointment of Paul N. Miller 
as assistant to Harry A. Armbright, di- 
rector of Youngstown Kitchens’ dealer 
sales training, has been announced by 
D. F. Rucks, Jr.. Youngstown Kitchens’ 
sales manager. 

Mr. Miller directed the promotional 
supply division of the advertising de- 
partment before being appointed to his 
new post. 


James W. Daly has been appointed 
advertising and sales promotion man- 
ager of Kenrow, Inc., the Motorola dis- 
tributor for Georgia, it has been an- 
nounced by Vance C. Woodcox, presi- 
dent of the Atlanta organization. 
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Hodge C. Morgan, director of sales 
for Automatic Washer Co., Newton, 
Iowa, has announced the appointment 
of Pierce H. Stevenson as divisional 
sales manager for the southeastern ter- 


Pierce H. Stevenson 


ritory, which comprise six states, with 
headquarters in Jacksonville, Fla. 

Mr. Stevenson was most recently dis- 
trict manager in the southeastern area 
for A. J. Lindeman and Hoverson Co., 
Milwaukee, Wis. 


Berns Mfg. Corp., 3050 No. Rockwell 
Ave., Chicago, Ill, has announced the 
appointment of William C. Blackwell 


William C. Blackwell 


as sales representative for Berns Air 
King fans in the states of Alabama. 
Florida, and Georgia. 

Mr. Blackwell, who also represents 
Armstrong Products Corporation and 
The Southwest Mfg. Co., will make his 
headquarters at Caldwell Mill Rd., 
Birmingham, Ala. 


N. J. O'Grady has been appointed 
General Electric appliance service rep- 
resentative in the Southwestern Dis- 
trict. He succeeds D. H. Galbreath. 
who has been assigned to the product 
service division staff at Bridgeport. 


Refrigerator use 
(Continued from page 86A) 


control air currents within the 
food compartment. 

By this means, some control 
of temperature, humidity, and 
condensation is afforded. 

(5.) The tops of refrigerators 
are not generally intended by the 
manufacturer to be used as stor- 
age surfaces. Articles set on the 
top may scratch the surface and 
hasten wear or breakdown of the 
finish. 

Also, due to even the minute 
amount of vibration present, the 
articles may gradually shift and 
eventually fall off. With refrig- 
erators equipped with cooling 
stacks on the back, it is possible 
for articles to fall into the stack. 

In the case of newspapers, 
magazines, etc., this material 
clogs the stack and reduces the 
flow of the cooling air. The re- 
frigerating mechanism is then re- 
quired to operate at a higher 
condensing temperature, which 
results in increased wear, higher 
power consumption, and lower 
efficiency. 

In some cases, more durable 
articles have fallen down the 
stack into the mechanism. 


(6.) During household clean- 
ing operations, care and attention 
should be paid to the electrical 
connection made by the service 
cord in the electric receptacle. 

Too many times, the connection 
is disturbed to the point that it 
is opened, and no refrigeration is 
the result. 

(7.) Care in the use of ice trays 
and cube-release mechanisms 
tends to prevent breakage and 
increase usable life. 

With quick-release mechan- 
isms, it is better to fill the tray 
with water to about % inch be- 
low its top. This permits ample 
clearance for the mechanism 
above the ice level. 

Warm—not hot—water should 
be used to clean the trays and 
grids, as hot water tends to re- 
move the wax coating put on the 
surface to make removal of ice 
cubes easier. 
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© WIND-WAY 
VERTICAL 
DISCHARGE 


LanchHouse 


PACKAGE 
FAN 


ALES-PROVE 


BECAUSE: 
@ It is designed to fit ANY type building EASILY 
@ installation costs, time and effort cut down to a minimum 
@ WIND-WAY merely sets on the floor of the attic or 
the trim of the well hole. It is NEVER fastened 
in any way, yet it moves the greatest amount of air 
quietly with absolutely NO noise or vibration 





Ceiling prices 

(Continued from page 86A) 

(2) Separate listed articles by 
categories. 

(3) Note net cost from your 
last invoice on each item along- 


WIND-WAY sells “on sight’ to people who recognize it 
as a simple, foolproof, superior fan 


side it. OPS “net cost” means net 
unit cost after deducting all dis- 
counts you could have taken or 
your supplier’s ceiling price, 
whichever is lower. It doesn’t in- 
clude shipping costs. 


- FAN AND VENTILATOR CO. 
= 531 St. Joseph St. New Orleans! 2, La. 
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(4) If you have more than one 
item in any category with the 
same cost and offering price, 
strike out all but one. 

(5) Prepare a stack of work 
sheets, one for each category, and 
rule it in five sections: category, 
net cost (per unit), offering price 
(per unit), percentage mark-up 
on cost, and supporting invoice 
identification. 

(6) Put the category number 
and a description of merchandise 
covered in the first column. 

(7) List every different net 
cost for the category in the second 
column running lowest to highest 
from top to bottom and leaving 
some space between entries. Ex- 
ample: $.32 ($4.00, 3/10 E.O.M. 
per doz.). 

(8) In column 3, list every of- 
fering price you had on the list 
date for articles of that net cost. 

Follow those which were mark- 
ed down with letter “M,” those 
originally offered at one price and 
then raised with “U,” and, for 
items sold at more than normal 
price, put normal price, the letter 
“R” after it and actual selling 
price in parentheses in column 2 
next to it. 

(9) Total net costs, duplicating 
each entry for which there was 
more than one offering price as 
many times as there are offering 
prices for it. 

Total offering prices. Subtract 
the former from the latter. 

Divide the remainder by the 
cost total to find the category 
average percentage mark-up. En- 
ter this in column 1 under the 
category. 

(10) If you’ve listed more than 
one offering price for a net cost, 
circle the one which comes closest 
to the average percentage mark- 
up for the category. 

If it falls exactly between two 
prices, circle the lower of the two. 

(11) Insert percentage mark- 
ups for each cost line in column 4. 
If there’s more than one price for 
a net cost, put in the percentage 
for just the circled one. 

(12) List in column 5 the last 
invoice you received for each net 
cost listed in column 2 by num- 
ber, company name, date, and 
merchandise. This completes your 
worksheet for that category. 

After you have prepared a 
complete worksheet for each cate- 
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gory, the List Date Pricing Sheet 
can be prepared. Make two 
copies. 

Include at the top of page 1 
your business name and address, 
your list date (probably March 
31, 1951), type of store, annual 
volume bracket on OPS-7 prod- 
ucts. 

Copy all the information from 
the worksheets for each category. 
Number all pages. Sign the chart 
at the end. 

Be sure to keep all work sheets. 
Mail your pricing chart to the 
OPS district office by registered 
mail with return receipt request- 
ed. 

As soon as the pricing chart has 
been filed, but in no event later 
than May 30, you must begin to 
price under this regulation. This 
means that you must price every 
article you sell that is covered by 
CPR-7. 


How to determine prices 


The chart will be used in this 
manner. To price an article, look 
up the invoice and find the actual 
net cost, locate ,the part of the 
pricing chart which covers the 
category of the article to be 
priced, and then price it in ac- 
cordance with the first rule be- 
low which applies. 

Rule 1. If the net cost is the 
same as a net cost listed in 
Column 2 of your chart, the ceil- 
ing price is the price listed in 
Column 3. 

If there is a circled price in 
Column 3, the circled price is the 
ceiling price. (See Sec. 32 of 
CPR-7.) 

Rule 2. If the net cost is lower 
than the lowest net cost listed in 
Column 2 of your chart, you com- 
pute your ceiling price on that 
article by using the average of 
the percentage mark-ups_ in 
Column 4 for the two lowest 
costs shown on the chart. (See 
Sec. 33 of CPR-7.) 

Rule 3. If the net cost is above 
the highest on the sheet, average 
the percentage mark-up of the 
two highest-cost items shown on 
the sheet and use either this 
figure or the category average, 
whichever is lower, to set your 
ceiling price. (See Sec. 34 of 
CPR-7.) 

Rule 4. If the net cost of the 
item being priced is between two 
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WHILE | “DEFROSTS .. . WHILE YOU SLEEP” | SLEEP 


TEADEMAM BEC TERED 


AUTOMATIC 
DEFROSTING 


| “DEFROSTS .. . WHILE YOU SLEEP” | 


Cash in on the Swing 
to Automatic Defrosting 


The big news in refrigerators in 
1951 is Automatic Defrosting! As 
more and more refrigerator manu- 
facturers play up this wanted fea- 
ture — more and more housewives 
are sold on its advantages—and this 
creates a tremendous market for 
you... no matter what make of 
refrigerator you sell! For now you 
can offer simple, clean, worry-free 
automatic defrosting for any refrig- 
erator, new or old, with Paragon's 
pertormance-proved “de-frost-it”! 


An Untapped Market of 
29,000,000 Refrigerator Owners 
Is eo for 


mCATOS At 


GU a WHILE GU a SLEEP 


TRADEMARE BEC STERED 


$ 95 Complete — 
at nothing else to buy. 
@ de-frost-it is the only com- 
plete unit . . . hung any- 
where . . . no installation 
. . RO extra cord to buy. 
he de-frost-it is completely 
ae performance proved . . 
hundreds of thousands of 
satisfied users. 
de-frost-it is made and 
bocked by the world's lorg- 
est exclusive manufacturer of 
time controls. 
de-frost-it is backed by ag- 
gressive national advertising 
é . reaching over 7,000,- 
000 prospects . . . month 
after month. 
@ de-frost-it merchandising 
plons . . . sales policies 
. dealer aids help you 
cash in on customer demand. 


PARAGON ELECTRIC COMPANY 


1618 TWELFTH STREET © TWO RIVERS, WIS. 





"My de-frost-it 
does away with 
hand-defrosting 
mess and bother, 
saves me hours of 
time, keeps food 
longer — cuts 
down electric 
bills and refrig- 
erator wear. No 
wonder I'm sold 
on the Paragon 
de-frost-it!'* 





costs listed in Column 2, other 
than between the two lowest, use 
either the next lower cost or the 
category average percentage 
mark-up, whichever is lower. 

But if it’s between the two 
lowest, apply Rule 2 above. (See 
Sec. 35 of CPR-7.) 

Rule 5. If the article you are 
pricing is in a category not cover- 
ed by your list-date chart, look in 
Appendix C of the Regulation 
where you will find a chart of 
“comparable” categories. 

If such is found, and is listed 
in your pricing chart, use this 
comparable category and apply 
Rules 1, 2, 3, or 4 above to obtain 
the ceiling price. (See Sec. 36 of 
CPR-7.) 

The Regulation and its amend- 
ments contain detailed instruc- 
tions for determining the ceiling 
price for an item for which there 
is no comparable category, for 
items that have been repaired or 
reconditioned, and for items that 


' cannot be priced under any of the 


rules given above. 

There are also instructions for 
‘determining ceiling prices if you 
have just gone into business and 
did not operate during the base 
period, or if you have just pur- 
chased a business which sells arti- 
cles covered by CPR-7. 

Every dealer affected by this 
order should study particularly 
the Sections 52 and 53 of CPR-7 
relating to record-keeping and re- 
porting, as well as Section 51 on 
the marking, tagging, and posting 
provisions of the order which ap- 
ply on or after July 1, 1951. 
Rural sales 

(Continued from page 76) 


may be far away from his house; 
the next may have it under the 
back’ porch. 

“When a farmer wants to buy a 
pump, we ask him a lot of ques- 
tions and take down the answers 
as we talk. We ask him the depth 
of the well, the amount of water 
he believes his well will supply, 
what his family will need, etc. 

“Then we begin his planning 
later appliance installations by 
asking him if he is going to put 
in a bathroom, if he will wish run- 
ning water for the stock, etc. 


“Only after all these points 
have been brought out do we se- 


lect the pump we believe to be 
right for his installation.” 

Now, two powerful selling as- 
sets of Home Improvement Com- 
pany enter the picture. 

(1) The first is the services of 
a full-time graduate engineer. He 
actually plans every installation 
so that it will do exactly what 
Schaeffer promises. 

All of the details, including the 
well materials, are laid out on 
paper, with every specification 
exactly explained. This tells the 
farmer who wants to dig his own 
well exactly how to go about the 
job. If the farmer wishes to in- 
stall his own plumbing, it tells 
him how to make the installation, 
the number of working hours he 
must devote to the job, and all of 
the materials to be used. 

Since most farmers are handy 
with tools and quite capable of 
doing their own work, a large 
part of Schaeffer’s water-system 
installations have been made in 
this way. 

(2) Second, for the farmer who 
has a lot of construction problems 
to contend with, Home Improve- 
ment Company has collected a lot 
of equipment to help him on the 
job. 

“Many farmers build their own 
septic tanks,” Schaeffer indicated, 
“which are required by Alabama 
health regulations. This is a sim- 
ple job, but one that demands a 
lot of hard work, and expense. 

“We have developed a system 
for helping the farmer. We lend 
him a set of steel forms for pour- 
ing the septic-tank concrete. This 
saves him about $20 for timber, 
nails, and labor. He can’t use 
his water system until the septic 
tank is built, so the fact that we 
provide these collapsible forms, 
free of charge, has lowered sales 
resistance. 

“At the same time, we can lend 
the farmer a portable concrete 
mixer that will produce half a 
sack of concrete at a time. We 
can also lend him a portable gaso- 
line pump, while he is digging the 
tank, for getting rid of the water. 

“Adding together the blueprint- 
ed installation plans and the 
equipment for doing the entire 
septic-tank job, the farmer is eas- 
ed into pump installation before 
he knows it.” 


Still another asset in pump in- 
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stallation is a huge storeroom at 
the back of Home Improvement 
Company. Here is stored thou- 
sands of dollars worth of pipe fit- 
ting and brass goods, used for 
plumbing work in connection 
with the electric water system. 
Farmers are invited to come back 
into the storeroom and help them- 
selves. 

“We recognize the fact that 
farmers are going to do their own 
work wherever possible, and 
make it easy for them to find all 
of the necessary parts,” Schaeffer 
said. 

“Frequently the farmer will not 
be able to identify the fitting he 
wants, but he can readily pick it 
out from this display. To help 
with pump sales, we have install- 
ed a machine which cuts and 
threads pipe of any size from %- 
inch through 4 inches. 

When a farmer buys a pump, 
he usually wants to run water to 
his home, his barn, and other 
farm buildings all at once. When 
our engineer plans the installa- 
tion, we cut and thread all of the 
pipe to the proper lengths so that 
the farmer can toss it in the truck 
and connect the job himself. 

“We keep the machine handy 
to replace burst, frozen pipe, and 
to help the farmer maintain his 
water system by himself.” 

Although a lot of Schaeffer’s 
electric water systems are sold 
for cash—40 per cent, to be exact 
—financing is an important con- 
sideration in electric-water-sys- 
tem merchandising. Home Im- 
provement Company carries a 
large part of its paper, and has 
special arrangements with a local 
bank guaranteeing low interest 
charges to local farmers. 

Currently, the firm has around 
$50,000 out in loan investments of 
this sort, without the loss of a 
dollar in the years since the end 
of the last war. 

Once the electric water system 
has been installed, bringing the 
benefits of hot showers, modern 
bathrooms, garden and stock irri- 
gation, etc., the farmer is, of 
course, a logical prospect for new 
home appliances. 

Grateful for the help in putting 
in the water system, the chances 
are that the farmer will come to 
Schaeffer. Plenty of direct mail, 
however, keeps up the contact. 
This invites him to come in and 
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make use of the service depart- 
ment, and lists the complete 
home-appliance lines carried in 
stock. 

Schaeffer sees to it that a com- 
plete display of water systems, 
plus appliances, appears at the 
Strawberry Festival, held once a 
year in Cullman, as well as at all 
state fairs, county fairs, and other 
outdoor events. 

“We also use regular weekly 
newspaper advertising, and at one 
time sponsored a radio program,” 
he added. “However, we believe 
that word-of-mouth advertising, 
endorsing the services available 
with the purchase of a water 
pump, has resulted in our volume. 

“Our service department is our 
best selling asset, particularly 
where farmers are concerned. All 
farmers are in close contact with 
one another. If an appliance or a 
water system we have sold is not 
giving good service, you can be 
sure that a farmer will tell his 
neighbors to go elsewhere when 
buying theirs. 

“Therefore, we go out of our 
way to give the best possible serv- 
ice on every appliance we sell, 
and particularly on the electric 
water system.” 

During 1948, 1949, and 1950, 
Home Improvement Company 
sold the largest volume of pumps 


‘from one manufacturer in the en- 


tire state of Alabama. It is signi- 
ficant that during the same years, 
a similar record was reached in 
the sale of complete model kitch- 
ens in Cullman-county homes. 
Water-system volume is im- 
portant when you discover that 
most of the package kitchens 
which made up the 1950 volume 
were sold to farmers who had 
purchased electric water systems 


in 1948. 


Cold canvass 
(Continued from page 80) 


vass. Almost anyone who has 
been an appliance salesman over 
the years hates a cold canvass, so 
I felt them out rather cruelly, on 
that point. I watched them close- 
ly and if they flinched hard or 
showed obvious distate, I knew 
they wouldn’t work at the cold 
canvass and wouldn’t do for us. 
That’s how I picked the sales 
force.” 

Jones concedes that the view- 
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DISTRIBUTORS AND DEALERS 
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A COMPLETE LINE FOR 
HOMES AND BUSINESSES 
The complete Coolair line 
includes wall and window 
units, single and twin attic _ 
package units, and commercial 


and industrial units up to 
9’ blade diameter 


A REALLY VALUABLE 
FRANCHISE 


A market area large enough 
for real money-making 
opportunities is yours under 
your Coolair Franchise 


SALES TRAINING 
THAT MEANS 
SOMETHING! 


Factory supervises training of 
authorized dealer personnel 
Profits from your Coolair 

Franchise start right away! 


HARD-HITTING 
ADVERTISING AND 
PROMOTION 
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pave the way for profitable sales (I 


Up-to-the-minute Coolair 
advertising and promotion help 


Here’s Low-Cost Cooling Folks Will Buy! 
This Sales Pian Boosts Your Profits High! 


Get your share of cooling profits by mailing 
this coupon TODAY. No obligation. 
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point of management, as demon- 
strated by the partners, R. L. 
Pickett and Chet Droze, gives the 
sales staff extensive encourage- 
ment. Both have had years in the 
business and know the ropes as 
they feel to salesmen. The part- 
ners often put as much as $250 to 
$300 of their own money into a 
sales contest and, furthermore, 
Jones believes the Pickett-Droze 
selling expense is among the high- 
est in the country. 

Commission to salesmen is 10 
per cent on the first $3,000 of 
sales, 11 per cent on the next $1,- 
000, and 12 per cent on every- 
thing above $4,000. 

“We have three points that we 
stress continuously in our sales 
meetings,” continued Jones. 
“These are: canvass, make ap- 
pointments, and make night calls. 
There is nothing to beat that com- 
bination—the cold canvass that 
leads to the appointment for a 
night call. 

“When you get to the point 
where you can sit down with a 
man and his wife at night, delve 


into their personal affairs, figure 
out their budget, and show them 
how they can buy, then you have 
the confidence of that household 
and the sale is practically made. 

“We do our canvassing in the 
morning hours, and that results 
in long hours of work, sometimes. 
But there is no inflexible rule. 
Often I start out with the crew, 
and we all have coffee and a bull 
session. The type of salesmen we 
have thoroughly enjoy the cold 
canvass. 

“It is a challenge to a man’s 
mentality and his ingenuity. Near- 
ly all of these boys take great de- 
light in studying human nature, 
profiting by their mistakes, and 
devising new approaches that sell 
them to the housewives they call 
on. 

“T doubt that we could induce 
one of those men to take a perma- 
nent of even semi-permanent 
floor job. For one thing, we are 
not well located for floor-traffic. 
Beyond that, these salesmen have 
discovered that the real payoff 
is in the cold canvass, the appoint- 
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ECONOMY 
FLOOR CIRCULATOR 


An unbeatable value — builds 
store trafic and sales volume! 
All steel constructionand 
balanced aluminum blade. In 
Sunset Tan. 3 speeds. 


BERNS MFG. 
3050 No. Rockwell, 


Export, 


REVERSIBLE 
WINDOW VENTILATOR 


The original reversible ex- , 
haust and intake fan'—with 
easy patented reversing 
mechanism for complete 


safety. In 10", 12", 16" and 
20" models. Adjusts to | 
every window width. 
Handsome white 
enamel or sunset 

tan finish. 


switch! — 

rful fan starts 

$s, Outer door 

and closes. Outer 

fame will not rust or 
warp fan housing. Pol- 
ished chrome or gleam- 
ing white enamel interior 
grill. All models adjust- 
able to 16" thick walls. 





ment, and the night call. 

“Besides, people who wander 
into the store—floor traffic—are 
almost always shoppers, whereas, 
those customers we get by can- 
vassing invariably have a better, 
cleaner deal for both the store and 
the salesman.” 


Million-dollar volume 
(Continued from page 83) 


in Oak Cliff the people like to 
buy in Oak Cliff. 

“And I would rather deal with 
this group. Income varies less 
than in most sections of Dallas. 
Over here they are just home 
folks and don’t mind being ques- 
tioned about their credit. Their 
credit is usually good, too. The 
population is about 150,000 for 
this area. Since we have done 
rather well, we are content to 
confine our operations to this ter- 
ritory.” 

However, competition is getting 
much more intense. In Oak Cliff 
there are 130 outlets for major 
appliances, with discounts being 
offered by many Ford competi- 
tors. And a vivid illustration of 
the increasing tempo in competi- 
tion is contained in the records of 
Sales Manager McGown. 

He says that in 1949, sales re- 
sulted in 94 per cent of the cases 
where major appliances were 
placed in homes for demonstra- 
tions. In 1950, the sales rate was 
only 78 per cent. And McGown 
is rather well-satisfied that in- 
creased competition is the answer. 

“We have to work faster than 
we used to,” he explains. “If we 
make a call at a residence where 
we hope to leave an appliance for 
a demonstration, it is almost es- 
sential to make the arrangement 
on the first call. If we do not find 
anyone at home and go back three 
or four days later, the chances are 
a competitor has muscled in. 

“Competitors follow us around, 
now. If they get in, some of them 
have a carpenter’s discount, or a 
bricklayer’s discount. Some of 
them have a discount for almost 
every category. So we have to 
get in on the first call or we stand 
a good chance of losing out com- 
pletely. For we have no discount 
whatsoever to offer.” 

Because of the competitive 
situation, the Ford organization 
has found it advisable to run con- 
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tests and call more frequent meet- 
ings with the sales organization. 
McGown was explaining the 
short, 30-minute sales meeting 
each morning, which permits only 
routine contacts with salesmen 
and their daily reports on the pre- 
vious day’s sales; and the twice- 
monthly sales meeting at night. 
He admitted that when salesmen 
go out to work after those meet- 
ings, they are on a cold canvass. 
At this point Ford broke into the 
conversation. 

“T don’t like the phrase, ‘cold 
canvass,” he said. “It isn’t cold. 
It’s a hot canvass and it’s very 
lucrative. 

“Of course, the first call is gen- 
erally cold. The salesman knows 
nothing about the household he 
picks, as a rule. He has to start 
from scratch and find out what he 
wants to demonstrate. But from 
then on he knows the names of 
the people next door on both sides 
and across the street. Anyhow, 
I object to ‘cold canvass.’ ” 

Ford Radio, Furniture, and Ap- 
pliances, Inc., adopted the prac- 
tice of getting major appliances 
into the home for demonstration 
well ahead of most competitors. 
And the company was able to ap- 
ply the technique ahead of com- 
petitors because Ford was in the 
field with a hard-working sales 
organization ahead of most com- 
petitors. The company began or- 
ganizing its sales force in 1945 
and 1946, and by early in 1948 had 
27 salesmen on the staff. 

Salesmen follow the usual pro- 
cedure of a regular turn on the 
floor, where the average number 
of prospects are encountered. But 
the volume results from the can- 
vass that Ford insists is both “hot 
and lucrative.” 


Furthermore, Ford salesmen 
devote themselves wholehearted- 
ly to this canvass and seldom 
spend their time in tricky pros- 
pect hunting, such as following 
ice wagons, for two reasons. One 
is that alert ice companies have 
long since adopted tactics that re- 
move the standing invitation of 
the visible ice card. Another rea- 
son is an experience of one Ford 
salesman. 

“We all had early breakfast 
together that morning,” Ford re- 
lated, “and some of the boys had 
acquired new enthusiasm as a re- 
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sult of the sales breakfast and de- 
cided to follow ice wagons. Con- 
siderably later in the morning one 
of the salesmen telephoned the of- 
fice. He said: 

“ve been following an ice 
wagon, like I said I would. I’m 
in a cafe out here now and the 
ice wagon doesn’t leave. I’m 
pretty sure the ice man is waiting 
for me to come out. What do I 
do now?’ 

“After that,” continued Ford, 
“we told our boys not to be too 
aggressive on the ice routes. For 
an ice man makes his living sell- 
ing ice, and you can’t really blame 
him too much if he resents hav- 
ing his income cut from under 
him.” 


Organized service 
(Continued from page 77) 

Engle stresses that he has tried 
to get top-bracket men for all de- 
partments. Most of them are 
specialists in their particular 
fields, such as wiring and electri- 
eal contracting, air conditioning 
and heating, refrigeration and ra- 
dio. Television is to be added in 
the near future. 

In its advertising, the company 
stresses this theme: 

“Our service department is con- 
stantly on call to make speedy 
repairs on all types of home and 
business electrical appliances, and 
for maintenance of electrical re- 
frigeration, heating, and air con- 
ditioning anywhere in Southwest 
Florida. 

“Thoroughly trained and ex- 
perienced mechanics, plus the fin- 
est repair equipment and supplies, 
guarantees you economical main- 
tenance and repairs. Call us, any- 
time, anywhere.” 

The Engle repair department 
occupies a space 30 by 80 feet, di- 
vided into two sections: one for 
radio and the other for various 
appliances. Trade-ins such’as re- 
frigerators, stoves, heaters, etc., 
are rebuilt in the repair shop and 
sold at reduced prices. If porce- 
lain enamel requires refinishing, 
this work is sent out to other 
shops specializing in that opera- 
tion. 

Service work is departmentized 
into the following classifications: 
radio, electrical housewares, oth- 
er home appliances, air condition- 
ing, heating, and refrigeration. 





WESIX 


GHHOUHCES_ 


A New Standard 
of Heating Comfort 


WESIX WALL FURNACE 


The 1951 heating season brings a 
new advance in WESIX engineer- 
ing research, new improvements 
in appearance and performance 
of the time-tested WESIX Wall Fur- 
naces that promise even GREATER 
CUSTOMER SATISFACTION than 
ever before: 

@ New Freedom of Air-Flow 
for more even circulation! 

@ NewTrim Vertical Lines to 
blend with modern interior 
design! 

@ New Four Inch Depth to 
conform with new wall di- 
mensions! 

Now, we wish that we could also 
promise even greater production. 

In all honesty, we can’t. However, 

the more efficient use of material 

in the new Wall Furnace SHOULD 
allow production almost equal to 
that of last year. 

Be prepared to do a well-informed 

sales job with your share of this 

year’s production. Write for cata- 

log material to Wesix, Room 216, 

390 First Street, San Francisco 5. 
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Sheet-metal work, plumbing, 
and painting are sub-contracted. 

The shops are equipped with 
all of the special tools required 
for the various repair jobs. The 
mechanics furnish only pocket 
tools. 

A stock of parts inventorying 
about $10,000 is carried, including 
many general repair parts ip 
addition to those required for ap- 
pliances the company retails. 





Self-Selling 
DISPLAYS 


YOUR CHOICE of two smartly 
finished wood displays, two fast- 
moving deals offering a DAVIS 
Cord Set for every need. Dis- 
play No. 5, 812” x 81” x 16”, 
holds 34 Davis sets; display No. 
10, 20" x 20” x 8”, holds 60 
Davis sets. Each set is fully dis- 
played and tagged with informa- 
tive, self-service label to increase 
impulse buying, reduce sales 
time. 


YOUR JOBBER OR WRITE DIRECT 
FOR FULL DETAILS AND PRICES.@ 


DAVIS Mfg. Company 


PLANO 1, ILLINOIS 


Southeos Southwest Rep. 
H. Co. 





K. onees . Cc. 
on Bidg. Atlanta, Ge. Thomas Bidg. , Dallas, Tex 


Mechanics do not have access 
to the parts department, but each 
item is checked out as required 
and charged to the job on which it 
is to be used. 

Charges for service work are 
quoted in advance when it is pos- 
sible to do so, but in many cases 
not until after the job is finished. 
The Engle company has found 
that it is impractical to give ad- 
vance estimates on some _ jobs. 
This is because of the fact that it 
is not always possible to deter- 
mine how much time will be re- 
quired and what parts will be 
needed. 

The service department is set 

up as a separate part of the busi- 
ness, paying its full share of direct 
and indirect costs. All work or- 
ders are entered numerically and 
are so filed. Each job must pay 
its share of the general overhead 
in addition to the direct labor and 
parts used. 
. On major overhauling jobs, the 
Engle company guarantees its 
work for a stated period, but 
gives. no guarantee on ordinary 
work. The company covers all 
types of electrical, air condition- 
ing, and heating installations in 
homes, business houses, and in- 
dustrial plants. 

Appliances requiring repairs 
are called for and delivered if the 
customer requests. Service on 
sealed-in refrigerator units is not 
done in the shop. These units 
are returned to the factory. 

All employees of the appliance 
repair department are sent to the 
factory once a year for a two- 
weeks’ training course. On his 
own visits to the factories, Mr. 
Engle spends most of his time in 
the service departments. Thus he 


and his men keep up with the 
latest techniques in service work. 

The service department is in 
charge of a manager, who assigns 
all jobs by means of a work or- 
der. The men are paid on an 
hourly basis, but receive a bonus 
at the end of the year based on 
profits of the service department. 

The men work at both outside 
and inside jobs. Helpers are in 
training at all times and are 
taught by experienced mechanics 
so that they, too, can eventually 
become journeymen. 


Salesmen’s days 
(Continued from page 82) 


television set or major appliance 
at the Radio Center today! Which 
is our way of saying we and Char- 
les Eberhardt appreciate your 
continued good will and patron- 
age.” 

Boss - for - Friday Eberhardt 
didn’t stop there. To sell friend- 
liness and himself, he served free 
coffee all day long. It was good, 
strong, coffee-and-chicory of the 
variety South Louisiana people 
like and it was, not-so-incidental- 
ly, made in a coffeemaker that 
is a featured electrical houseware 
sold by the Radio Center. 

In “his” advertisement, Charles 
Eberhardt featured two popular 
television sets—one at $549.95 
and the other at $299.95—neither 
of which was specially priced ex- 
cept for the offer to give five dol- 
lars to the favorite charity of 
every customer buying a set. 

The results? Good, say Levy 
and Marcuse. So good that the 
promotion was repeated one week 
later with Joseph Danna day, 
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CTl PROPERLY TRAINED MEN | 
“KNOW HOW" 
PRACTICAL — TRAINING 


ELECTRICITY, MAJOR APPLIANCE 
Service, Maintenance, Installation 
Write for Catalog ESS—Veterans ask about GI Training 
Manufacturers, distributors, ete., when you need 
TRAINED men contact CTI Placement Bureau. 


| COMMERCIAL TRADES INSTITUTE INC. 


HAVE THE 


of Alabama 


| 200 South 20th St., Birmingham, Ala. — 


Member: Southern 


Association of Private Trade Schools 





your copies. 


Phone 7-0555 | 
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| “Handbook of Farmstead Wiring Design” 
marizing the latest authorative information on ade- 
| 

a 

| 


Handbooks of Adequate Wiring 


Two valuable booklets avail- 
able with Electrical South. 


“Handbook of Residential 


Design” and 
sum- 


Wiring 


quate wiring systems, may be obtained with a three- 
year subscription to Electrical South at the special 
price of $2.50 for a limited time. Send name, ad- 

and remittance at once to make sure of getting 


ELECTRICAL SOUTH 
806 Peachtree St., N. E. 


Atlanta 5, Ga. 
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when Danna, another Radio Cen- 
ter sales ace, played host end in- 
jected his own selling ideas to 
bring about another highly suc- 
cessful event day. The promotion 
is continuing. Every person on 
the sales force will be featured. 


Fan demand 
(Continued from page 85) 


operates. Various spaces require 
different degrees of quietness. 

For example, in a banquet hall 
quietness is essential; in a garage, 
it is not. 

Other factors which affect 
quietness and should be consider- 
ed are the location of the fan and 
the acoustics of the room. 

(3.) Atmosphere. The atmo- 
sphere in which a propeller fan 
is to operate also determines its 
type. 

For example, if foreign matter 
such as grease or lint is in the 
air being handled, a direct-drive 
fan equipped with a totally en- 
closed motor should be used. 
Where air is relatively clean, a 
belt-drive fan may be used. 


Application of fans 


To obtain best results, propeller 
fans must be properly located so 
that equal air distribution is as- 
sured throughout the entire space 
to be ventilated. Generally, pro- 
peller fans are installed in an ex- 
terior wall, because of the neces- 
sity of exhausting to the outside. 

Since cross ventilation is essen- 
tial for satisfactory air distribu- 
tion, fans should be installed on 
the opposite side of the room from 
which air intakes are located. 

Where opposite walls of the 
room are exposed, best results can 
be obtained by exhausting at the 
ceiling with fans located in fan 
houses on the roof. 

The direction of the prevailing 
wind should always be consider- 
ed when selecting the fan loca- 
tion. If possible, installation 
should be made so the fan ex- 
hausts with the prevailing wind. 

For a typical installation, con- 
sider the case of restaurants. For 
general ventilation, the air in a 
restaurant kitchen should be 
changed every 2 minutes, and 
that in the dining room once 
every 5 minutes. 

In order that the fan be of am- 
ple size, divide the cubic feet of 
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space in the kitchen by 2. Check 
this capacity with the cubic con- 
tents of the dining room divided 
by 5. 

If the dining room capacity is 
larger, the exhaust fan installed 
in the kitchen should have a capa- 
city to bring about the required 
5-minute air change for the din- 
ing room. 

The installer must remember 
that air should be drawn from a 
cool, odor- and dirt-free location. 
It is considered best practice to 
ventilate the dining room through 
the kitchen. 

The fan should, therefore, be 
installed in an outside wall in the 
kitchen, drawing air from the din- 
ing room through the kitchen. 
With this method} the entire space 
can be ventilated with one fan. 

It cannot be emphasized too 
strongly that the cooling and ven- 
tilating field is full of opportuni- 
ties for more work, more profits. 

But people don’t buy what they 
don’t know about. That’s where 
full-scale promotion comes in, for 
promotion makes them know— 
and it makes them buy! 


Production — McKibbin 
(Continued from page 78) 


appliances will take preference 
over competitive goods.” 

For the future, he declared, 
manufacturers must continue to 
bring out improved features in 
their products, attain maximum 
style appeal, lower prices to ex- 
pand their markets, and develop 
aggressive sales-training  pro- 
grams. 

He urged the utility executives 
to co-operate in the sales training 
work, to help reduce sales bottle- 
necks arising from high installa- 
tion costs, and to promote electri- 
cal living “as one of the chief 
ways to get the most out of life.” 


Production — Packard 
(Continued from page 79) 


ers may need assistance tempo- 
rarily in’ moving products on 
which they are overstocked. 

However, the long-range pic- 
ture for late 1951 and 1952—un- 
less the demand is further re- 
duced by more stringent credit 
controls and higher excise taxes— 
is one of shortage in all major 
electrical appliances. 








EXCLUSIVE | 
General Mills 
fritematic [oaster 











Signal’s complete line of fans is your answer to 
better sales in 1951! Backed by more than a half 
century of experience in the manufacture of elec- 
trical equipment, the Signal line sells fast and stays 
sold. 

New models and time-tested standard equipment 
are combined to offer you the best-of 1951 fan 
selections. The Signal line means more sales for 
you... more satisfaction for your customers! 


Here are four of the 
many models available 
in the outstanding 


Signal line. 


MODEL CW-100 CEIL- 
ING OR WALL FAN—60 
cycle, 744" blade, 480 C.F. 
M., 3-speed controller 
available. 


MODEL 1649 DESK FAN— 
60 cycle, 16° oscillator, 3- P 
speed. delivers 1250 C.F.M. 
gepheovens Windsor Green 
nish. 


one. a ed gt | ma 
cycle, 4 le, delivers 
p300 C.F.M., 3-speed control- 
er available. 


WR-202 WINDOW FAN— 

60 cycle, 20° blade, 2-speed, ® 

switch on panel, delivers 2200 
.F.M., reversible. 


The bopadnae ta line means better sales for you! 


Signal Electric Manuf Michigan 


I want to increase my sale of fans! Send me complete information and 
discount schedules on Signal’s 1951 Fan Line now. 





ing Co., 1 


I am— (check one) ( Dealer* (© Distributor 
Name _ 
Address - 


City 





*If dealer, please give name and address of your distributor ____ 





ECTRIC MFG. CO. © MENOMINEE, MICHIGAN 





The Advertiser's Index is 


hlished 





asa and not asa 


part of the advertising contract. Every care will be taken to Index 


correctly. No allowance will be made for errors or failure to insert. 


A 


Adam Electric Co. Frank . 35 
Advertising Council : bg 
Air Conditioning Products Co.__101 
All-Steel Equipment, Inc. . 
Aluminum Co, of America ? 
American Blower Corp. 
American Coolair Corp. 
American Steel & Wire Co. 
12 and 13 

Appleton Electric Co. 

Inside Front Cover 
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NOW! Automatic... Economical 
Low Cost...High Wattage 


RADIANT 


Wall-Insert... 


at ee 


*% BUILT-IN THERMOSTATS or MANUAL Control 
Set It... and Forget It! 


NOW ... Automatic Thermostatic Control has been added to this 
low cost series of Wall-Insert Heetaires. Just set the thermostatic 
control dial at the temperature you want — the Heetaire will auto- 
matically produce and maintain any desired temperature between 
40° and 80° F.! It is economical — the built-in thermostat automat- 
ically turns the Heetaire on and off as needed — not using unneeded 
electrical current. 
It is small and compact — Simply and Easily Installed! 1500 Watts 
. . also available in 1000 and 1250 Watts . . . 120 or 240 Volts... 
ONLY 1744” high x 125g” wide ! 


WRITE for all the details — and the name of our nearest 
HEETAIRE representative. 


od Gt ee 
ELECTRIC PRODUCTS, INC. PRODUCTS, INC. Tested and listed under re-examination 
139 SENECA ST. BUFFALO 3, N. Y. service by Underwriters’ Laboratories, Inc. 


Built-in HEETAIRE Model 248 TE 


A WORD 
TO THE WISE 


CORD SETS ~ 


a -telitiaialemia 


splejlel tebrel ame @) 


ryelalale Mmelailelammolielel- 


~ 


ied condas Units fits AUTOMATIC 
these are specified by foremost. \F/ } a CEILING SHUTTER 
aaats, Se FOR ATTIC FAN 


Built so they can be installed practically 
flush with the ceiling, AIRFLO Cotting Shutters 
; present . efined, inished ai ce. The 
A 4) oll- adel del tell tei el 7: inum color blends wit 


fej eye) n : 
over-all QUA 
ISFACTION 


A 


able in conve engins,.o i mter cover is required. Furnished 
Peliidelatia al s f : in 5 different widths, single panel up to 73” 
> 4 M Case ; ° iene, No operating mechanism shows. Built- 
rolslo i olaegdiielo)(-Mman lolol icle | —Mam lth: { in fusible tink. Meets fire underwriters re- 
; “" quirements. 
ness. Write for catalogue 
WRITE FOR NEW CATALOG 43-8 
pPetenens and details of the complete AIR- 
ine. 


CORNISH WIRE COMPANY, ic. “ea 


50 Church Street New York 7, N. Y. 


Local stocks carried by our representative:— Air ConpiTIONING Propucts Co. 
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25 TYPES . .. OVER 150 SIZES! 


CHELSEA HANS 


for every commercial and 
residential requirement! 


Specifying Chelsea Fans for every 
installation is one sure way to 
proper ventilation. There’s a Chel- 
sea model for every requirement— 
and each type is certified as to 
tformance in accordance with the 
tandard Code of the Propeller 
Fan Manufacturers Association. 


Spring Mounted Comfort Cooler Type ED 
Wall Type EH For homes, schools, 
Complete pack- churches, hotels and hos+ 
age unit — pitals. Features large air 
springs, sash delivery with low power 
chain for raft- consumption. 

er or ceiling 

mounting, can- Chelsea Comfort Cooler 
vas boot and Type EV. Designed for 
automatic out- attics of low headroom. 
side shutter. Quiet operation, econom- 
Simple installa- cial to install. Size 24” 
tion, quiet oper- to 48”. 

ation. Sizes — 

24” and 60”. 


Seed FOR YOUR FREE KIT TODAY! 
Contains all the information 
you need to make ventilating 
and cooling installations in 
es St office or shop 

tion of proper fan, 
installation hints, etc. No ob- 
ligation. Write Department Dd. 


CHELSEA FAN & BLOWER CO. 
INCORPORATED 
PLAINFIELD, NEW JERSEY 
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It’s “Tops” 
In Automatic Shutters 


It’s tops because it acts so quickly 
in response to air currents. It's 
tops because it’s the tightest clos- 
ing shutter on the market. It's 
tops because it is free from blade 
flutter—no joints to get loose or 
rattle. And it’s tops because the 
louvers are completely weather- 


Yi). 


“Echo” Automatic Ceiling Shutters 


Used for attic ventilation. Installed in attic floor at the base of a 
penthouse, the louvers being operated by the suction of the fan. 


"za =ELGO SHUTTER & MFG. CO. 


ENE §=6 2738 W. WARREN DETROIT 8, MICH. 
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Sangamo Electric Co. 
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Three beautiful useful fans you will want because they are 


right in the middle of this year’s buyers’ trend on design, 


price and application. It will pay you to investigate. Send 


for prices and literature. 


MODEL P12-16—A jewel. Portable as a handbag, just as 
useful. Two sizes, two speeds. An easy seller, popular priced 
and the public wants it. 


MODEL R. W. P.—Reversible, adjustable 
window fan, two speeds, two sizes—12”, 16”. 
Available as a package with stand to convert 
fan to portable or as window fan only. Actually 
three fans in one for price of one good fan, 


RW20—Electrically reversible 20” window fan— 
2900 cfm. The answer to demand for a fine 
powerful, quiet fan for a small home or apart- 
ment at a moderate price. 
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30 other models 
Fresh-Air Makers in 
popular type fans 
and innumerable 
centrifugal blowers 


- 29". 

















SCHWITZER-CUMMINS COMPANY 
VENTILATING DIVISION 
INDIANAPOLIS 7, INDIANA 
ENGINEERS AND MANUFACTURERS 


of Fine Jans 





“The bases are loaded for retailers 


ON THE 
WESTINGHOUSE TEAM 





They've got Westinghouse FROST-FREE*..the | They've got the fastest Range Unit . . SUPER 





one and only refrigerator THAT COUNTS 


It's the most sensible, foolproof defrosting system ever 
devised. The only completely automatic refrigerator 
proved by test in more than 100,000 homes. 


a? 


They've got the famous WESTINGHOUSE 
LAUNDRY “TWINS” 


The Westinghouse Laundromat with its Weigh-to-Save 
Door and the Clothes Dryer with its Dry-dial are the only 
laundry equipment ever to win the Merit Award of the 
American Society of Industrial Engineers. 


*Trade Mark U.S. Pat. Issued No. 2,459,173 and 2,324,309 


j99 DS 


Refrigerator + Dishwasher + Weste-Awey + 


. . 


104 


SPEED COROX that GETS RED HOT in 30 Seconds 


This means a woman can cook bacon and eggs in 3 
minutes, piping hot soup for four in 3 minutes, frozen 
vegetables to steaming hot in 3 minutes. Add the New 
Miracle Sealed Oven, Color Glance Controls and a host 
of other features and you've got a top spot product. 


Coming to Bat 


A Big Scoring Advertising Campaign 
That’s Going to Score A GRAND SLAM 


In May and June alone there'll be 41 colorful advertise- 
ments in 17 of America’s leading magazines. Tying in 
closely with these advertisements will be week after week 
commercials on Westinghouse STUDIO ONE—TV’s top 
dramatic show. Plus, a full kit of point-of-sale display 
material together with newspaper advertisements. 


WESTINGHOUSE ELECTRIC CORPORATION 
Electric Appliance Division - Mansfield, Ohio 
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f WHERE DO YOU NORMALLY LOCATE 
GENERAL ELECTRIC REMOTE -CONTROL 
MASTER SELECTOR SWITCHES ? 


This new multi-purpose G-E master selector switch gives 
homeowners control of up to nine different lights or outlets 
from a single point. But do you know WHAT LOCATIONS 

ARE RECOMMENDED FOR MASTER CONTROL SWITCH 
INSTALLATIONS? 


= WHAT WIRE SHOULD YOU USE 
IN LOCATIONS EXPOSED ~ 
TO GASOLINE? ( | 


Until now, this problem required the use of 
heavy, lead-sheathed cables. Today, Gen 
eral Electric’s new lightweight, hydrocar- 
bon-resistant wire helps you do the job 


efficiently and economically. WHAT SHOULD Le . 
YOU SPECIFY? Eee 


3 WHAT /§S THE BEST FROTECTION 
FOR MACHINE TOOL LEADS THAT 
ARE SUBJECT TO VIBRAT/ON? 


and fails to provide the necessary “play.” There is a 


P b. fg JL Rigid protection used for this purpose is often bulky 
. simple solution. But, D0 YoU KNOW WHAT'S BEST? 


MORE CURRENT /NTO EXISTING RACEWAYS? 5. ; 

More current per raceway is a big feature of G-E e HOW DO YOU AVOolD ROCKING” 
Deltabeston* AVA cables. Capable of operating at high 

temperatures because they are insulated with heat-beatinz WHEN YOU INSTALL A SWITCHBOX 
asbestos and varnished cambric—they can be used at The new G-E Levelock switchbox solves 

normal ambient temperatures to crowd more current into the problem of rocking during installation— 
raceways. HOW DO THEY Do IT? speeds rough wiring on any job. How? 


FOR FURTHER INFORMATION 


1. EG] The most popular locations for the master selector switch are in the master bedroom 


and at entrance doorways. But, customers can specify its installation in any convenient spot. 





on any General Electric wiring ma- 
2. [) General Electric Geotrol Type TW wire is the full name of this new gasoline-and-oil ‘ . 
asa vidi. terials, see your G-E Construction 
3. [1] Use G-E flexible steel conduit to simplify vibration-proof installations in close quarters. Materials distributor, or write to 


4. LI Deltabeston AVA cables can carry as much as 64% more current than ordinary Section 54-524 Construction Ma- 
cables with 60C rating, because two layers of asbestos insulation permit (1) higher operat- 
ing temperatures and (2) more current per conductor. ‘ terials Department, General Electric 


5. C] The G-E Levelock switchbox has four leveling projections. It can’t rock or tilt. Company, Bridgeport 2. Conn 
*Registered Trade Mark of General Electric Company 


GENERAL @ ELecTRIC 
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